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N. Y. Agents Hold 
Downstate Meeting 
At Garden City, L. I. 


Dekker, America Fore, Asks Agents 
To Make Objective Approach 
To Today’s Major Problems 


COMMISSIONS ARE DISCUSSED 
Walsh, Buffalo Agent, Opposes Flat 


Rates to All; Better Producers 
Should Be Paid More 








By Epwin N. Eacer. 


Garden City, N. Y., Oct. 28—A strong 
and earnest plea for organized agents to 
assist their companies in making an 
objective approach to today’s under- 
writing and merchandising problems 
was made here today by Nicholas Dek- 
ker, executive vice president of the 
America Fore Loyalty Group, when he 
addressed the downstate regional meet- 
ing of the New York State Association 
of Insurance Agents, sponsored jointly 
by the Suburban New York Association. 
Other speakers on the morning panel 
included Thomas Glavey, vice president, 
Chase Manhattan Bank; John McCor- 
mick, assistant U. S. manager, Royal 
Globe Insurance Group, and John N. 
Walsh, Jr., president of the Buffalo 
agency of Norman Duffield & Co., Einar 
G. Johnson, president of the Suburban 
Association, presided. 


Afternoon Speakers 


With George A. Kramer, Jr., regional 
vice president of the state association, 
presiding at the afternoon session the 
speakers included Insurance Superinten- 
dent Julius S. Wikler, President Herbert 
Brewer of the state association; 

Robert Douglass, Potsdam, on the Na- 
tional Association advertising program; 

George D. James, president, Suburban 
New York Field Club; William J. Ahearn, 
vice president, Great American Group; 
Arthur L. Schwab, Staten Island, on 
agents’ legislative program; Albert FE. 

Mezey, New York agent, and J. Dewey 
Dorsett, general manager, Association of 
Casualty and Surety Companies. The 
talks of Messrs. Dorsett and Mezey 
appear at some length elsewhere in this 
issue. Nearly 1,000 agents and company 
representatives registered for this meet- 
ing, 

Mr. Dekker asked the agents not to 
aim simply to maintain the status quo 
in this troublesome era. Self-satisfaction, 
le said, with present methods will serve 
only to make both companies and pro- 
ucers more and more vulnerable to 


(Continued on Page 19) 
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McConnell Doubts 


Questionnaire’s Value 
As Regulation Guide 


Tells Senator O’Mahoney It Could 
Give Distorted Impression of 
State Dept. Operations 


TO COOPERATE FULLY 
New Filing Date Jan. 15; Com- 


missioners Have Studies Under- 
way; Meet New Orleans Dec. 15-19 











When the Senate Judiciary Antitrust 
subcommittee headed by Senator Joseph 
C. O’Mahoney (D-Wyo.) sent question- 
naires to the Insurance Commissioners 
recently calling for extensive informa- 
tion about the Departments and their 
operations, The Eastern Uunderwriter 
asked certain Commissioners if they 
would express their views on the ques- 
tionnaire. 

At a conference of Commissioners with 
Donald P. McHugh, counsel for the 
O’Mahoney committee, last week in 
Washington, date for filing the question- 
naire was extended to Jan. 15. 

F. Britton McConnell, California Com- 
missioner and chairman of the Federal 
Liaison Committee of NAIC, had ex- 
pressed his reactions in a letter to 
Senator O’Mahoney Oct. 9 in which he 
assured Senator O’Mahoney of the full 
cooperation of the Commissioners but 
stated flatly that “there are many sub- 
jects affecting the regulation of the 
business of insurance that cannot be ade- 
quately dealt with in questionnaire form 
and over-simplification by the use of 
questionnaires could present a distorted 
and perhaps false impression.” Also 
Commissioner McConnell doubted that 
the Insurance Departments would be 
able to furnish the information by the 
date set, December 15, as special studies 
were being made which would not be 
available until the NAIC meeting in 
New Orleans Dec. 15-19. 


Commissioner McConnell’s Letter 


Commissioner McConnell’s letter to 
Senator O’Mahoney follows: 

In your letter of October 3, 1958, with 
which you enclose “Questionnaire No. 
1” consisting of eleven pages, you say 
to me and to all of the Superintendents, 
Directors and Commissioners of Insur- 
ance receiving identical letters that you 
are “sure you recognize that the Con- 
gress must have full and detailed infor- 
mation in order that it can intelligently 
perform its legislative duties.” 

You are entirely correct in this as- 
sumption. In fact, on April 25, 1958, 
at a joint meeting ‘of the Committee on 
Preservation of State Regulation and 
the Federal Liaison Committee of the 
National Association of Insurance Com- 
missioners the following Resolution was 
adopted : 

“That the Federal Liaison Committee 
and Committee on Preservation of State 
Regulation of the National Association 
of Insurance Commissioners go on rec- 


(Continued on Page 7) 
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Why do diabetic doctors 
live longer 
than other diabetics? 


Anyone who develops diabetes can take hope 
from the personal experiences of doctors who have 
the disease. They have proved that by strict ad- 
herence to treatment, they can live almost as long 
and as actively with the disease as without it. 


When mild diabetes is discovered early, it can 
often be controlled by diet alone, or by diet and 
exercise. In other cases, a combination of insulin, 
diet and exercise may be required. 


New compounds, taken by mouth, appear to 
be beneficial in selected cases, usually those who 
have mild diabetes which developed after age 40. 
Their use, however, requires strict medical super- 
vision . . . and their true place in diabetes treat- 
ment awaits further study. 


Anyone at any age can develop diabetes, but 
your chances of doing so are increased .. . af you 
are overweight; if diabetes has occurred in your 
family; if you are between the ages of 40 and 65. 


Today, about one million people in our country 
have diabetes and are getting treatment. Another 
million Americans have the disease, but are com- 
pletely unaware of it. This is because diabetes, 
early in its course, causes no noticeable symptoms, 
and may not until it is well advanced. 


So, everyone should have periodic health ex- 
aminations, including simple tests for diabetes. 
And no one should delay seeing the doctor if any 
of the following common symptoms of diabetes 
should occur . . . weight loss despite constant hunger 
and excessive eating, increased fatigue during nor- 
mal activities, excessive thirst and frequent urination. 





DIET 
PLUS 


INSULIN 


PLUS 


EXERCISE 
EQUALS 


DIABETES 
ONTROL 










If diabetes is found, the usual reward for obedi- 
ence to the doctor’s orders is added years of com- 
fort and of life. Doctors know this. . . and that is 
why those of them who have diabetes live longer 
than other diabetics. 
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COPYRIGHT 1958— METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW YORK 10, N. Y. 





Metropolitan Life Insurance Company 


This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appear- 
ing in two colors in magazines with a total 
circulation in excess of 35,500,000 including 
Time, Newsweek, Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader’s Digest, National Geo- 
graphic, U. S. News. 
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AA’s 25th Anniversary Meeting 


Climaxes Year of Accomplishment 
Quality Speaking Program Drew Over 350 to Montreal; 


Closing feature of the 25th annua! 






















meeting of Life Insurence Advertisers 
\ssociation in the Queen Elizabeth 
Hotel, Montreal last week was the 


installation of officers. It brought into 
the spotlight Edwin P. Leader, Bankers 
life of Iowa, the newly elected presi- 
lent, his fellow officers and executive 
lommitteemen. Justified recognition was 
paid to Morgan Crockford, Excelsior 
f Toronto, who has guided the 
LAA in one of its most productive years. 
Installed with Mr. Leader were the 
following: Vice President—Robert S. 
‘ieffer, CLU, Metropolitan Life; secre- 
ary—L. Russell Blanchard, Paul Revere 
ife; treasurer—Charles R. Corcoran, 
‘quitable Life Assurance Society, and 
ditor—Richard L. Hindermann, Pan- 
American Life of New Orleans. 

In addition, nine new members of the 
xecutive committee were installed as 
illows: Mr. Crockford as past president; 
ay Leavell, Guaranty Savings Life, 
fontgomery., Ala.; H. Dixon Trueblood, 
iccidental Life of California; Warren 
P Reuber, Connecticut Mutual Life; 
ohn L. Briggs, former LAA secretary, 
Life of Dallas; Kenneth K. 
Northwestern National Life, 
finneapolis; Clarence Bishop, Protec- 
ve Life of Alabama; Robert A. Adams, 
Provident Mutual Life, and Frank T. 
rulp, Ir. West Coast Life, San Fran- 
SCO. 


Timely Theme of Montreal Meeting 


The timely theme of the Montreal 
heeting was “Life Insurance Marketing 
Podav—Evolution or Revolution” and 
he LAA members who came from all 
arts of United States and Canada to 
ttend found much to hold their interest 
1 the-development of this theme. At- 
endance topped 350, a new high. 

In particular they were happy about 
he hospitality and service at the Queen 
lizabeth Hotel, the newest in Mon- 
real, which is a member of the Hilton 
hain. Then, enthusiastically, LAA mem- 
‘ts gave credit to General Chairman 
VY. A. Neville, Great-West Life, under 
hose direction seven annual meeting 
thcommittees functioned smoothly. In 
tn, Mr. Neville shared the credit with 
¢ following chairmen and vice chair- 
tn: Arrangements—M. A. Gay, Alli- 
nee Mutual, and J. L. Harries, Sun 
He of Canada, co-chairmen; exhibits— 
.D'Arcy Dolan, Imperial Life of Can- 
a, chairman, and Trene F. Morgan, 
ational Life of Vermont. vice chair- 
an; proceedings—Alan S. Crawford, 
Xeelsior Life. 

Also the program-makers—Allan_ B. 
tates, The Prudential, chairman, and 
| M. K. Abbott, New York Life, vice 
airman; promotion—Chas. FE. Ferree, 
ttkshire Life. chairman, and a 
Morrow, Canada Life, vice chairman; 
aistration—E. F. Frey, Manufacturers 
le of Toronto, chairman, and R. I. 
‘iller, Union Mutual of Maine, vice 
rman; treasurer—J. F. Ferguson, 
don Life, and the 25th anniversary 
mmittee headed by L. Russell Blanch- 
: Paul Revere Life. 

‘\ good job was also done by the 
‘sion chairman — David W. Tibbott, 
‘w England Life, who presided at the 
“convention seminar, “Helping the 
gent at the Local Level”; Allan B. 
fates, The Prudential (Chicago home 
lee) who had charge of the opening 
‘ston; J. M. K. Abbott, New York 
&, chairman of the second session: 


bin V. Blalock, Liberty Life, the third 





















433 Company Exhibits on Display; New Officers 


and Executive Committeemen Installed 


By Wattace L. CLapp 


session chairman; A. L. Cawthorne-Page, 
Metropolitan Life, who introduced the 
final session’s speakers, and Mr. Neville 
who presided at the closing luncheon. 
Splendid Press Cooperation 

To its everlasting credit LAA’s press 

committee, headed by Henry Arnsdorf 
(Continued on Page 11) 


LAA Round Table Chairmen 


At the LAA annual convention last 
week in Montreal the North Central 
Round Table elected as its 1959 chair- 
man Samuel J. Osborn, sales promotion 
director, Ohio National Life; vice chair- 
man—Mary G. Hickey, advertising as- 
sistant, Northwestern Mutual Life, and 
treasurer—Ronald Jones, sales promotion 
supervisor, Kansas City Life. 

The Eastern Round Table elected as 
its chairman Francis L. Cooper, adver- 
tising director, New York Life; vice 
chairman—Douglas J. Alspaugh, life ad- 
vertising manager, Aetna Life, and treas- 
urer—Douglas Johnson, assistant to sales 
services director, Mutual Benefit Life. 


Three LAA round table groups held 
luncheon get-togethers at Montreal. 


D. E. Kilgour Sees Plenty of Challenge 
Still in Personal Insurance Selling 


Integrating the marketing job is one 
course, carrying on one’s specialty in- 
creasingly well is another, D. E. Kilgour, 
vice president and managing director of 
Great-West Life, told the Life Adver- 
tisers Assn. in Montreal last week. 

“I am sure we all welcome some of 
our distinguished casualty and fire com- 
panies into the life insurance business 
as able competitors whose records in 
their own field command respect. Let 
me suggest, however, that only the next 
five or ten years will determine the pub- 
lic acceptance, the performance, the 
agency implications and the-financial re- 
sults of that course. 

“In the meantime, I am very confident 
of one thing. The full-time life insurance 
man is not going to become a dodo, nor 
do | believe that the forward progress 
of life insurance companies whose activi- 
ties remain solely in the personal field 
should be impaired in the slightest. 

“An able life insurance man has one 
of the most challenging spheres one can 
visualize, and the complexities of our 
business have multiplied many times in 
the last couple of decades. Our great 
managerial challenge is not one of find- 
ing new things for idle hands to do, but 
rather one of meeting our known oppor- 
tunities and markets in a more effective 
manner.” 


Mr. Kilgour feels that policyholders 
are often neglected after they have been 
sold. 

“We must devise some scheme that 
each policyholder should receive a genu- 
ine service call, say once in two or 
three years, a call in which new busi- 
ness must be scrupulously avoided. | 
seriously believe that many times the 
new business that is now written would 
result from call-backs 60 or 90 days later 
in those instances where a need for 
new insurance is uncovered. I suggest 
that such genuine service calls, com- 
pletely devoid of sales efforts would 
enhance the prestige of our agency or- 
ganization and build much better policy- 
holder relations. 

“IT repeat, I don’t know the answer, 
but I suggest to you it is an area in 
which many of us have not well ordered 
plans for best serving at least some of 
the people who have entrusted us with 
substantial parts of their fiancial pro- 
grams. 

“A second illustration is in our early 
lapses. Each year, every company has 
a substantial number of buyers whose 
contracts lapse in the first or second 
year. I am not one of those who be- 
lieves that this should be laid wholly at 
the door of our sales organization, or 
sales pressure.” 


LAA Panelists Give Idea on Helping 


Agents Build Prestige at Local Level. 


A provocative pre-convention panel— 
“Helping the Agent at the Local Level” 
—moderated by David W. Tibbott, New 
England Life, drew an audience of al- 
most 200 at the 25th anniversary meeting 
of the Life Insurance Advertisers Asso- 
ciation in Montreal on October 21. It 
held their close attention for almost 
three hours. 

Nine insurance executives were divided 
into three smaller panels to discuss the 
question of how to help agents build 
prestige for themselves at the local 
level through advertising, sales promo- 
tion and public relations. 

In his introductory remarks Mr. Tib- 
bott expressed concern about publicizing 
agents’ sales records. He said he thought 
agent publicity could better be geared 


to National Quality awards and other 


stories showing improved service to pol- 
icy owners. 

Robert B. Taylor, Jefferson Standard, 
was chief spokesman for the advertising 
panel which also included John M. K. 
Abbott, New York Life. and Hugh C. 
Innes, Manufacturer’s Life. Mr. Taylor 
said that cooperative advertising gener- 
ally could be divided into three cate- 
gories: (1) No planned home office pro- 


gram, but service upon request; (2) 
a planned program without the sharing 
of the cost, and (3) a planned program 
sharing the cost, known as cooperative 
advertising. 

_Mr. Taylor in advocating local adver- 
tising, said he regarded it as a “sales 
dollar” well spent since it was a joint 
investment by the company and _ the 
agent. “It builds prestige for the local 
agent and ties in with national advertis- 
ing for a greater impact,” he stressed. 
He added that “it is a relatively inex- 
pensive way for the agent to get his 
name and ideas before the public and 
gives the impression that the agent is 
a sound business man conducting a good 
business operation.” 


Mr. Abbott outlined his company’s lo- ’ 


cal cooperative advertising program in- 
stituted a little over a year ago and 
said that both the company and _ the 
agents deemed it a success even though 
it was still in an experimental stage. 
He said that New York Life had estab- 
lished four ground rules for this program 
as follows: 

1. The agent must be a member of a 
production club. 

(Continued on Page 10) 





Leader LAA President; 
Other Officers Named 


R. S. KIEFFER VICE PRESIDENT 
Russell Blanchard, Secretary; Charles 
R. Corcoran, Treasurer; Richard 
Hindermann, Editor 





As reported in last week’s issue of The 
Eastern Underwriter, Edwin P. Leader, 
advertising manager of Bankers Life Co. 
of Iowa, was elected president of the 
Life Insurance Advertisers Association 


at the 25th Annual Meeting of the LAA 
held October 22-24 in Montreal. Mr. 
Leader succeeds Morgan Crockford, sec- 
retary of Excelsior Life, Toronto. 
Other offices elected were: Vice Presi- 
dent, Robert S. Kieffer, CLU, assistant 
vice president, Metropolitan Life; Sec- 
retary, L. Russell Blanchard, superin- 
tendent of sales promotion and training, 
Paul Revere Life, Worcester, Mass.; 
treasurer, Charles R. Corcoran, second 
vice president, Equitable Society; editor, 
Richard L. Hindermann, vice president, 
public relations, Pan-American Life. 
At the same meeting, nine members 
were elected to the excutive committee. 
They include Mr. Crockford as past presi- 
dent; Jay Leavell, vice president, Guar- 
anty Savings Life, Montgomery, Ala.; 
H. Dixon Trueblood, vice president, Oc- 
cidential of California, Los Angeles; 
Warren F. Reuber, manager of sales 
promotion and advertising, Connecticut 
Mutual, Hartford; John L. Briggs, vice 
president and director of public rela- 
tions and advertising, Southland Life, 
Dallas; Kenneth K. Wunsch, manager, 


advertising and public information, 
Northwestern National Life, Minne- 


apolis, Clarence Bishop, sales promotion 
and advertising manager, Protective 
Life, Birmingham, Ala.; Robert A. 
Adams, director of advertising and sales 
promotion, Provident Mutual Life, Phil- 
adelphia; and Frank T. Culp, Jr., di- 
rector of sales promotion, Guarantee 
Mutual Life, Omaha. 


Careers of Officers 


Mr. Leader served as vice president 
during LAA’s 25th anniversary year. He 
began his advertising career with the 
Chicago Daily News, moving to the 
Chicago Herald-Examiner. Eight years 
as account executive preceded his as- 
sociation with Bankers Life in 1945 as 
advertising manager. He has a dis- 
tinguished record of service to LAA and 
the life insurance business as a whole. 
Mr. Leader served on the executive 
committee in 1950-51 and again in 1954- 
55. He was North Central Round Table 
¢hairman in 1949, chairman of the sales 
promotion committee in 1952-53, chair- 


‘man of the annual meeting in 1953-54, 


and secretary in 1955-56. This year, in 
his capacity as vice president, Mr. Lead- 
er coordinated the activities of the LAA 
Public Relations, Sales Promotion, and 
Advertising Committees. During Mr. 
Leader’s tenure as coordinator the Pub- 
lic Relations committee published a 
handbook titled “Public Relations Fo1 
Life Insurance Companies” to be re- 
leased at the Montreal meeting. He is 
a graduate of Monmouth College. 

Mr. Kieffer has been with Metropol- 
itan for more than 20 years, previously 
having been with Proctor and Gamble. 
He was born in Berkeley, California and 
educated at the University of California 
and the Harvard University Graduate 
School of Business Adminstration. Mr. 
Kieffer’s first assignment with Metro- 
politan was in coordination and adver- 
tising. He was transferred to the field 
management division in 1938 and was 
promoted to his present position in 1954. 

Mr. Blanchard joined Paul Revere 
Life in 1949 having been with Union 
Mutual since 1940 as agency assistant, 
agency secretary, and manager of sales 
promotion. He is a graduate of Colby 
College. 

Mr. Corcoran joined Equitable Society 


(Continued on Page 10) 
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ian Schweizer 


No personal insurance program is 
complete without GUARANTEED RE- 
NEWABLE ACCIDENT AND HEALTH. 
Are your clients fully covered? Offer 
them the finest at low cost from our 
complete series of modern, flexible 
plans, Call me today for details! 


JULIAN SCHWEIZER 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





Frank T. Culp, Jr. Joining 
West Coast Life on Nov. 1 


Frank T. Culp, Jr., who was elected 
to the executive ccommittee of the Life 
Advertisers Association at its annual 
meeting last week in Montreal, is join- 
ing the West Coast Life of San Fran- 
cisco tomerrow (November 1) and will 
be in charge of advertising, sales pro- 
motion and active in the agency 
department of the company. 

For the past six and one-half years 
Mr. Culp has been with the Guarantee 
Mutual of Omaha as director of sales 
promotion. For this company he won 
three LAA awards this year for excel- 
lence of (1) recruiting material; (2) 
local or regional printed advertising, 
and (3) public relations. 

Mr. Culp’s insurance career started 
about 1950 in San Francisco where he 
was a full time agent for the New York 
Life. A native Kansan, he attended the 
College of Emporia, Kans. where he 
obtained an A.B degree followed by an 
MBA degree from Harvard University. 

An active committeeman in Life Ad- 
vertisers Association he has served in 
the past year as chairman of its sales 
promotion research committee. In 
Omaha he was a member of the YMCA’s 
board of directors. 


also 





Equitable Instructors 


Three new appointments to the train- 
ing staff of Equitable Life Assurance 
Society were announced by Robert C. 
Yohe, manager of the Society’s depart- 
ment of agency and sales management 
training. 

Named as instructors were John T. 
Childs, Nashville, Charles F. Beck and 
Mark L. Friess, Peoria, Ill. All had 
been serving as assistants to Equitable 
agency managers previous to their ap- 
pointments. 

Mr. Childs, who attended’ Peabody 
Teachers College, and Mr. Beck, a grad- 
uate of Illinois State Normal, both hold 
advanced degrees in education. Mr. 
Friess has a B.S. from Bradley Uni- 
versity. The three will take part in 
Equitable’s expanded management train- 
ing program currently under way. 





























Elected chairman, Ernest Y. Rowe, New England Life (center), and first vice chair- 
man, Russell D. Ireland, Paul Revere Life (right). Shown with them is past chair- 


man, George C. Denny, Berkshire Life (left). 





Worcester — Seventy-four members of 
the Northeast Home Office Underwriters 
Club met at State Mutual Life and 
elected Ernest Y. Rowe, New England 
Life, as chairman. State Mutual presi- 
dent, H. Ladd Plumley, held a special 
reception for club members before din- 
ner. + 

Other officers elected at the evening 
business meeting included Russell D. 
Ireland, Paul Revere Life, first vice 
chairman; Howard A. Nelson, John 


Hancock, second vice chairman, and 
Frank W. French, Jr. New England 


Life, secretary. 

Program highlights included a series 
of buzz-group discussions covering such 
underwriting problems as guaranteed in- 
surability riders, reconsideration of rat- 
ings, financial underwriting, and evalua- 
tion of risks involved in special hobbies. 
Informal tours of State Mutual’s under- 
writing department and other areas of 
its new home office building were con- 
ducted. 





Harmelin Agency Ranked 
No. 2 in Cont’l for Sept. 


The growth of The Harmelin Agency, 
Inc., downtown New York general agents 
of Continental Assurance, is evidenced 
by its having ranked second in Septem- 
ber for paid-for life production among 
all agencies of the company. This was 
particularly pleasing to David R. Har- 
melin, president of the agency, and his 
brother, William, supervisor, as Septem- 
ber marked its second anniversary with 
Continental. 

For the first nine months of 1958 the 
agency ranks fourth in Continental’s 
eastern department and fifth nationally 
in Ordinary business produced. Its best 
month this year was May with a No. 1 
ranking. The Harmelin report that 1958 
production to date is substantially ahead 
of 1957 in all departments including pen- 
sions which, by August 31, had exceeded 
the 1957 total in that category. 


Republic National Life 
Honors Midland Agent 


Jack G. Oltorf, the leading individual 


producer for Republic National Life of 
Dallas and a director of the company, 
was honored at a recent dinner in Mid- 


land, Texas at the Midland Country 
Club. 

The company’s home office in Dallas 
was represented by Theo. P. Beasley, 
president and chairman of the board; 
C. J. Skelton, senior vice president and 
coordinator of production planning; 
Ervin W. Atkerson, senior vice president 
and treasurer; George R. Jordan, senior 
vice president in charge of the Group 
division; Barry Oakes, vice president and 
general counsel; William N. Stannus, 
vice president in charge of reinsurance, 
Jack R. Morris, vice president and 
director of public relations, and Howard 
W. Channell, assistant vice president and 


director of branch offices. 





ON MUTUAL 
SURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 


BOSTON MU 






Old in tradition and sense of respon- 
sibility—new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 


L_ BUILDING — 





Mass. Mutual Continues 

Its Dividend Schedule 
PRODUCTION GAINS ANNOUNCED 
Assets Increased by $100 Million Since 


the end of Last Year; Company’s 
Quarterly Report 








A continuation of the 1958 dividend 
schedule for individual life insurance 
policies was approved by the board of 
directors of Massachusetts Mutual Life 
at its recent quarterly meeting. Presj- 
dent Leland J. Kalmbach said the com- 
pany estimates that it will increase its 
1959 dividend disbursements on_ indj- 
vidual policies by an amount in excess 
of $3,000,000, approximately 11% more 
than dividend disbursements for 1958 
reflecting the larger volume of business 
in force next year, 

Since 1953, Mr. Kalmbach pointed out, 
the company has liberalized its dividend 
schedule four times. As a result policy- 
holders are now receiving an amount 
of dividends over 30% greater than what 
they would have received if the 19% 
schedule had been continued. 

The company paid or credited a ree- 
ord amount of $22,786,279 in dividends 
to policyholders during the first nine 
months of 1958. This compares with a 
dividend disbursement of $19,179,552 dur- 
ing the same period of 1957, Mr. Kalm- 
bach said. 


Report to Directors 


In his report to the board of directors, 
Mr. Kalmbach said record life insurance 
sales, favorable mortality experience and 
rising investment income were reflected 
in increased net receipts. After pay- 
ments to beneficiaries and policyholders, 
including dividends, operating expenses 
and other costs, receipts totaled $87,172- 
666, an increase of $10,013.705, or 13%, 
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over the same period of 1957. The com-§ 7S 
pany’s assets have reached approximately wg 
$2,175,000,000, an increase of $100,000,00§ jane 
since the end of last year. wae 
Premium income totaled $164.057,033, tp 
an increase of $20,399,616, or 14%, over 2 ai 
the first three quarters of 1957. Totalg”” ee 
business in force at the end of the first exe 
nine months of 1958 was $6.571.538,43? i: L 
consisting of $5.418,052.608 individual info). 
surance and $1,153,485,824 Group life in-g °°!" 
surance. p< aga 
Investment income rose $5,124,703, or i kag 
8.4%, from $60,834,468 received in thep ('S, “" 
first nine months of 1957 to $65,959,171 ety 7 


for the corresponding period in 1958, A 
total of $160,862,250 of new investments 
in stocks, bonds, mortgage loans and real 
estate (excluding exchanges in_ short- 
term governments) were made during the 
past nine months at an average gross; 


return of 5.30%, This compares with anf}, 


average gross yield of 4.79% achieved inf y-.< feat 


the same period of 1957. 
Volume Up 32.4% t 
Sales of individual insurance continued 
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he Har 
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to set the pace for 1958, Mr. Kalmbaclg 
explained, as volume for the first nin 
months ran 32.4% ahead of the com 


cribing 


Robert 


parable period of 1957 and established @ of varial 


new all-time record. Combined sales 0 


Ordinary and Group insurance totale the ec, 


$821,380,694 which compares with $6724, 
596,348 for the same period of 1957. it 

Mortality experience also continued; 
to be favorable, Mr. Kalmbach sal 
Death claims reported during the firs 
nine months fell from the 1957 first 
three-quarters total of $27,037,081 to $2 s 
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736,546, although the amount of busine Fqyj,, 
exposed was considerably larger in thd e& was 
current year. Harold } 
Mr. Kalmbach commented that he beffvice chair 
lieved the favorable factors influencl™@ Mutya) 
the company’s business during the ™§Rober; 


three quarters of 1958 would persist du 
ing the remaining months of 1958. 


FRANKLIN GENERAL AGENT. 

Frank H. Janello, 
has been appointed general agent in tg's 
area for Franklin Life, Springfield, ! 
Mr. Janello entered the life insuram 
business 16 years ago with Metropoliti@cx 
Life. For the past nine years he lg" 
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Following the October board of di- 
rectors meeting of Manhattan Life, it 
was announced by Company President 
Thomas E. Lovejoy, Jr., that Anthony 
V. Rumolo, assistant superintendent of 
ce andi cencies, had been appointed superin- 
flected endent of agencies, eastern division. 

' pay- Mr. Rumolo has an extensive back- 
olders, ground in the life insurance business, 
17. having entered the field in 1946 with the 
vB Equitable Society. Immediately prior to 


ectors, 
urance 


A toe sbbpas: 

; <i joining the Manhattan Life in January 
c this year, he had for five years been 

mately - 


manager of the life and estate planning 
000,00 department of Johnson & Higgins, New 
957.033 York insurance brokerage concern. 
vei From 1941 to 1946, Mr. Rumolo was 
tal in the Army Air Corps, first as an in- 
i oe structor, and then as a heavy bomber 
538 43? pilot. Later he served as a command 
oor EB pilot in a heavy bombardment group in 
the European theater of operations. He 
was awarded the Distinguished Flying 
703, ot Cross, Air Medal, four Oak Leaf Clus- 
“nthe ters and three Battle Stars. He cur- 
959 171 rently is in the Air Force Reserve and 
‘958 A holds the rank of major. 


ual in- 
life in- 


stments ater et ee 
ind real 5 
shot} Boston Actuaries Meet 
ring the A discussion of recent developments 
an in the field of variable annuities, both 
le in Massachusetts and in other states. 
leved | was featured at_the recent meeting of 
the Actuaries’ Club of Boston held at 
the Harvard Club of Boston. 
ad Stuart J. Kingston, National Life of 
rm 9 Vermont, opened the discussion by de- 
ony scribing “cost of _ living annuities.” 
rs a Robert FE. Slater, John Hancock, re- 
¢ hed viewed recent developments in the field 
ath ¢ + variable annuities in Massachusetts. 
sale Meyer Melnikoff, Prudential, discussed 
h $622 the economic justification for variable 
A eoetinuities from the point of view of 
: ncreased productivity rather than infla- 
sntinwell tion I y rather than infla 
Ze rs _ Other discussion tonics dealt with 
e a eens to the Social Security Act, 
. eg cminal dividends, and grading by policy 
to $268 ze g g by policy 
es . F 
bf Edwin H. Tebbetts, New England 
To i @, Was chairman for this meeting, 
larol! M. Jones. John Hancock. first 














bell. k oats 
: pote Ha chairman, William L. Barber, Union 
ae ” Hutual second vice chairman and 
be Nobert H. Hoskins, John Hancock, 
rsist ‘ecretary-treasurer, 
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DETROIT ASS’T MANAGER 
SENT § Continental Assurance has announced 
lale, I "e appointment of Vincent G. Mercer 
nt in th ¥ assistant manager of its Detroit 
field, | ranch office. A lawyer, Mr. Mercer 
insurang’'as had nearly ten years of insurance 


e +14 ex P . . 
tropolitf#*Perience ranging from casualty claims 


s he ti pe sion through advertising and sales 
ant ma dal to life sales and estate plan- 








Over 124 Years of Experience 
All With 
PHOENIX MUTUAL LIFE INSURANCE CO. 
Hartford, Conn. 


Proud to again be Company's Leading Agency 


(1957 and 1958 to date) 
x k * 
WHY SELL TERM INSURANCE? 


(If your clients, corporations, or partnerships ever 
plan to convert or renew?) 


Our Executive Equity Protector can give more death benefit with 
less immediate temporary cost while guaranteeing permanent values 
and rates at today’s age. Telephone us for ledger sheets at any age to 
prove it to yourself and to your client. 


Too Good To Be True? Try us and see! It will put dollars in your 
pocket while you do your client a lasting service. (Commissions up to 
14 renewals for maximum 130%; minimum—first and 9 renewals, 115% 
Total.) 


EXECUTIVE EQUITY PROTECTOR 
($25,000 Minimum: $500,000 Maximum—No reinsurance) 


For Split Dollar or full first year reserve cash value for collateral, 
call for figures at exact age: 


lst Year 2nd Year lst Year 2nd Year 


Age-~- Net Net Age Net Net 
30 5:57 3.19 50 14.79 3.62 
35 6.12 3.75 55 20.59 8.07 
40 8.60 272 60 29.68 15.32 


45 10.34 2.57 75 92.38 74.87 


(Dividends not guaranteed nor estimated, 1957 schedule quoted) 


* * * 


Experienced life underwriters know the tremendous importance of 
having their cases handled by top personnel. We have a full-time 
organization with no brokerage supervisors. Every case receives my 
personal attention. 


LOOK AT THIS RECORD: 


SAM P. DAVIS, MANAGER (30 years with P.M.) 





JOHN H. KULL, ASSOCIATE MGR.............. (53 years with P.M.) 
GEORGE BARONIAN, OFFICE MGR.........(30 years with P.M.) 
MRS. A. L. DIXON, BROKERAGE SEC’Y............ (29 years in life 


insurance—11 with Phoenix) 
Total: 142 years 


* * * * * * * * * * * * 


New Maximum Equity Protector 
Full Reserve first year cash value. 
Death Benefit, face of policy plus cash value to age 65. 
A tremendous Policy for minimum deposit or split dollar cases. 
Call for ledger sheets for specific ages. 


SAM P. DAVIS 


MANAGER 
Soon After Nov. 1—20 East 46th St., N. Y. 17, N. Y. 
Present: 60 East 42nd St. (Lincoln Bldg.), N. Y. 17, N. Y. 
Same Telephone: MUrray Hill 2-6042 


(We solicit only surplus business you cannot place in your own company) 








Agencies Superintendent 
For State Mutual Life 





i 


DUNCAN F. BROWN 


Duncan F. Brown has been appointed 
superintendent of agencies of State Mu- 
tual Life Assurance of America, accord- 
ing to an announcement by H. Ladd 
Plumley, president. 

A graduate of Harvard University and 
an overseas Navy veteran, he first 
entered the life insurance business in 
1946 as an agent in Cincinnati. In 1954 
he joined State Mutual as manager for 
the State of Vermont. Under his man- 
agement: the agency led State Mutual’s 
other agencies in paid production per- 
centage increase for 1955. 

In November, 1956, Mr. Brown joined 
the home office staff as assistant super- 
intendent of agencies, and in March of 
the following year was named director, 
field organization development branch 
and appointed to the management coun- 
cil. He is an officer of the company. 

A lieutenant commander in the Naval 
Reserve, Mr. Brown with his wife and 
four children is a resident of Hardwick, 
Mass. 


Washington National Names 
C. C. Gray in Little Rock 


Carl C. Gravy has been appointed gen- 
eral agent in Little Rock for Washing- 
ton National Ins. Co., according to an 
announcement by P. W. Watt, president. 

Mr. Gray entered the life insurance 
business in 1955 as a sales representa- 
tive for a southern life company. He 
qualified each year for the President’s 
Club and two years in a row for the 
National Quality Award. In 1956 he 
was appointed by his former company 
as its general agent in Little Rock. 

Mr. Gray is a graduate of the Institute 
of Insurance Marketing at Southern 
Methodist University. He is currently 
serving as vice president of the Little 
Rock Life Underwriters Association and 
as secretarv-treasurer of the local as- 
sociation of General Agents and Man- 
agers, 





Pacific Mutual Manager 


Ronald H. Bridgford has been named 
manager of the Des Moines agency of 
Pacific Mutual Life and will direct the 
company’s sales and_ service activity 
throughout the state of Iowa. Appoint- 
ment was announcel by Ralph J. Walker, 
vice president at the company’s home 
office in Los Angeles. 

Mr. Bridgford entered the insurance 
business following graduation from Am- 
brose College in 1953 as an agent for 
another major insurance company serv- 
ing the Davenport area. In 1956 he was 
advanced to district manager with offi- 
ces in Burlington:-and held that posi- 
tion until joining Pacific Mutual. 
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Medical Directors Elect 





Augusta Berns Bamberger Studio 


HENRY B. KIRKLAND 


Dr. Henry B. Kirkland, chief medical 
director of The Prudential, was elected 
president of the Association of Life In- 
surance Medical Directors of America 
at its 67th annual meeting in Hartford 
last week. Dr. Kirkland succeeds Dr. 
Norman J. Barker, medical director of 
Connecticut General Life: 

Named as president-elect of the as- 
sociation was Dr. Ennion S. Williams, 
vice president and medical director of 
Life Insurance Co. of Virginia. Dr. 
James R. Gudger, medical director of 
Mutual Of New York, was elected vice 
president. Dr. Royal S. Schaaf, assistant 
medical director of The Prudential was 
re-elected secretary, and Dr. J. Grant 
Irving, medical director of Aetna Life, 
was re-elected treasurer. Dr. Whitman 
M. Reynolds, director of medical selec- 
tion of Equitable Society, was named 
editor of the Transactions of the as- 
sociation. 





LOMA Report on Status 
Of Monthly Payment Plans 


Of the 215 companies supplying data 
for the LOMA special report on Month- 
ly Payment Plans for Ordinary business, 
recently distributed to member compa- 
nies, 207, or 96%, reported that they con- 
ducted monthly business on one or more 
plans. Furthermore, it appears that this 
type of billing is growing, for 141 of the 
207 companies have introduced one or 
more monthly payment plans since Janu- 
ary 1, 1953. Ninety-two pre-authorized 
check plans have been started in this 
period, and 43 more were in various 
stages of construction at the time the 
member companies reported to LOMA. 
Of 80 companies reporting on their 1957 
business, over half said that monthlv 
business accounted for 40% or more of 
their volume; over a quarter said it 
was 60% or more. 

Other highlights of the monthly pre- 
mium business survey are: Greater 
lapses on monthly business in general, 
than on all business, were reported by 61 
of 98 companies. Of the other compa- 
nies, 15 of 21 said that lapses on the 
regular monthly plan were greater; of 
eight companies reporting on preau- 
thorized check plan lapses, seven said 
they were less. 

Out of 206 companies, 65 sent re- 
minder notices on monthly business. Of 
205 companies, 98 make late payment 
offers on monthly business. Of 207 com- 
panies, 200 have a minimum premium 
requirement for one or more monthlv 
payment plans. These range from $1 
to $25; however, $5 or $10 are the 
amounts most frequently used. Slightly 
over half the companies writing salary 
:'lotment or government allotment busi- 
ness have no minimum premium for 
these plans. 


Warren G. Davis Named 

To State Mutual Board 
SUCCEEDS LATE C. C. YOUNG 
Russell H. Smith, Jr., Made Assistant 


Director, Group Products Research 
and Development 








Warren G. Davis, vice president and 
general manager of The Davis Press 
in Worcester, was named to fill the 
vacancy on the board of directors of 
State Mutual Life Assurance of Amer- 


ica at a recent board meeting. Mr. 
Davis will fill the place which has been 
vacant since the death of C. Claflin 
Young last May. : f 

At the same time the promotion of 
Russell H. Smith, Jr., from manager, 
Group actuarial department to assistant 
director, Group products research and 
development, was announced. 

Mr. Davis, who was educated in the 
Worcester Public schools, graduated 
from Worcester Academy in 1906, and 
received an A.B. degree from Yale Uni- 
versity in 1910. He has been associated 
with The Davis Press, which was 
founded by his father, since his gradua- 
tion from college. In 1920 Mr. Davis 
became general manager of The Davis 
Press, a position he still holds. He 
served as treasurer of the firm from 
1920 to 1957, when he became vice presi- 
dent. 

Senior member of Worcester Mutual 
Fire board of directors, Mr. Davis is 
also a director of the Worcester County 
Trust Co. and United States Envelope 
Co. He is a trustee of the Worcester 
County Institute for Savings and a mem- 
ber of its finance committee, trustee of 
Memorial Hospital, and trustee and 
treasurer of Worcester Academy. He is 
a past director of the Printing Industry 
of America, a national trade association, 
and of the American Institute of Graphic 
Arts. An Army veteran of World War I, 
Mr. Davis is a member of the Charles 
Devens Post, American Legion. 


Joined Company in 1943 


Russell H. Smith, Jr., a native of 
Worcester, graduated from Brookfield 
High School in 1938, and from Phillips 
Exeter Academy the following year. He 
attended Princeton University and grad- 
uated magna cum laude with a degree 
in mathematics. A member of Phi Beta 
Kappa, he joined the actuarial depart- 
ment at State Mutual in 1943, then began 
active duty with the Navy that same 
year. 

After completing midshipman’s train- 
ing at Columbia University and attend- 
ing electronics courses at Harvard and 
MIT, Mr. Smith served with amphibious 
forces in both the Atlantic and Pacific 
as staff electronics officer. He is a 
lieutenant in the Naval Reserve. 

Returning to State Mutual in 1946 he 
was employed in the actuarial division, 
and in 1952 became manager of the re- 
search department and an officer of the 
company. Two years later he was pro- 
moted to manager of the Group actuarial 
department, and in 1956 was assigned 
temporarily to the office of planning and 
research electronics study Group. 

He is an associate of the Society of 
Actuaries and member of the Boston and 
Hartford Actuaries’ Clubs. 





General American Leaders 


The Fred F. Sale Agency, a St. Louis 
general agency for General American 
Life, sold more individual life insur- 
ance during the month of September 
than any of the company’s other agen- 
cies, it was announced today. 

The other top agencies, in order of 
their qualification, were: the Kamaaina 
Agencies, Honolulu; Brem and Klein 
Agency, Washington, D. C.; James E. 
Gilles Agency, Columbus, O.; Adam 
Rosenthal Agency, Chauncey H. Gegg 
Agency and W. Stanley Stuart Agency, 
all of St. Louis; Harry J. Pells Agency, 
Denver; Richard Strauss Agency, Des 
Moines; and Lewis C. Callow Agency, 
Memphis. 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle %-7362 











State Mutual Appoints 
Fitzpatrick in Boston 


FITZPATRICK 


JOHN R. 


John R. Fitzpatrick has joined the 
Richard F. Wagner Agency of State 
Mutual Life Assurance of America in 
Boston as associate general agent. 

A graduate of Boston Latin and Dart- 
mouth College, Mr. Fitzpatrick served 
12 years prior to World War II in 
Boston, first as a field underwriter and 
then as an agency organizer. Following 
his service as an Air Force Intelligence 
Officer, he joined State Mutual’s home 
office in Worcester as an agency super- 
visor in 1946. He was elected an officer 
of the company in 1949, assistant super- 


intendent of agencies in 1952, and later 
became a superintendent of agencies. 
He resigned from the company in 1956 
for extended world travel. 

He is a native of Boston and a CLU 


since 1933. 





September Ordinary Sales 


Massachusetts led all states in percent- 
age increases in Ordinary life insurance 
sales in September, with Tennessee in 
second place and Arizona third, it is 
reported by the Life Insurance Agency 
Management Association, which has 
analyzed September sales by states and 
leading cities. Countrywide, Ordinary 
business increased 11% in September, 
compared with September, 1957, while 
Massachusetts sales gained 42%. In 
Tennessee, September sales were up 37% 
and in Arizona 31%. 

For the first nine months, with na- 
tional Ordinary sales up 3% from the 
year before, Massachusetts also led, 
with an increase of 25%, South Dakota 
being in second place, up 17% from the 
corresponding period of last year. 

Among the large cities, Boston showed 
the greatest rate of increase for Sep- 
tember, with a gain of 30%. Los Angeles 
was next, up 18%. Boston also led for 
the nine months, with a gain of 27%. 








THE LEE NASHEM AGENCY EQU 
“The Major League Agency" 
(Mutual Benefit Life Insurance Co., orr 
Newark, ) 
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Ist Year Cash Values 
Extremely high early cash values! 
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R. E. Gibson Joins Staff of 


Life Insurance Institut 

Robert E, Gibson has joined the staf 
of the Division of Education in Famil 
Finance at the Institute of Life Insw 
Mr. Gibson will assist R. Wilfre 


ance. : 
z , Se . , mAgenc 
Kelsey, director of the division, in th@ new a; 
over-all development and administratiomfhas be 


town, 
Morro 

Mr. 
career 
cuse ay 


of the family finance program, with em 
phasis on curriculum development. 4 
the same time, Mr. Gibson is becomin 
associated with the National Committed 





for Education in Family Finance agBeesle 
curriculum consultant. dent. 
Univer 


The Institute of Life Insurance is off 
ness ¢ 


operating with the National Committed pjttshy 
in its nationwide program with regional joining 
teaching training and curriculm develop 
ment centers at seventeen universitic 
in the United States and Puerto Ric Ph 
The Institute provides grants to the@-oe 
universities to aid in’ financing’ thei Em 
programs. 
cs R ; ) 
Mr. Gibson has been with the Colle Phoe 


of Edycation at the University of Floridgtwo a 
where he taught and was Chairman offeld | 
the Secondary Faculty in the P.K. Yong@ Emanu 
Laboratory School. He did demonstratio 
teaching and supervised student teacher 
in the Laboratory School which has 
national reputation in educational circles 
In addition, he was curriculum consult 
ant in last summer’s Family Finance 
Workshop at the University of Florid 
conducted in cooperation with the Na 
tional Committee for Education in Fam 
ily Finance. 

A graduate of the University of Flor 
ida where he secured his Bachelor's an 
Master’s Degrees, Mr. Gibson is cur 
rently engaging in doctoral studies @ 
Teachers College, Columbia University 
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LIFE INSURANCE STOCKS 




















Levering Cartwright Says Patient Hold 
Will Get Satisfactory Results From 
Life Company Shares 
Speaking before the Exchange Cit 
of Kankakee, Ill, last week, Leverin 
Cartwright, of Cartwright & Valleau 
Co., Chicago, insurance stock  specia 
ists, said: 





Baltin 


“What the investor in life insuranc 
stocks reasonably can anticipate todd Lan 
is the fruits of compound interest, Pll A sicy 
great growth due to population increa§ a progr 
and the probability of ever increasi"f recently 
public acceptance of life insuram Ha trac; 
There might be some great favorabl Royal} 
factors that could affect the market Mas a ney 
as some breakthrough on cancer O @timore | 
massive retreat from the use of tobaccl private 

“You can’t reasonably look for !M of the oj 
tastic gains in the field, such as WH company 
obtained by patient, or dumb holde oper ¢¢ 
who happened to be aboard when lif Royal p 
insurance stocks were in sorry rep'G@ Marylan 
selling at two or three times earn" office buy: 
and who happen still to be alive whe ale o 
the market is willing to pay 12 to Bside of - 
times for much higher earnings. Thffand Pre 
are only a handful of such lucky Hdlan to , 
and for-the most part they were SIME state off; 
lucky. They may have believed OM§ will pe 
in the life insurance business and HE street »). 
had the tenacity to stay with a SOB tion of 
moving equity but they did not prol"f low-rise 
the real greatness of its future. ), ace 
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EQUITABLE SOCIETY CHANGES 


orrow Made Field Vice President; 
New Post for Barton; Sutton 
and Bowman Appointed 

Joseph H. Morrow, CLU, Syracuse 
gency manager for Equitable Life As- 
kurance Society since 1953, has been 
named field vice president for the com- 
any’s New York Metropolitan depart- 
nent. In this position he will supervise 
the activities of the department’s 22 
hgencies in New York City, Long Island 
nd New Jersey. 

C. Francis Barton, Jr., CLU, agency 
manager in Springfield, Mass., for the 
ast five years, has been appointed to 
the new post of manager, benefit plans, 
n the home office, where he will work 
on the administration and continuing 
study of the Society’s benefit plans for 
wents and managers. 

‘The company also announced that two 
agencies have been formed from the 
territory of the Syracuse agency man- 
aged by Mr. Morrow. The new agency 
manager with headquarters in Syracuse 
is William I. Sutton, CLU. who has 
heen a district manager in the Kennon 
Agency, Pittsburgh. Chosen to head the 
new agency, with headquarters in Utica, 
has been Jack Bowman, former Water- 
town, N. Y., district manager in the 
Morrow Agency. 

Mr. Morrow started his Equitable 
career in 1948 as an agent in the Syra- 
cuse agency then managed by Joseph H. 
Jeeslev, CLU, now a senior vice presi- 
dent. Mr. Morrow, a graduate of the 
University of Pittsburgh. taught busi- 
ness education at the Universities of 
Pittsburgh, Indiana and Syracuse before 
joining Equitable. 








Phoenix Mutual Advances 


Emanuel James, L. M. Chick 


Phoenix Mutual Life has announced 
two advancements in the company’s 
feld management staff. They are: 
Emanuel James to manager at Hollis, 
N. Y., and Lawrence M. Chick to man- 
ager at Worcester, Mass. 

Mr. James, former manager at Wor- 
cester, was named manager at Hollis 
to fill the post left vacant by the resig- 
nation of George F. Degen. Mr. James 
ioined Phoenix Mutual as a salesman in 
srooklyn in 1953, and following several 
years of successful field work, was ap- 
pointed a supervisor in the Hollis agency. 
After graduating from the company’s 
home office supervisors’ training school, 
he gained additional field management 


experience in the Portland and_ Pitts- 
burgh agencies of the company. 
Mr. Chick, formerly a_ field super- 


visor, has been associated with Phoenix 
Mutual since 1954. In 1956 he was 
selected to receive supervisory training 
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at the home office and was named field 
supervisor in 1957. Since then he ‘has 
received additional manarement training 
itcompany agencies in New York, Kan- 
sas City, and Des Moines. 


Baltimore Life Purchases 


Land for New Home Office 


A significant step in the urban renew- 
il program of Baltimore City was taken 
recently when the city approved sale of 
4 tract of land in downtown Mount 
Royal Plaza to Baltimore Life for use 
‘sa new home office building site. Bal- 
more Life’s building will be the first 
Mtivate office building erected in any 
of the city’s urban renewal projects. The 
Company is also the first private devel- 
‘per to purchase land in the Mount 
Royal Plaza area, where the State of 
Maryland is currently erecting two large 
ofice buildings. 
Sale of the 5% acre site on the eas 
‘ide of Howard Street, between Biddle 
and Preston Streets, is a part of the 
blan to renew the area around the new 
‘tate office buildings. Much of the tract 
wil be landscaped and adequate off- 
‘treet parking will be provided. Comple- 
lion of the building, which will be in 
W-rise style, will take place in early 
, according to present plans. 





MeConnell on Questionnaire 


(Continued from Page 1) 


ord as being in favor of -continuing full 
cooperation with the Subcommittee on 
Antitrust and Monopoly of the Com- 
mittee on the Judiciary of the United 
States Senate in its activities pursuant 
to Senate Resolution 231 of the 85th 
Congress relating to the business of 
insurance, and, 

“That it be recorded that the Com- 
missioners await with interest the re- 
ceipt of the reply to inquiries hereto- 
fore addressed to the Subcommittee on 
Antitrust and Monopoly by the Chair- 
man of said NAIC Committees asking 
what subjects relating to the business 
of insurance will be considered by the 
Subcommittee, and, 

“That upon receipt of a reply from 
the Subcommittee the Chairman of these 
NAIC Committees distribute copies 
thereof, together with copies of Senate 
Resolution 231, 85th Congress, to all 
members of NAIC, together with sug- 
gestions for their consideration of meth- 
ods to be adopted to assure orderly, 
efficient and coordinated cooperation 
with the Subcommittee.” 

These first inquiries of your Sub- 
committee set forth in Questionnaire 
No. 1 will be given prompt and careful 
study by the responsible Committees 
of NAIC with the objective of furnish- 
ing complete information on the subjects 
mentioned in thé questionnaire. 

You and the other honorable mem- 
bers of your Subcommittee will realize 
that there are many subjects affecting 
the regulation of the business of insur- 
ance that cannot be adequately dealt 
with in questionnaire form and _ that 
over-simplification by the use of ques- 
tionnaires could present a distorted and 
perhaps false impression. 

When the Congress made the express 
finding of fact in Public Law 15 “that 
the continued regulation and taxation 
by the several states of the business of 
insurance is in the public interest”—this 
was in the year 1945—there was a com- 
paratively inadequate system of regula- 
tion by state statute and Administra- 
tive Rules and Regulations. In fact, 
some states had practically no statutes 
on the subject at that time. The system 
of regulation which the Congress found 
in 1945 to be one that ought to be con- 
tinued because of serving the public 
interest did not consist of only statutes 
and Administrative Regulations. The 
system includes regulatory forces oper- 
ating through the uniform Convention 
Edition annual statement blanks prom- 
ulgated by NAIC and a svstem of co- 
ordinated multi-state periodical examina- 
tions during which state examiners deal 
in a practical way with the infinite com- 
plex transactions that constitute the 
brsiness of insurance. 

I mention these simple illustrations to 
show that the use of questionnaires may 
not be appropriate with respect to‘some 
of the matters that ought to be con- 
sidered by your Subcommittee. This is 
the area in which the NAIC and its 
Committees can be of service to your 
Subcommittee. 

I assume, Senator O’Mahoney, you are 
familiar with these matters because vou 
made many comments regarding Public 
Law 15 when it was debated in Con- 
gress in 1945. However, there may 
be others who may be unaware of 
these basic facts and it is important 
that they be understood at the incep- 
tion. 

Reading the questionnaire today, it 
appears to me that the information 
solicited thas been published by the 
respective Insurance Commissioners in 
their monthly and annual reports and 
or in the published reports of the 
proceedings at the Semi-Annual Meet- 
ings of NAIC and that the information 
can be compiled. 

In August, 1958, Joseph A. Navarre, 
Commissioner of Insurance of Mich- 
igan, outlined a program consisting of 
more than twenty separate suggestions 
and assigned them to members of NAIC 
for special study. The subjects were 
obtained from an analysis of a paper 
presented by Mr. Donald P. McHugh, 
Counsel for your Subcommittee. Natu- 
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Conn. Dept. Hearing Nov. 18 
On Hartford-Col. Natl. Stock 


Insurance Commissioner Alfred N. 
Premo of Connecticut, in a legal notice 
published in financial daily papers, has 
given notice of a public hearing Novem- 
ber 18 at Connecticut Department at 
which policyholders of Hartford Fire 
and Columbian National are invited to 
attend. Purpose of hearing is to consider 
petition of Hartford Fire that Connecti- 
cut Commissioner grant his prior ap- 
proval to proposed increase in capital 
stock of Hartford Fire and exchange of 
such additional stock for outstanding 
stock of Columbian National on basis 
of seven shares of Hartford Fire stock 
for each ten shares of outstanding stock 
of Columbian National. Commissioner 
Premo said also that a copy of proposed 
plan of stock exchange shall be available 
to any stockholder of either company or 
others interested. 





rally, Commissioner Navarre and the 
other Commissioners assigned to these 
matters will want to study the present 
questionnaire and any subsequent ques- 
tionnaires in the light of their assign- 
ments and research. 

Honorable Arthur J. Vorys, Superin- 
tendent of Insurance of Ohio, recently 
accepted the responsibilities of Chair- 
man of a Subcommittee organized to 
study and review laws essential to per- 
fect the system of regulation of the 
business of insurance by the states as 
contemplated by Public Law 15. Mr. 
Vorys and the members of this Subcom- 
mittee will have the same interest and 
responsibilities with respect to the ques- 
tionnaires, 

In glancing over the questionnaire it 
also occurred to me that no true under- 
standing of the nature and effectiveness 
of state regulation can be obtained if 
not based upon knowledge of the statés’ 
of domicile and the states of operation 
of insurers. It will be obvious to you, 
though perhaps not to others, that an 
insurer domiciled in a state which has 
a comprehensive system of statutory 
and administrative regulation is ade- 
quately regulated in all territories, 
whether or not the other states in which 
it is admitted have comparable regula- 
tory systems, And the converse of that 
situation also operates effectively in 
that an insurer domiciled in a state with 
less adequate statutory and administra- 
tive regulation comes under strong and 
adequate regulation by reason of oper- 
ation in other states and the function- 
ing of the uniform annual statements 
and NAIC examination system. 

As you will note I am sending a copy 
of this letter not only to the members 
of the Committees with special responsi- 
bilities in cooperation with your Sub- 
committee but also to all members of 

The next meeting of NAIC 
will be held in New Orleans December 
15-19, 1958, and it seems' improbable 
that the Committees and other member 
of NAIC will be able to complete their 
analysis and transmit the information 
referred to in the questionnaire earlier 
than that meeting. 


New York Life Issues New 
Three-Way Security Policy 


New York Life has issued a $5,000 
minimum face amount Three-Way Se- 
curity policy which is basically an endow- 
ment maturing on the policy anniver- 
sary nearest insured’s 65th birthday, It 
features two optional privileges one of 
which may be elected. The two priv- 
ileges follow: 

This privilege may be elected on or 
before the policy anniversary on which 
the insured’s age, nearest birthday, is 
60. It provides for the policy being con- 
tinued after the endowment date as 
paid-up life insurance for the face 
amount and, in addition, for a cash pay- 
ment on the endowment date of $237 per 
$1,000 face amount. Evidence of insur- 
ability will not be required in connec- 
tion with election of this privilege. 

Under this privilege, which may be 
elected within the 31 day period before 
the endowment date, benefits are in- 
creased by deferring the endowment 
date to the policy anniversary on which 
the insured’s age, nearst birthday, is 70 
(the new endowment date). The pre- 
mium for the Three-Way Security plan, 
at the rate for standard risks, will be 
payable on and after the original endew- 
ment date until premiums have been 
paid to the new endowment date. 





Bankers of Iowa Names 


Frick, McSharry, Wright 


Three new appointments have been 
announced by the Group sales depart- 
ment of Bankers Life of Des Moines. 
They are Neil J. Frick, Detroit Group 
representative; William S. McSharry, 
Atlanta Group representative, and Philip 
H. Wright, Los Angeles Group office 
supervisor. 

Mr. Frick will be associated with 
W. Frank Casey, regional Group man- 
ager in Detroit. Mr. McSharry will be 
associated with Frank M. Smith, re- 
gional Group manager in Atlanta. Mr. 
Wright will be associated with J. T. 
Rainey, regional Group manager in Los 
Angeles; Paul F. Clark, assistant re- 
gional Group manager, and Loren D. 
Ward, George W., Jenings, Group repre- 
sentatives. 


Midland Mutual Manpower 


Program in Final Quarter 


Midland Mutual Life’s 1958 manpower- 
building incentive campaign is now en- 
tering its fourth and final quarter. Com- 
pany agencies are competing in three 
groups, according to the number of 
management people on their staffs. Scor- 
ing pattern embraces recruiting activity, 
number of new field representatives 
placed under contract during 1958 and 
the production results achieved by these 
new appointees. The campaign has 
played a part in the 26.7% increase in 
new full-time career agents appointed 
during the first three quarters of 1958 
over the same period last year. 

Holding down top spots at the end of 
nine months were the Sam Van Elgort 
Agency of Beverlv Hills: S. Ross 
Agency of Parkersburg. West Virginia; 
and E. Omar Mowrer Agency of Akron. 
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Hardware Mutuals to 
Launch Life Company 


A WHOLLY-OWNED SUBSIDIARY 





New Corporation Under Name of Sentry 
Life Insurance Co. to be Ready 
Within Few Months 





- Stevens Point, Wis.—Carl N. Jacobs, 
president of Hardware Mutuals of 
Stevens Point, announced that prelimin- 
ary steps have been taken to organize 
a life insurance company. Mr. Jacobs 
said that in order to give Hardware Mu- 
tuals Group insurance policyholders a 
complete package, it is necessary to 
provide life insurance in addition to 
the hospital and surgical coverages now 
available. State insurance laws do not 
allow a casualty or fire insurance com- 
pany to issue life insurance policies. 

The new corporation will operate 
under the name Sentry Life Insurance 
Co. It will be a wholly-owned  sub- 
sidiary of Hardware Mutuals and will 
start with a capital of $1,000,000 and a 
paid-in surplus of $1,000,000. The home 
office will be in Hardware Mutuals 
Building at 200 Strongs Avenue, Stevens 
Point. It is expected that the new 
firm will be ready for operations within 
a few months. 


North American Lowers 


Premiums for Female Life 


North American Life, Toronto, has 
announced lower premiums for female 
lives. In United States the new. lower 
rates apply to all new participating pol- 
icies of $5,000 or more except for the 
company’s Ordinary life special plan 
on which the dividends for females are 
higher than those for men. In Canada, 
the new lower premium rates for women 
are applicable to all permanent plans of 
$5,000 or over. The rates for female lives 
on Term plans and riders are the same 
as for male lives as are the cash values 
dividends. 





and 


W. Nelson Heads CHOLUA 
Heads Canadian Group 


Wallace R. Nelson, Toronto, manager, 
underwriting division, The Prudential, 
was elected president of the Canadian 


Home Office Life Underwriters’ Asso- 
ciation in the King Edward Sheraton 
Hotel, Toronto. He succeeds H. 


Brown of Waterloo, underwriting secre- 
tary, Mutual Life of Canada. Miss 
Helen Ingles, Confederation Life Asso- 
ciation, was elected secretary, succeed- 
ing Bert Hutchon of Crown Life. 

Representatives of Canadian and 
American companies operating in Can- 
ada met recently to discuss the latest 
trends in life insurance underwriting. 





LOMA Graduates Meet 


The Society of Graduates of the Life 
Office Management Association held its 
first quarterly meeting of the year on 
October 30 at the Mutual Of New York 
Building, Broadway at 55th Street, New 
York. Nearly 150 members attended. 

Principal speaker was _ Professor 
Walter Miller, author, lecturer and co- 
ordinator of the Basic Communications 
Center at New York University. He 
talked about the principles and_ tech- 
niques of practical writing. 

Presiding at the meeting was Edwin 


Spreckelsen, president of the LOMA 
Graduate group and underwriter in 
MONY’s Group department. Program 


chairman was Frank Rummel, assistant 
territorial head underwriter in MONY’s 
selection department. 





Named by Old Republic 


Raymond S. Chase has been appointed 
general agent for Old Republic Life of 
Chicago, at Valley Stream, N. Y. 

A graduate of Manhattan School of 
Music, he spent over three years in the 
Air Force during World War II and 
continued in the insurance field after 
his return. 





HEARD On The WAY 











Robert G. “Bob” Walker, vice presi- 
dent and director of Union Life of 
Little Rock, Ark., died following injury 
in a sports car accident September 14 
while competing in the inaugural race 
at Mead Raceway, Elgin, Ill. He was 
son of Elmo Walker, former president 
of Union Life. A graduate of Vander- 


bilt, Bob Walker attended Wharton 
School and was prominent in Little 
Rock. 





Ohio State University received a spe- 
cial tribute from Byron K. Elliott, pres- 
ident, John Hancock, in ceremonies re- 
cently when Mr. Elliott presented to 
Dr, Novice C. Fawcett, president of the 
university, an original oil painting of 
Elizur Wright, “father of life insurance.” 
The painting will hang in the Hall of 
Fame of the University’s College of 
Commerce. 


Provident Mutual Life again asked 
directors and personnel of leading mu- 
seums to suggest paintings from their 
collections of American art for its 1959 
calendar. Six outstanding paintings have 
been selected and include the works of 


J. W. Desmon to Address 
N. Y. C. Assn. on Nov. 13 


Joseph W. Desmon, CLU, general 
agent, Continental Assurance, Buffalo, 
will be the featured speaker at the No- 
vember 13 educational meeting of the 
Life Underwriters Association of the 
City of New York at the Hotel Astor. 

There will be no admission charge and 
attendance will be restricted to members 
only. However, each member may invite 
one attorney, accountant or trust officer. 





OMAHA CLU OFFICERS 


The Omaha CLU Chapter recently 
elected Russell W. Gentzler, general 
agent, Security Mutual, president for 


the coming year. Other officers elected 
are John M. Prentiss, Aetna Life, first 
vice president; Charles L. Doane, Mu- 
tual Benefit Life, second vice president; 





and John E,. Burrell, United Benefit 

Life, secretary-treasurer. 

Winslow Homer and John Toole. 
“Skating Scene,” by John Toole, 


shown above, is used for the months 
of November and December. The orig- 
inal painting hangs in the National Gal- 
lery of Art, Washington, D. C., and is 
from the collection of Edgar William 
and Bernice Chrysler Garbisch. A self- 
taught artist, many of Mr. Toole’s early 
paintings were in the primitive style of 





such well known artists as George  P , it 

Gardner Symons, George Caleb Bing- Skating Scene. A 

ham, Washington Allston, Adolph Dehn, Uncle Francis 
6 


What does 





“Older Ages” 


. .. a vintage ’06 automobile, a suit of armour, the 
Pyramids? To more and more life insurance men today 
“older ages” is an expression with a very special mean- 
ing. It’s the profitable market for life insurance that 
exists in the 65-80 age bracket. If you have a client who 
has a real need for life insurance, based on business or 
tax reasons, talk to your Manufacturers Life Brokerage 
Manager. You'll find he can offer these “senior citizens” 
the same contracts that have earned the Company a 
wide-spread reputation for maximum protection per 


premium dollar. 


: BRANCH OFFICES IN FOLLOWING CITIES 
BALTIMORE ¢ BOISE « CHICAGO « CINCINNATI ¢ CLEVELAND « COLUMBUS ¢ DENVER e DETROIT 


HARTFORD e HONOLULU e¢ 


LANSING e LOS ANGELES e 


MIAMI ¢ MINNEAPOLIS e« NEWARK 


PHILADELPHIA ¢ PITTSBURGH « PORTLAND ¢ SAGINAW e SAN FRANCISCO ¢ SEATTLE ¢ SPOKANE 
WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Delaware, Indiana, Kentucky, Maine, Massachusetts, 
Nevada, New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


57-58 








LIFE GENERAL AGENTS 


A large number of our Company Clients 
have General Agency openings that we be- 
lieve offer out of the ordinary opportunity, 
The majority of these openings are with 
medium and small Compan‘es (all of them 
well established) and have been created by 
reason of retirements, expansion programs, 
etc. The following areas offer especially 
attractive situations — Arkansas, Missouri 
Tennessee, Illinois, Ohio and Mich.gan. 
Openings are also available for State 
Managers in Mississippi and Canada. 


Extensive selection of openings in all areas 
of the country for men with Life and 
A. and H. experience. 


Write for HOW WE OPERATE. No obliga. 
tion to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











LIAMA Forums Planned 


Two popular forums will highlight the 
Wednesday morning session at LI AMA's 
4lst annual meeting in Chicago, Noven- 
ber 10 to 13. The legislative forum 
with its first-hand reporting on the 
Washington scene will have an added 
attraction this year. In addition to the 
regular forum participants, there will 
be a representative of the Canadian Life 
Insurance Officers Association, John A 
Tuck, general counsel. Washington ob- 
servers will include Claris Adams, execu- 
tive vice president, American Life Con- 
vention; Ralph McNair, assistant vice 
president, Life Insurance Association of 
America; and Robert R. Neal, general 


manager, Health Insurance Association 
of America. 

The other forum will follow — the 
pattern of last year’s popular featur 


“Agency Decisions.” A. Rogers May- 
nard, second vice president of Metrc- 
politan, will moderate a session on the 
timely question “All Lines Underwriting 
New Fashion or New Era?” Participants 
in this forum include: Dean W. Jeffers, 
vice president-sales, Nationwide; W 
























Robert Jenkins, president, Columbian 
Mutual; Dr. S. Rains Wallace, LIAMA 
director of research, and Benjamin \ 
Woodson, president of American Genera! 

Opening the Wednesday morning ses 
sion, November 12, will be C. A. Potter, 
president of the Life Underwriters Asse- 
ciation of Canada whose speech is et- 
titled “A Fieldman Looks at Manage: 
ment.” 

A symposium on management selection 
and development through “career analy- 
sis” will be conducted Wednesday after: 
noon. Dr. Joseph Weitz, LIAMA’s asso- 
ciate director of research, will moderate 
the symposium. Participants will in 
clude J. D. Anderson, agency vice pres! 
dent, Guarantee Mutual; Kirtland | 
Keve, assistant superintendent of agel- 
cies, National of Vermont; Clifford | 
Morse, agency vice president, Phoenix 
Mutual; and Joseph F. Tudor, directot 
of agencies, Pacific Mutual. 

M. K. Kenny, assistant general mat: 
ager and director of agencies for Excel 
sior Life is scheduled to sum up this 
symposium with the topic, “A Company 
Looks At Management Development 

Another feature of Wednesday alter 
noon will be an address by the nev 
president of the National Association © 
Life Underwriters, Oren D. Pritchart. 
manager in Indianapolis for Union Cet 
tral. His topic: “The Sturdy Oak.” 


Queens Branch Meeting 


The Queens Branch of the Life U 
derwriters Association of the City “ 
New York held an educational luncheo! 
meeting in Queens Village recent 
Guest speaker was Victor R. Goldbers: 
CLU, general agent, Mutual Benefit Lilé 
Hempstead, who discussed the “Negati' 
Aspects of Mutual Funds.” 

Herbert L. Lee, CLU, manager, Thi 
Prudential, Jamaica, is the branch-pres' 
dent of the Queens group. 
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An outstanding new State Mutual Major 
Medical policy with many hard-to-match sales 
features — to make selling easier and more 
profitable for you. Not a substitute for, but a 
supplement to basic, short-term medical, surgical 
and hospitalization plans — to help pay the BIG 
bills which otherwise might threaten a family’s 
financial security and create years of debt. 


Sales Features of the NEW State Mutual Major Medical Policy 


Home Office: 





Benefits up to $7500 for any one sickness or injury 
Low cost: $500 deductible, co-insurance 80% — 20% 


MEDICAL 


STATE MUTUAL 


Up to 90 days to satisfy deductible 





Guaranteed continuable to age 65, adjustable premium 


Covers expenses for services and supplies both in and out 


of hospital 


Benefit period — 2 years 


No extra cost for coverage on additional children after the first 


Conversion privilege for children 


Mother if not yet 65 becomes policy- 
owner on death of father 


Participating 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Worcester, Massachusetts 


Send for full 
information about the 
STATE MUTUAL 
Major Medical Policy 





apie: anatase: a Sa eS ee See SSeS SSeS eS eee we 
; STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA : 
' WORCESTER, MASSACHUSETTS x 
3 
a : : y 
Please send me full information about your new 4 
. . . i 
Major Medical policy. 
# 
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How Life Co. of N. A. Was Set Up 
Told by Vice President Anderson 


How Life Insurance Co. of North 
America, affiliate of INA—Insurance Co. 


of North America—one of the largest 
and oldest propesty and casualty com- 
panies in the United States, was set 
up for its production operations was 
told to LAA by Rex H. Anderson, vice 
president - marketing, at Montreal last 


week. 

“Our first production job was to make 
the facilities of life insurance available 
to the 20,000 independent agents doing 
business with INA,” said Mr. Ander- 
son, “These agents today are served for 
fire and casualty lines through 45 INA 
service offices across the country. The 
life company has, to date, put life de- 
partments in 32 of these offices—and 
more will be opened. 

“These Life Service Offices, as we call 
them, are geared to do business solely 
through independent agents. (As you 
would call them, they are purely broker- 
age offices.) INA is a company that 
does business through the independent, 
loc il (general insurance) agent. 

“Naturally, with 20,000 agents doing 
business with INA today, our life com- 
pany has first offered its services, facili- 
ties and products to them—and we have 
tailored certain of our products, our 
compensation plan and agents group plan 
with them in mind. 

“However, we recognize that no life 
insurance company has ever grown rap- 
idly to major statute without a field 
force of full time, career life agents. 
Therefore, in certain large cities, we are 
establishing career offices for the re- 
cruiting and training of full time life 
agents. To date, we have eight career 
offices in operation, and will be opening 
more in the future. These career offi- 
ces are entirely separate and apart from 
our Service Office operation. 


The Services Offices 


“Obviously, our biggest operation is 
that of our Service (or brokerage) Offi- 
ces because that is where we run in 
harness with the INA fire and casualty 
companies. 3ut we believe our career 
life agents also will be an important 
factor in the growth of our company. 

“Traditionally, in life insurance com- 
panies all phases of the production proc- 
ess are concentrated in the agency vice 
president. That is a reasonable arrange- 
ment because, after all, he is the pro- 
duction chief. But in a growing, expand- 
ing company that intends to forge ahead 
in the fact of this competitive era, it is 
pretty hard for an agency vice president 
to handle the administration of a field 
force with its multitude of problems in 
field management, field supervision, trav- 
el, personnel assignments and re-assign- 
ments, agent recruiting and financing, 
managerial and agent compensation, field 
expenses and budget, production goals— 


and, at the same time, be sure that 
promotion, advertising, public relations, 
training, product design and_ even 


‘thumbnail’ research are moving in the 
right direction. In most companies, 
something usually has to give—or maybe 
a little bit of everything gives. 


Two Production Departments 

“As a result, for the development of 
Ordinary life and Accident & Sickness 
insurance, Ed Zalinski created two pro- 
duction departments, each headed by a 
vice president responsible to him. The 
first of these is the sales department, 
which is under the sales vice president, 
who handles ali aspects of field admin- 
istration. This includes the appointment 
of field management personnel, recruit- 
ing of agents, financing, sales goals and 
records, field expenses—all items per- 
taining to the personnel administration 
of the field. And he exercises field 


supervision through his Superintendents 
of Agencies. 
“The other half of the Ordinary pro- 


duction team is the sales campaigns for 

Ordinary, Group and for A. &S., plans 

sales meetings and conventions. 
Advertising and Public Relations 

“So far as advertising and public re- 
lations is concerned, INA long ago built 
a tremendously effective operation under 
the direction of Frank Harrington. 

“Also within the marketing department 
is the sales manager for Accident & 
Sickness and Salary Allotment sales— 
two very important areas for business 
development. The company that doesn’t 
promote them aggressively is missing a 
big opportunity. Because these products 
are specialized, they require direct atten- 
tion and promotion outside usual chan- 
nels, but of course there is direct co- 
operation and coordination with the 
Sales Promotion Division. 

“Next we come to the training divi- 
sion which is responsible for the prepa- 
ration and administration of all basic 
and advanced courses and programs for 
independent agents and for career 
agents. Its aim is to simplify life in- 
surance so that every agent can make 
its value more apparent. Today, selling 
is about 90% preparation and 10% pre- 
sentation. In addition, the training divi- 
sion prepares and supervises all field 
management training courses and pro- 
grams. It maintains liaison with the 
training departments of the fire and 
casualty companies which runs schools 
for property agents. We make use of 
their facilities for some of our home 
office courses.” 





Changing Agency Role 
Told By A. J. Seaman 


The changing role of the advertising 
agency as illustrated by a revolution go- 
ing on in the package goods field may be 
expected to carry over into the insur- 
ance business. Alfred J. Seaman, execu- 
tive vice president of Compton Adver- 


tising, Inc., New York, told the Life 
Advertisers. in Montreal last week. 
Self-service food stores control 91% 


of total dollar sales in the United States 
with 15,000 drug stores self-serviced so 
that the competition in packaging is 
intense. 

“As with consumer goods,” said Mr. 
Seaman, “there is a greater need for 
advertising to prepare the way. Today 
there is greater need to predispose the 
prospect in favor of the agent, the com- 
pany and even a specific policy—before 
the agent calls. 

“How far will the forces of the pack- 
age goods revolution reach into life 
insurance advertising and promotion? 
We can expect increased competition. 
We can expect more category segmen- 
tation. We can expect, consequently, 
more demands on the agent’s time and 
talents. That means he is going to 
require help from us. The role of the 
advertising agency, the roles of the ad- 
vertising, promotion and public relations 
people in life insurance are changing 
and will continue to change. Greater 
complexity but greater and greater re- 
wards to those who unify and simplify.” 


Radio Sta. CJAD, Montreal, 


Interviews Lillian Gilster 


Lillian R. Gilster, assistant director of 
sales promotion at Franklin Life’s home 
office, was interviewed by Doris Clark 
of Radio Station CJAD, Montreal, during 
the LAA’s annual meeting Oct. 22- 24, in 
that city. The subject was “Careers ‘for 
Women in the Life Insurance Business” 
and Miss Gilster was glad to answer 
questions. 

This is Miss Gilster’s 20th year with 
Franklin Life, and she is rated in the 
LAA as being a top-notch advertising 
“career” woman. 





C. B. Laing on Initiative 


Initiative, the opposite of inertia, is 
the quality that counts most especially 
in the fields of public relations and 
advertising, Charles B. Laing, vice presi- 
dent of The Prudential, told the Life 
Advertisers at Montreal last week. Mr. 
Laing opened his talk with a humorous 
“tongue-in-cheek” discourse advocating 
behavior generally the converse of what 
is desirable. 

“Much has been said and written re- 
cently concerning the growing recogni- 
tion on the part of management of the 
importance of advertising and public 
relations in the effective management of 
a company and the marketing of its 
products,” said Mr. Laing. “After all 
the reasons for this happy circumstance 
have been cited, I submit that the ‘git-up 
and git’ quality of you advertising and 
public relations people is what brought 
this about. Initiative is a characteristic 
with which your profession seems to be 
unusually well endowed. 

“T believe that anyone exhibiting real 
initiative has more opportunity to make 
himself known in the insurance industry 
than in most other fields. This is so, 
because, as I see it, the home offices of 
insurance companies have _ traditionally 
tended, more than most industries, to 
attract security-conscious men. It is a 
natural consequence of our long preva- 
lent practice of offering an unusually 


high degree of job security plus liberal 
employe benefits. 

“Let me elaborate on what I mean by 
initiative. I believe it to be that self. 
starter in a man which gives him: the 
urge to improve operations and _ policy; 
the urge to seek out things needing 
attention; the urge to avoid doing onl 
that which passes over his desk; the 
urge to further the progress of his fel- 
low workers whether they be _ bosses, 
associates or subordinates; and the urge 


to do these things through and _ with 
the cooperation of others. 
“Only one thing prevents us _ from 


demonstrating these characteristics and 
that thing is inertia. All of us have 
within ourselves the ability to overcome 
it. In your field, you have an unusual 
opportunity to help overcome inertia in 
others. Your recommendations for pub- 
lic relations and advertising action in- 
evitably have a favorable effect because 
your perspective and lines of communi- 
cations spur all phases of your com- 
pany’s activities to positive action. 

“Greater public appreciation of our 
companies, our sales representatives and 
our products are vital objectives to which 
you make vital contributions. It bodes 
well for our industry that you have 
spent this week examining the subject 
of life insurance marketing for your 
role in our future progress is an in- 
portant one.” 


Life’s Survey on Insurance Coverage 


The results of a survey by Life mag- 
azine on life insurance ownership in the 
United States given before the 
Life Advertisers meeting in Montreal 
last week by sertram Lange, manager of 
Life magazine’s marketing service. 

This survey showed that 79% of all 
households own some life insurance, the 
fact was revealed that in the better 
educated families, 27% carry no life in- 
surance and 17% have less than $2,000 
coverage. In the college-educated group 
the survey discovered that 13% have no 
life insurance, 8% have less than $2,000 
and 20% range from $2,000 to $6,000 in 
protection. 

In the income factor, Mr. Lange point- 
ed out that in households where earn- 
ings ranged from $3,000 to $5,000, 19% 
carry no insurance; 16% have less than 
$2,000 and 37% have coverage ranging 
from $2,000 to $6,000. In the income 
bracket of $4,000 to $5,000, 14% carry no 
insurance and 11% have less than $2,000 
protection, while in the income range 


was 


of $5,000 to $7,000, 10% are not covered 
and 7% have less than $2,000 in life 
insurance coverage. 

In terms of age, the survey reveals 
that 59% of all households headed by 
someone under 30 years of age have less 
than $6,000 in insurance protection. This 
amount also applies to 55% of those un- 
der 40 years of age and 57% of those 
in the 40 to 49 age group. 

From the viewpoint of occupation, th: 
survey discovered that 46% of all pro- 
fessional and business executive house- 
holds have $10,000 coverage or more but 
a surprising 40% have either no insur- 
ance or hardly adequate coverage. 

In conclusion Mr. Lange stressed that 
the consumer market is growing in de- 
finable directions and that all these di- 
rections “seem favorable to the insur- 
ance business” but it is now clearly indi- 
cated that the younger, higher income. 
batter educated households do not domi- 
nate the life insurance market as they 
do the markets for many consumer prod- 


” 


ucts. 





LAA Officers 


(Continued from Page 3) 


in 1946 and was promoted to second vice 


president in 1953. Educated in New 
York schools and colleges, he began 
his insurance career with Manhattan 


Life of New York where he held many 
positions both in the field and in the 
home office. Before joining Equitable 
he was vice president of a Providence, 
Rhode Island advertising agency. 

Mr. Hindermann joined Pan-American 
Life in 1941, and he was appointed di- 
rector of sales promotion in 1949, having 
been appointed assistant secretary of 
the company in 1947. His title was 
changed to director of public relations 
in 1953, and in 1955 he was elected vice 
president of the company. A _ Coast 
Guard veteran, Mr. Hindermann has 
been a particularly active LAA member. 
Chairman of the Southern Round Table, 
he has served as arrangements chairman 
for the New Orleans meeting and as 
an executive committee member. 





LAA Panelists 


(Continued from Page 3) 


He must be in at least his third year 

as an agent. 
3. The ads must 
manager’s approval. 


have his general 


4. The agent must agree to engage in 
a regular program of local advertising. 


Points Made by Innes, Kramer, Weech 


Mr. Innes wondered if insurance ad- 
vertising and public relations people 
looked upon local cooperative advertis- 
ing by the agent with the right attitude. 
“Instead of our thinking the agent ! 
lucky to take part in local advertising, 
he said, “shouldn’t we think that we are 
lucky that the agent is helping to pay 
for advertising that gets more dollar 
for dollar value than any other adver 
tising we do?” ey 

He declared that flexibility, continutty 
and simplicity in the ads and in instruc: 
tions to agents on how to use them 


(Continued on Page 11) 
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Life Insurance Advertisers 


Judd C. Benson on Marketing 


Among points made by Judd C. Ben- 
son, general manager home office agency 
Union Central Life, Cincinnati, in ad- 
dressing the Life Advertisers in Mon- 
treal last week on “What the agent 
expects from Life insurance marketing,” 
were: 

“We would like assurance that the 
companies we represent are firmly and 
finally committed to the Agency System. 

We'd like to know that top manage- 
ment takes due cognizance of the fact 
that opportunities for economic well- 
being, prestige and job happiness should 
be as great at the field level as any 
other job level in the life insurance busi- 
ness and that the Agency operation is 
not considered an apprenticeship for the 
selection of those who may be given 
opportunities for better things. There 
should be not better rewards than those 
that come to a man who is successful at 
the field level in the marketing process. 
When this is an accomplished fact you 
will find better men attracted to our 
agency forces and home offices will be 
much better satisfied with the results 


which the field forces achieve. 
“We would like to know that our 
companies recognize that the policy- 


holder is a client of the agent, looks to 
him far advice and counsel and that the 
company is engaged in furnishing the 


LAA Panelists 


(Continued from Page 10) 





should be the key to all local coopera- 
tive advertising. 

As leader of the three-man sales pro- 
motion panel, Herbert J. Kramer of The 
Travelers, belittled public relations atti- 
tude that regards agents as professional 
men. “For us sales promotion people,” 
he said, “agents are salesmen not pro- 
fessionals and there is no mass market 
only individuals.” 

In his opinion “the agent is not big 
business with a capital ‘A’ but a guy 
operating out of his hat.” He climaxed 
his brief talk by spreading a_ banner 
across the stage showing 38 varieties of 
sales promotion approaches. 

C. Sewell Weech, Jr. of Baltimore Life, 
said that sales promotion men were al- 
ways looking for something “new.” 
“Ideas,” he said, “may be entirely new 
or interesting sales promotion ideas from 
other companies that can be adapted.” 


Franklin’s Audio Visual Kit 


Lillian Gilster of Franklin Life, told 
the audience about a_ 13-pound audio 
visual kit her company had prepared for 
its agents featuring its PPIP policy. 
Although it costs almost $100, over 1,000 
have already been ordered by agents, 
with 800 more in order. She also noted 
that a home office presentation on a new 
policy was completely revised when one 
of the Franklin’s MDRT members from 
St. Louis came up with a better presen- 


tation. 
Trueblood’s P.R. Panel 


The three-man public relations panel 
was headed by H. Dixon Trueblood of 

ccidental Life, who said that “agents 
and insurance public relations people 
generally agree on what both want, but 
don’t always agree on how to go about 
it.” He pointed out that until the agent 
oes some or all the things that create 
a good public image, limited help can be 
given by public relations people. In fact, 
It would be a mistake to try to help 
create a public image of the agent that 
did not reflect what people actually ob- 
serve in their personal experience with 
the agent. 

Donald E. Lynch, Mutual Benefit Life, 
poke of the broad public relations out- 
ok which his company has adopted in 
training agents. He said that Mutual 
Benefit Life used a four-page check list 
to test its newer agents in their pub- 
(Continued in Last Column) 


protection which has been arranged for 
by the agent and his client as opposed 
to the philosophy that the company 
has paid the agent for getting a piece 
of business and from that point on he 
has no part in the relationship between 
the policyholder and the company. 

“We, as agents, would like to know 
before we open our mail on a given 
Monday morning that the new policies 
introduced and the new sales procedures 
which are suggested for selling the 
policies have been field tested by men 
on the firing line and moreover that be- 
fore the policies and the sales procedures 
have been announced they have been 
carefully reviewed by representatives of 
the field force and due cognizance: taken 
of their suggestions. 

“We would like our effective national 
and local advertising to advocate the 
equities built into life insurance pol- 
icies as the world’s finest diversified in- 
vestment for Mr. Average Man and 
unquestionably the cornerstone of the 
estate built by Mr. Rich Man as well as 
Mr. Average Man.” 
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Manhattan Life 


60 East 42nd Street 
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[AA's 25th Anniversary 


(Continued from Page 3) 


of The Prudential, gave the working 
press at this meeting complete coverage 
on all the formal addresses. Each 
journal and newspaper represented re- 
ceived a package of manuscripts and 
news releases, and a well equipped press 
room was available on the convention 
floor of the Queen Elizabeth Hotel. Mr. 
Arnsdorf and Richard A. Chatfield, Con- 
tinental Assurance, his vice chairman, 
went out of their way to be helpful to 
the press as did other members of their 
committee. 


Dinner to Morgan Crockford 


A social event of the meeting was the 
dinner given in honor of retiring Presi- 
dent Morgan Crockford. Held October 
21 in the Ritz Carleton Hotel, Montreal, 
it was attended by LAA past presidents 
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The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “‘good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with 


To find out more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our 
booklet, “Reinsurance Exclusively”. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 
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and executive committeemen and their 
Wives. H. M. “Ti” Kennedy, CLU, The 
Prudential, LAA’s immediate past presi- 
dent, made the arrangements. 

Mr. Crockford’s annual report, well 
received, was in the hands of the mem- 
bership in advance of the Montreal 
meeting, and it set forth in sharp focus 
the many-sided activities of an organi- 
zation which has become an important 
factor in the life insurance industry. 


Other Trade Assns. Represented 

It is significant that the insurance 
trade associations with which LAA de- 
sires to establish closer relationships 
were well represented at Montreal. These 
include the Life Insurance Association 
of America, represented by Bruce E. 
Shepherd; Institute of Life Insurance 
(Don Barnes, Dudley B. Martin, Joseph 
M. McCarthy, Robert Mory and Jerry 
Olds); Life Insurance Agency Manage- 
ment Association (John L. Lobingier, 
Jr. and J. H. Wood); National Associa- 
tion of Life Underwriters (Lester O. 
Schriver); Life Office Management As- 
sociation (Roy A. MacDonald); Insur- 
ance Advertising Conference (W. Win- 
throp Clement); American College of 
Life Underwriters (H. D. Shaw) and 
Life Underwriters Association of Can- 
ada (R. L. Kayler). 


433 Exhibits on Display 


For manv of the 350 in attendance 
at LAA’s 25th anniversary gathering the 
exhibits of company advertising and sales 
promotion material were one of the 
major attractions. A total of 105 com- 
panies submitted 433 exhibits. Despite 
the fact that entries were limited to six 
for each company, compared with eight 
last year, there were only 13 fewer 
entries this year. The exhibits com- 
mittee, headed by D’Arcy Dolan, did a 
splendid job in mounting and displaying 
the entries in the two large rooms set 
aside for them on the hotel’s convention 
floor. 

Top honors among the award winners 
—64 companies in all— were shared by 
The Prudential and State. Mutual Life, 
both of whom received certificates of 
excellence in five categories. It was a 
proud occasion for “Ti” Kennedy (The 
Prudential) and Arthur F. Sisson (State 
Mutua!) who, incidentally, was attending 
his 20th LAA annual meeting. 

In presenting his report Mr. Dolan 
paid tribute to the panel of 17 judges 
who had devoted hours of time and 

(Continued on Page 15) 
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lic relations approach to their jobs. 

John Lobingier of LIAMA, declared 
that insurance public relations and ad- 
vertising executives were helping agents 
in telling people about them. “But that 
is only 10% of the job,” he remarked. 
“The 90% that is being neglected relates 
to the agent’s performance, what he 
says, what he does. We should help 
stimulate him to perform better.” 

Mr. Lobingier mentioned several prac- 
tices which public relations should help 
the agents improve: (1) Allowing valu- 
able policies to lapse; (2) selling a policy 
that a policyowner doesn’t need; (3) 
not fully explaining health insurance; 
(4) selling a policy and not visiting the 
policyowner again, and (5) selling a pol- 
icy that the policyowner doesn’t under- 
stand. 

He said that some of these problems 
could be solved by closer liaison between 
public relations, advertising and sales 
promotion executives with their agency 
departments. 

lively question-and-answer session 
followed the 45 minute presentations by 
each three man panel. 
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Discussion by Society of Actuaries 


In the Eastern Underwriter of October 17 and October 24 appeared part of the dis- 


cussion of the recent meeting of the Society of Actuaries in Cincinnati. 


continuation of those discussions. 


Speaking on the subject of increased 
limits for double indemnity, J. R. Mc- 
Donnell, New York Life, said that his 
company’s decision to increase limits 
arose from consideration of their favor- 
able experience in this field. W. J. 
November, Equitable Society, cautioned 
that the recent intercompany study of 
double indemnity showed _ decidedly 
higher mortality ratios for policies of 
large amounts. A. P. Morton, Prudential, 
discussed underwriting problems asso- 
ciated with large amounts of double 
indemnity coverage. W. A. Merriam, 
Metropolitan Life, commented on_ his 
company’s decision to increase limits 
of double indemnity. A. C. Webster, 
Mutual Of New York, observed that the 
cost of providing benefits for larger 
amounts could well be influenced by 
legal advice and court rulings. 

On the subject of underwriting mili- 
tary aviation risks, R. E. Moyer, John 
Hancock, stated that the releases of the 
Society’s aviation committee have in- 
fluenced decisions to consider more seri- 
ously the type of plane flown. F. H. 
David, Prudential, presented an analysis 
of the reasons which have influenced 
companies to place less stress on total 
flying experience of military pilots. E. 
A. Lew, Metropolitan Life, said that the 
increasing complexity of military planes 
is leading to the growth of classes of 
pilot specialists who fly only one type 
of craft. F. G. Whitbread, Lincoln Na- 
tional, gave the reasons why his com- 
pany has generally avoided the intro- 
duction of plane type consideration in 
underwriting military risks. E. H. Sweet- 
ser, New York Life, described a study 
which led his company to adopt a plan 
under which fighter pilots under age 30 
are charged higher premiums than simi- 
lar pilots flying in other types. 

Commenting on developments in the 
field of occupational underwriting, K. M. 
Davis, Equitable Society, stated that his 
company has recently lowered extra 
charges for certain occupations for which 
the extra mortality rates were low or 
for which extra charges should be made 
on the basis of medical aspects. W. A. 
Merriam, reported that the Metropolitan 
will now accept as standard certain 
better classes of risks which heretofore 
would have been accepted only with an 
occupational extra. B. C. Pauley, Pru- 
dential, cautioned that even though 
recent studies indicate a general reduc- 
tion in occupational hazards, increases 
may occur in the atomic energy and 
chemical fields and also in areas where 
big industrial concentrations are being 
developed. 

W. V. Hart, Connecticut General, 
stated that his company will continue 
to pioneer in highly substandard areas 
and give consideration to insurance needs 
for applicants up to age 75. E. A. Lew, 
Metropolitan Life, remarked that his 
company is experimenting in the high 
rating field where, for example, in the 
case of lives with a coronary history, 


it appears that a_ stabilized condition 
has been reached. F. G. Whitbread, 
Lincoln National, discussed various as- 


pects of underwriting risks with a his- 
tory of diabetes or coronaries. 

The underwriting of individual policies 
on a “guaranteed issue” basis to groups 
of lives was discussed by H. L. DePren- 
ger, R. E. Moyer and C. A. Yardley. 
Mr. DePrenger, Continental Assurance, 
summarized his company’s favorable ex- 
perience for the period 1950 to 1957 and 
described the standards used to control 
the type of business. Mr. Moyer, John 
Hancock, commented on underwriting 
standards and problems concerning cov- 
erage for associations and keymen. Mr. 
Yardley, New England Life, reviewed 
his company’s experience of the past 
several years and also explored prob- 
lems which arise with respect to groups 
of doctors, other professional associa- 
tions, and “split dollar” cases. 
Interesting comments on the develop- 


Following is a 


ment of new Ordinary contracts which 
guarantee insurability at standard rates 
at specified points of time following the 
date of issue were given by two speakers. 
H. G. Allen, Bankers Life mentioned 
that although 33% of eligible policies 
now issued by his company incorporate 
the new provision, it is much more 
popular at ages under 25. S. P. Adams, 
Lincoln National, outlined the reasons 


why his company’s plan embodies a 
modest amount of additional Term in- 
surance. 


Company practices concerning entries 
in the annual statement for additional 
decreasing and level Term insurance 
were reviewed A William Gould, Metro- 
politan Life, J. Thompson, Jr., New 
York Life, and E vo Kirkpatrick, Ameri- 
can Mutual. 


Effects of the Recession 


F. J. McDiarmid, 
stated that the recent recession had 
differed from all others in that prices 
had risen throughout its duration. Mr. 
McDiarmid and D. M. Ellis, Canada 
Life, pointed out that interest rates had 
risen very steeply beginning about June 
before the recession had bottomed out. 

R. J. Mellman, Prudential, mentioned 
that beginning in the 2nd quarter of 
1957, layoffs had decreased the average 
size of his company’s insured groups 
after several successive years of increase. 

C. A. Siegfried, Metropolitan Life, dis- 
cussed the sharp increase in claim rates 
on Group policies providing protection 
against disability and speculated that 
part of the use could be attributed to 
employes’ taking advantage of slack 
work conditions to clear up minor medi- 
cal impairments. Norman Brodie, Equit- 
able Society, commented that the reces- 
sion had apparently not affected the 
volume of new business, which showed 
an increase in 1957. but termination 
rates had shown a sharp increase. 

J. E. Matz, John Hancock, pointed 
out that the higher termination rates 
resulting from the recession had caused 
a slight increase in expenses, but he 
expected that expenses would be lower 
in 1959. G. N. Calvert. Alexander & 
Alexander, stated that the recession had 
not forced the termination of any pen- 
sion plans but had stimulated the over- 
haul of some high cost plans. 


Lincoln National, 


Agents Compensation 


Discussing various elements of agents’ 
compensation, D. J. Lyons, Guardian 
Life, cautioned fellow actuaries against 
the use of termination rates of agents 
derived from combining the experience 
of several companies, because of the 
many factors which vary greatly by 
individual companies. 

For a number of years tables of agents’ 
termination rates included in a paper 
by E. M. McConney and R. C. Guest 
have been used as a standard of measure- 
ment. Mr. Lyons indicated his company 
and some others are experiencing higher 
rates than before. Norman Brodie, Equit- 
able Society, stated that his company’s 
rates are lower than the McConney- 
Guest table, while J. E. Smith, Connec- 
ticut Mutual, reported that his com- 
pany had termination rates 10% higher 
in the first year, 30% lower in the 
second year, and 40% lower in the third 
ear. 

*C. F. B. Richardson, Mutual Of New 
York, indicated termination rates of 70% 
to 80% of the McConney-Guest table. 
His company’s plan for new agents re- 
sulted in a subsidy during the financing 
period amounting to about one- -third 
of the first year’s commissions. | 
Beekman, Minnesota Mutual, remarked 
that termination rates for general agents 
were lower than those for regular agents. 

Discussing agency compensation plans 
for debit agents, J. E. Taylor, National 
Life & Accident, J. S. Moyse, Common- 
wealth Life, and E. W. Bates, Western 


& Southern, discussed recent changes 
and modifications from traditional plans 
used by their respective companies. 


Social Security 


Miss Van Eenam of the Social Security 
Administration discussed the recent 
changes in benefits under the Act and 
pointed out that Congress was concerned 
about the decrease in the fund in 1957 
and 1958. W. R. Williamson explained 
that the ratio of outgo to income in the 
Social Security Fund had gone from 
25% in the first 14 years, to 70% in the 
next 6 years, and finally to over 100% 
in 1957. He does not see any reversal 
in this trend. J. H. Miller, Monarch 
Life, reported on the proposed amend- 
ments which fortunately were not passed 
by Congress this year. He elaborated 
on the dangers lurking from a govern- 
ment attitude which is proposing such 
extreme liberalizations. Stefan Hanson, 
Great-West Life, pointed out that the 
problems in Canada were similar to 
those in the United States in that poli- 
tical pressure is continually building up 
to liberalize benefits. 


Credit Life Insurance 


The discussion of credit life insurance 
was largely devoted to the practices of 
certain insurers in the sale of individual 
credit life policies. 

C. C. Dubuar, New York Insurance De- 
partment, and E. M. Neumann, Pru- 
dential, pointed out that the competitive 
basis of sale of such plans is a maximum 
profit to the lender, contrary to the 
more desirable objective of widespread 
coverage at minimum cost to the bor- 
rower. They recommended adoption by 
all states of controls similar to the regu- 
lations recently promulgated by New 
York to protect borrowers from being 
forced to purchase excessive amounts 
of coverage at excessive cost. 

Mr. Dubuar and R. P. Walker, Wis- 
consin National, noted that some lending 
institutions have established captive com- 
panies to underwrite or reinsure credit 
insurance for their borrowers. Mr. 
Walker noted that elimination of com- 
missions on such insurance transfers 
earnings from the lender to its insurance 
company. 


Guides to Professional Conduct 


In discussing the Society’s recently 
adopted “Guides to Professional Con- 
duct.” G. F. Waites of Coates, Herfurth 
& England, G. N. Calvert, Alexander & 
Alexander, and A. A. Groth, of A. S. 
Hansen, pointed out that there was need 
for further clarification in the consult- 
ing actuarial field. H. M. Sarason and 
C. J. Woodley, of H. Faggen Associates, 
also discussed the subject. briefly. 


Membership Requirements 


The chairman of the Society’s com- 
mittee to review membership require- 
ments, G. W-. Fitzhugh, Metropolitan 
Life, explained the purpose of the com- 
mittee and pointed out that an even 
greater demand for qualified actuaries 
was sure to develop in future vears. 

D. H. Harris, Equitable Society, re- 
ported the results of a statistical analysis 
he had made of those who attained 
fellowship in 1957 and 1958. This showed 
that the average time following college 
to obtain fellowship was about 8 years. 
Additional study indicated a fairly high 
correlation between performance on Part 
1 and subsequent examinations. 

Emphasizing the importance of testing 
understanding, F. C. Smith, of George 
V. Stennes & Associates, recommended 
changes in the earlier examinations so 
that the student’s approach and develop- 
ment of the problem could be graded 
rather than allowing the final answer 
alone to determine the grade. 

C. H. Fischer, University of Michigan. 
felt that examination in algebra and 
calculus could be replaced by giving 
credit for passing, with some minimum 
grade, certain courses in approved uni- 
versities. He recommended greater em- 
phasis on life contingencies than now 
exists. A. L. Mayerson, also of the 
University of Michigan, pointed out that 
examinations should be geared to quali- 
fying the members and not to the re- 
cruiting problem. 





The importance of shortening the 
period of time required for passing the 
examinations was discussed by J. G, 
McLaughlin, Teachers Insurance. He 
suggested elimination of at least some 
of the present preliminary examinations, 

J. A. Attwood, of E. S. Hewitt & 
Associates, feared that the present desig- 
nations of Associate and Fellow might 
eventually lead many, particularly in 
the consulting field, to stop their studies 
after becoming an associate. 

J. C. Wooddy, North American Re- 
assurance, pointed out that the limited 
number of questions in the fellowship 
examinations precluded adequate cover- 
age of the syllabus. Changing the later 
exams to many short questions plus one 
or two comprehensive questions would 
improve the testing procedures. A sug- 
gestion by H. A. Woodman, Jr., New 
York Life, was that preparation for the 
fellowship exams should broaden the 
students background and general knowl- 
edge. 

H. M. Sarason, consulting actuary, 
recommended that much greater statis- 
tical analysis of the education program 
is needed. G. F. Waites, Coates, Her- 
furth & Engl and, thought a candidate 
should have a minimum number of years 
of ppt wr in addition to completing 


the examinations before receiving the 
de alinasiiam of “actuary.” 
R. H. Hayes, Union Central, stated 


that a mathematical aptitude test would 
do as adequate a job of screening candi- 
dates as some of the present early exams 


while J. C. Hickman of the State Uni- 
versity of Iowa suggested that rather 
than do away with the earlier parts, 


the objective is to make sure they keep 
pace with newer developments. 

Several speakers, including R. Rosser 
of the Wyatt Co., recommended that 
open books be permitted in some of the 
examinations. W. A. Dreher, Bowles, 
Andrews & Towne, pointed out that the 
essay type of test gives a better index 
of the students vocabulary and gram- 
matical training, 


New Mortality Table 


Several members of the Industry Ac- 
tuarial Advisory Committee spoke on 
recent developments in connection with 
the adoption of a new mortality table. 
J. T. Phillips, New York Life, intro- 
duced the subject as chairman of the 
committee. He reviewed the history and 
work of other committees in this area 
and stated that it was hoped the 1958 
CSO table could be adopted throughout 
the country in time to make its use 
mandatory by 1965. C. M. Sternhell, also 
of New York Life, described some of the 
technical aspects of the table and com- 
pared recent mortality developments 
with the 1950-1954 period which formed 
the basis for the table. 

Speaking on the problem of non- 
forfeiture values, J. E. Hoskins of Trav- 
elers, described the basis for the 1958 
CSO-A Table. This table is a modif- 
cation of the 1958 CSO table and will 
be available for calculation of extended 
term and reduced paid-up benefits. 

B. A. Winter, Prudential, reported on 
the relationships between male an 
female mortality, stating that recent 
experience confirms prior studies. C. 
Tookey, Occidental, stated that the new 
table included sufficient margins that 
self supporting type legislation should 
not be needed. G. H. Davis, Life I0- 
surance Association, discussed the items 
yet to be accomplished i in order to obtain 
acceptance of the table. 


Certification and Education of Actuaries 


The question of a system of certifica- 
tion or licensing of actuaries was dis- 
cussed by W. A. Jenkins, Teachers In 
surance. He felt the Society shoul 
take an active role in initiating some 
such system. G. N. Calvert of Alex: ander 
& Alexander agreed. 

J. E. Morrison, Great-West Life, de 
scribed the present Canadian legal fe 
quirement for actuarial certification atl 
stated that the Society should consider 
advocating governmental licensing 
certification of actuaries. stad 

B. W. Batho, Life of Georgia, describe 
the steps taken by the Southeaster 


(Continued on Page 15) 
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® Success is always within the scope of the Penn Mutual under- 
i n yo ae er writer interested in getting ahead. There are many ways in which 

he may attain it. To aid him toward his goal, the company 
scope a supplies many important tools. These include intensive training 


and educational programs to equip the underwriter for all 
phases of successful selling—from advanced underwriting to 
estate planning and pension and profit-sharing plans. 


non- 
Trav- 
» 1958 
nodifi- 
d will 
ended 


Although the majority of successful underwriters prefer to stay 
in direct sales work, career opportunities are also plentiful for 
those who wish to go into sales supervisory, management and 
General Agency work. 





You see, it is our firm. belief that Penn Mutual opportunities 
should go to Penn Mutual men... and that we should give them 
Back of Your : eo : Le : 
Independence every help in achieving their ambitions. We know that their 


Stands The success is our success—and that their future is the future of 
PENN MUTUAL : 
this company. 
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LIAMA Meeting Program 


“Effective Communications” in various 
areas of agency management will be 
discussed during the opening session 
of LIAMA’s annual meeting in Chicago, 
November 10-13. This Tuesday morning 
session has been planned by the Asso- 
ciation’s education and training com- 
mittee with Clifford L. Morse, agency 
vice president, Phoenix Mutual, as pro- 


gram chairman 

Dr. Ralph G. Nichols, professor of 
speech and chairman of the department 
of rhetoric at the University of Minne- 
sota, and well-known author and lecturer, 
will addres the meeting. His speech: 
“Listening Is Good Business.” 

“Automation Demands Better Com- 
munication” is the topic to be discussed 
by Committee Chairman Karl H. Kreder, 
second vice president for Metropolitan. 
George D. Covell, agency vice president 
of Berkshire Life, will discuss “Com- 
municating Sales Experience.” 

“Keep ‘Em In Orbit,” prepared by 
LIAMA’s Staff Editor James L. Howard, 
Jr., will dramatize the Association’s 
agent development program. Participat- 
ing will be three consultants from the 
company relations division: G. Fred 
Affleck, Fred G. Jarvis and John A. 
Miller. ‘ ; 

William O. Cummings, director of 
executive training for LIAMA, will dis- 
cuss the important question of com- 
munications between home office and 
field. : 

The final session of the annual meeting 
Thursday morning will feature three 
well-known speakers. W. H. Gove, presi- 
dent of the Bill Gove Organization, Coral 
Gables, Florida, will talk about relation- 
ships between people in a speech entitled 
“T’ll Swap Ya!” , 

Ardell T. Everett, second vice presi- 
dent of Prudential, will discuss “Health 
Insurance ... The Achilles Heel of the 
Agency System.” Charles J. Zimmerman, 
president of Connecticut Mutual, has as 
his speech title “Truth or Consequences!” 
to wind up LIAMA’s 4lst annual meet- 
ing. 





Union National Life and 
Knights Life Plan Merger 


In a joint statement issued by 
Joseph J. Hess, president of Pittsburgh’s 
Knights Life, and Benjamin N. Wood- 
son, president of Union National Life, 
Lincoln, Nebraska, as well as American 
General Life of Houston, is was an- 
nounced that the former company has 
offered to purchase for Knights Life 
stock the Union National, heretofore a 
wholly-owned subsidiary of American 
General. 

The transaction brings American Gen- 
eral into a dominant position in the 
affairs of Knights Life. The Houston 
group has had sizable holdings in 
Knights Life for some time. 

Gus S. Wortham, head of the American 
General Group, pointed out that the 
transaction had the effect of a merger, 
with Knights Life the surviving com- 
pany. Final consummation is contingent 
upon ratification by the steckholders of 
Union National, and thereafter upon 
approval by the insurance commissioners 
of Nebraska and Delaware, expected 
within the next few weeks. 

The Lincoln office of the Union Na- 
tional, formerly its home office, now 
becomes the western regional home office 
of Knights Life. The officers of the 
Nebraska company will retain their 
present titles as officers of the newly 
enlarged Knights Life. William E. Bark- 
ley and Leo N. Hierholzer, executive 
vice presidents of the Union National 
and Knights Life, respectively, will both 
function in that capacity. George Milne, 
Jr., vice president and agency director 
of Union National will continue to direct 
the agency operations of the Knights 
l.ife’s western region. Six of Union 
National’s directors will be added to the 
Knights Life board. 





Travelers Field Changes 

Thirteen recent field changes in life, 
accident and health lines have been 
announced by The Travelers. 

William U. Copeland, who has been 
field supervisor at Hartford, has been 
transferred to the branch office adminis- 
tration department at Worcester, Mass. 

Twelve agency service representatives 
have been appointed. They are John 
L. Stultz at Richmond; Charles T. 
Jarrell, Charleston, W. Va.; Arthur R. 
Lockhart, Fresno, Calif.; Joseph D. 
Roberson, Little Rock; Daryl D. Drake, 
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Los Angeles; John S. Ryan, Bridgeport; 
Donald W. Milock, and Richardson 
Murphy, Detroit; William C. Wilson, 
Jr.; Atlanta; Leo G. Rudolph, Jr.; Balti- 
more; Emil F. Elges, Jr.. Empire State, 
New York City and A. Frank Daniel, 
Oklahoma City. 

The following have received the desig- 
nation of Chartered Life Underwriters: 
James D. Hostetter, manager at San 
Diego; George B. Wilson, assistant man- 
ager, Peoria; Dana E. Warren, field 
supervisor, Portland, Me. and Franklin 
W. Gogins, Jr., assistant manager, Lin- 
coln, Nebraska. 





Announcing — 
Our Three Newest M 
1. 


QUEENS VILLAGE 29, NEW YORK 





Three New Officers Named 
By Northwestern Mutual 


Three new officers for Northwestern 
Mutual Life, Keith L. Jones, auditor; 
James F. Oppermann, assistant comp- 
troller; and Gordon C. Davidson, an 
assistant manager of city loans, have 
been appointed effective November 1. 
All three men have been members of 
management. 


$200 Million in Force in 5 Years of Active Operation. 


GENERAL AGENTS WANTED... 
Over 200% Commissions During First 20 Years 


Lifetime Renewals 


oney Making Plans: 


FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 


All Children and New 


Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. 


INCREASING PROTECTION PREFERRED 


WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 












































issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance| Loan Benefit Insurance| Loan 
1 108,000 13,900 5,000 105,000 11,100 8,000 
8 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
18 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,260 244,400 | 161,422 














ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; ( Guaranteed Conversion to Lower 


Premium without Evidence of Insurability; 


g) Guaranteed Reduced Premium 


in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 


Issued up to $250,000—50%, 


of Husband's Insurance. If 


husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractwe Franchises 


in Illinois, New Je 


— Pennsylvania — Mai 
Columbia — Ohio — Missouri and 26 


land — District of 
r States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS 
600 Brickell Ave., 
JAMES G. RANNI, 





LIFE OF FLORIDA 
Miami 32, Fia. 
PRESIDENT 





For 
United States Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 ° 





General Agent 


The United States Life Insurance Co. 
n the City of New York 






























Lincoln National Life 
Group Dept. Appointments 


Five Group department representatives 
of Lincoln National Life have received 
new appointments, according to an an- 
nouncement by Thomas A, Watson, 
second vice president. They are Her- 


bert J. Bool, Pat H. Curtis, M. Edwin 
Hinds, Rudy F. Roof, and Donald E. 
Sams. Each of these men will serve 





his respective area in the production and 
service of Group insurance. 
Mr. Bool has been appointed regional 


Group manager of the southwestern 

Group office in Houston. Mr. Curtis has F. 
been appointed regional Group manager phia 
in Omaha, serving Nebraska, western & k 
Towa, North Dakota, and South Dakota. Prov 
Mr. Hinds has been appointed regional by | 
Group manager of the new Group office the 
in Charlotte, N. C., which will serve M 
the states of North Carolina and South Pare 
Carolina. Mr. Roof, who was regional Com 
Group manager of the southwestern i 
Group office in Houston for the _ past He | 
three years, is transferring to Chicago of tl 
to assume joint regional Group man- . N 
agership with Howard Steele. Mr. Sams, i" : 
regional Group manager of western P 8! 
Iowa, Nebraska, North Dakota, South Scho 
Dakota and Wyoming for the past five ag 
years, is transferred from Omaha to — 
enver as regional Group manager of cial 
Colorado and Wyoming. State 
Western Life Meeting , 

: ; : Jan 
Eight superintendents of agencies who Gian 
head the operations of Western Life in ew 
the midwest met last week in St. Paul, deear 
it was announced by Robert L. Utne, dives 
regional sales vice president. mént 
The meeting was held in the home Mr 
office of the St. Paul Fire and Marine follow 
with which Western Life is affiliated in where 
the St. Paul-Western Insurance Com- with | 
panies Group. President A. B. Jackson of th 
of the St. Paul Fire and Marine joined J name, 
other company officials in a luncheon year 
for the visitors at the Minnesota Club. snaiet 


Guest speakers at the conference who 
discussed the procuring of life insurance 
business in an all-lines agency included 
Daniel H. Teas of the Wirt-Wilson 
Co. of Minneapolis and Kenneth H. 
Johnson of the W. A. Lang Co. of St. 


Paul. Arc] 
Superintendents attending _ included triet 
Sheldon Beise, Minneapolis; James Cheste 
Fitzgerald, Des Moines; Robert Wit! 
Campbell, Indianapolis; Merritt 1956 
Gamache, St. Paul; Robert E. Towle, § (ip); 
Omaha; D. Donald Hoexter, Detroit; Karne. 
Mel H. Toussaint, Fargo and Eugene B. Insura 
Rogers, Minneapolis. New Group insut- @ as 4 ¢ 
ance and accident and sickness facilities * 
were introduced. IS a ye 
holds 
Naval 





Old Republic Names Decker 


William H. Decker has been named 
regional supervisor, employe benefit plan 


M: 


department of Old Republic Life, Chi- Daisy 
cago. Working out of the home office, & pianist 
Mr. Decker will develop the depatt § preside 
ment’s activities on a nationwide basis, wife, 
furnishing highly trained specialists for he wa 
the company’s general agents and bro- & pear on 
kers. IN vaud 

Formerly Mr. Decker was managet, Oy ar 
employe benefit plan department ° of the 
Bowes-Firestone, a Chicago insurance § sas Cij 
brokerage firm. He began his insurance § ton to 
career with Mutual Of New York. Survived 
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Made Provident Director 





F. MORSE ARCHER, JR. 


F. Morse Archer, Jr., of the Philadel- 
phia law firm of Archer, Greiner, Hunter 
& Read, has been elected a director of 
Provident Mutual Life, it is announced 
by Thomas A. Bradshaw, president of 
the company. 

Mr. Archer is a director and member 
of the executive committee of the First 
Camden National Bank & Trust Co. and 
a director of the Levering-Riebel Co. 
He is president of the board of managers 
of the Cooper Hospital and of the State 
of New Jersey Board of Child Welfare. 
A graduate of Phillips Exeter Academy, 
Princeton University and Harvard Law 
School, Mr. Archer serves as vice chair- 
man of the standing committee on judi- 
cial appointments of the New Jersey 
State Bar Association. 





. . 
Given Enlarged Duties 
James B. Ross, assistant actuary, 
Connecticut General Life, has been given 
new responsibilities in the reinsurance 
department. He has been in the actuarial 
division of the Group insurance depart- 

mént since 1956. 

Mr. Ross joined the company in 1951 
following graduation from Harvard, 
where he received a Bachelor’s degree 
with honors. In 1954 he became a Fellow 
of the Society of Actuaries and was 
named actuarial assistant. The following 
year he was appointed senior actuarial 
assistant and in 1957 assistant actuary. 





Manhattan Life Appoints 
Karnes in Port Chester 


Archer Karnes has been appointed dis- 
trict agent of Manhattan Life in Port 
Chester, N. Y. 

With the Manhattan Life since Jul 
1956, when he joined the Charles S. 
Gribbin Agency, White Plains, Mr. 
Karnes had previously been with the 
nsurance Company of North America 
as a field representative. 

_A native of Port Chester, Mr. Karnes 
'Sa veteran of the Navy and currently 
holds the rank of lieutenant in the 
Naval Reserve. 





Mrs. J. L. Batchler Dies 


Daisy Nellis, widely known concert 
Planist and wife of Jack L. Batchler, vice 
President and secretary, Kansas City 
Life, died last week in Kansas City. 
he was one of the first pianists to ap- 
Pear on the radio and had been featured 
M vaudeville with George Jessel, Eddie 
%y and Gus Edwards. She was one 


% the first honorarv members of Kan- 


sas City Musical Club and in addi- 
"on to her husband and a daughter is 
‘urvived by a grandson. 





LAA’s 25th Anniversary 


(Continued from Page 11) 


effort to their task of selecting the win- 
ning awards. He noted that a larger 
number of life insurance men than here- 
tofore were on the panel. One of the 
comments made by the judges, he said, 
was that “the very common tendency 
to use pictures of company executives 
in insurance journal ads has influenced 
a lower rating.” It was also pointed 
out by the judges that “there seems to 
be a confusion between public relations 
and publicity.” 


LAA Now Has 459 Members 


At the annual business meeting on 
October 23 President Crockford gave 
well deserved recognition to “the blue 
ribbon team of hard-working committees 
which have served LAA so faithfully in 
the past year. 

In the regretted absence of John L. 
Briggs, Southland Life, his repdrt as 
secretary was presented by Richard L. 
Hindermann, Pan-American Life, who 
noted that LAA’s membership is now 
made up of 459 members from 204 com- 
panies, an increase of 28 members and 
12 companies compared with a year ago. 

Robert S. Kieffer, CLU, Metropolitan 
Life, reporting as treasurer, pointed to 
LAA’s healthy financial condition as of 
October 10, 1958. On that rate its total 
cash and bonds on hand was $16,221.85. 
Mr. Kieffer was commended for his 
efficient job by the auditing committee, 
and David W. Tibbott, New England 
Life, also spoke appreciatively of his 
work. 

Instead of reading his full report at 
this session Mr. €rockford touched on 
a few highspots. Among them was the 
study made by a special subcommittee 
into the problem of an LAA permanent 
central address. While no final solution 
was reached when their recommenda- 
tions were made to the executive com- 
mittee, it was decided to approve in 
principle that, “in the interest of trying 
to find a peg on which to hang LAA’s 
hat, the nominating committee next year 
be instructed to name as secretary of 
LAA someone located in New York or 
New Jersey.” Furthermore, it was felt 
that this should be the location of each 
succeeding secretary so that LAA can 
establish a more or less permanent 
location. 

Mr. Crockford then expressed LAA’s 
sadness at the passing in the past year 
of two of its oldest members in point 
of service: Joseph Chandler, Sun Life 
of Canada, and Lewis B. Hendershot, 
Berkshire Life, who was LAA’s presi- 
dent in 1945, 

It is a certainty that LAA’s members 
will share with Morgan Crockford and 
his fellow officers and executive com- 
mitteemen a sense of satisfaction that 
considerable progress has been made by 
the organization in its 25th anniversary 
year. In the quality of the Montreal 
meeting, particularly its program of 
speakers, stands out. 


Welcomed by Canadian Cabinet Member 


It gave added prestige to LAA to be 
welcomed at the opening session by a 
Canadian Cabinet member — William 
Hamilton, M.P., who is Postmaster- 
General of Canada. Also on the pro- 
gram were four executives of major life 
companies—Edwin C. McDonald, vice 
president, Metropolitan Life; Charles B. 
Laing, vice president, The Prudential; 
Rex H. Anderson, vice president, Life 
Insurance Co. of North America; and 
Orson Hart, second vice president and 
economist, New York Life. Unfortun- 
ately sickness in his family prevented 
Mr. Hart from attending. His address 
was read by John M. K. Abbott, also a 
second vice president of New York Life. 

Among other program highspots were 
the thoughtful addresses by Judd C. 
Benson, general manager. home office 
agency of Union Central Life; Bertram 
Lange, manager, marketing services of 
Life Magazine; Irving Gilman, vice 
president, Institute of Motivational Re- 
search, and A. J. Seaman, executive vice 


president, Compton Advertising, Inc., 
New York. 
Finally, Donald E. Lynch, Mutual 


Moody and Dinsmore Appointed By Travelers 





WILLIAM B. MOODY 


Two claim examiners have been ap- 
pointed in the life, accident and Group 
claim department at the home office in 
Hartford, it has been announced by 
The Travelers. 

They are William B. Moody and 
Richard W. Dinsmore at Hartford. It 
was also announced that three super- 


vising adjusters were appointed at 
Shreveport, La.; Longview, and Fort 
Worth, ‘Texas. They are Joseph R. 


Murph, Shreveport; James W. DeJar- 
natt, Longview, and Charles S. Santord, 
Jr., fort Worth. 

ir, Moody joined The Travelers in 
1953 as an adjuster at Worcester and 
served at that othce as lime adjuster 
and supervising adjuster. He is a grad- 
uate ot Eastern Illinois State Coilege 
where he received his b.S. degree. Mr. 
Moody 1s a veteran of two years’ service 
with the Army and holds the rank of 
Ist lieutenant in the Army Reserve. 

Mr. Uinsmore became associated with 
The Travelers in 1953 as an adjuster at 
Yoledo and in 1957 was appointed line 
adjuster there. He is a graduate of 
Onio State University where he received 
his B.A. degree. Mr. Dinsmore is a 
veteran of service with the Navy during 
World War II and the Korean Contlict. 

Mr. Murph joined The Travelers in 
1942 as an adjuster at Shreveport. He 
has served as resident adjuster and dis- 
trict adjuster at that office. In his new 
appointment, Mr. Murph will be in 
charge of the newly-created direct re- 
porting service office at Shreveport. « 

Mr. DeJarnatt has been with The 
Travelers since 1948 when he joined the 
company as an adjuster at Dallas. He 
has served as a resident adjuster and 
district adjuster at Longview, Mr. De- 
Jarnatt received his B.S. degree from 
Middle Tennessee State College and his 
LL.B. degree from Cumberland Univer- 
sity Law School. He is admitted to 
practice in the state of Tennessee. He 
is a veteran of service with the Army 
during World War II and was separated 
from active duty as a lst lieutenant. Mr. 
DeJarnatt will be in charge of the 
service office at Longview. 

Mr. Sanford joined The Travelers in 
1946 as an adjuster at Dallas. In 1953, 
he was named district adjuster at Fort 





Benefit Life, did himself proud in pre- 
senting LAA’s new handbook, “Public 
Relations for Life Insurance Companies.” 
He gave full credit to its 15 contributing 
editors, all prominent life insurance men, 
noting appreciatively the guidance and 
counsel of President Crockford, Donald 
F. Barnes of Institute of Life Insurance; 
A. H. Thiemann, New York Life, and 
Minona Lee, his secretary, “who under- 
took the monumental task of typing, 


process and proof-reading of the various 
manuscripts.” 








RICHARD W. DINSMORE 


Worth and in his new appointment will 
be in charge of the newly-created direct 
reporting service office there. He is a 
veteran of four years’ service with the 
Marine Corps during World War II 
and more than a year’s service during 
the Korean Conflict. Mr. Sanford was 
separated from active duty as a captain. 
He is a graduate of North Texas State 
College where he received his BS. 
degree. 





LIFE OF VA, CHANGES 

The following changes have been an- 
nounced in Life Insurance Company of 
Virginia’s combination field: 

O. Lodric Wilson, field training super- 
visor, has been appointed manager of 
the company’s Thomaston, Georgia, dis- 
trict office. Joe T. Stephens, associate 
manager of the company’s Evansville, 
Indiana, district office, has been pro- 
moted to field training supervisor. 





Society of Actuaries 


(Continued from Page 12) 


Actuaries Club to inaugurate a program 
for teaching actuarial science in the 
southeast. A discussion of similar devel- 
opments in their local areas was given 
by J. C. Angle of Woodman Accident 
& Life and W. R. Battle of South- 
westen Life. H. C. Hanlin, Provident 
Life & Accident, felt that an alternative 
to formal courses in actuarial science 
was to have math departments provide 
courses aimed directly at Parts 2 and 3 
of the actuarial examinations. J. E. 
Morrison, Great-West Life, and C, H. 
Tookey of Occidental both described 
existing programs in their areas and 
stated that the need for greater student 
recruiting was apparent. 


Life-Casualty Mergers 


H. R. Lawson, National Life of Can- 
ada, described the recent arrangement 
entered into between his company and 
the Glens Falls Insurance Co. National 
Life plans to offer a line of life policies 
through Glens Falls agents. 

Outlining the reasons for Allstate’s 
entry into the life field, E. J. Mullen 
emphasized the profit potential to the 
insurer and its agents and one-stop 
service to customers. M. J. Wood, Trav- 
elers, discussed the types of life policies 
the casualty agent can sell after moderate 
training and said that for more ad- 
vanced underwriting the casualty agent 
can rely on his manager and general 
agent. 

R. G. Espie, Aetna Life, questioned 
the demand for one-stop service and 
whether the companies will actually ob- 
tain all of the advantages they hope 
for in entering a multiple line operation. 
B. O. Gamble of Monarch Life pointed 
out that greater stability might be 
achieved in a multiple line operation. 
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MEZEY’S “ALL RISK” PROPOSALS 


Tackling a most controversial problem 
with firmness and decision, Albert E. 
Mezey, president of the large New York 
City agency of Hoey, Ellison, Frost, 
Mezey, Inc., advocates that insurance 
companies withdraw personal property 
floaters, Homeowners “C” contracts and 
commercial property policies from New 
York State. He calls for this with- 
drawal, in addressing the New York 
State Association of Insurance Agents 
at Garden City this week, for the pur- 
pose of removing a segment of business 
that has been unprofitable 
from an underwriting standpoint. 

He contends that as_ periodic 
boosts have failed to make the business 
profitable, the companies have greatly 
restricted their acceptances and this has 
tended to injure relations with customers 
and prospects. Consequently to remove 
these policies, which Mr. Mezey 
tends provide far too great coverage, 
will be in the interests of the public, 
companies, agents and brokers. He says 
present markets for these policies are 
largely a fiction so why not courageously 
face facts? 

Mr. Mezey’s proposal appears to have 
strong support from many companies 
and producers. He tells the industry his 
suggestion is not a step backward but 

needed “as a stride 
providing insurance coverages 


consistently 


rate 


con- 


an action forward 


towards 


on a sound basis. We must return to 
fundamentals.” 
All risk” coverage is a luxury, not 


a necessity, Mr. Mezey contends. For 
those who require the broadest insur- 
ance, and can afford it, the insurance 
industry should develop specialized cov- 
erages, he says. For the average per- 
son who desires a wide range of pro- 
tection that can be attained through pur- 
chase of individual coverages. 

It is Mr. Mezey’s contention, 
ported by many underwriters, that so- 
called “all risk” insurance on PPF poli- 
cies, and the Homeowner’s “C”, is an 
invitation to dishonesty. For years in- 
land marine underwriters have been try- 
ing to hold down PPF acceptances, 
knowing the loss ratios are always ex- 


sup- 


Then came the_ broad 


policy, 


cessively high. 

Homeowners “C” 
rates PPF 
tion, at generally lower 
soon discovered that 
finding the PPF market closed to them, 
Homeowners’ 


which incorpo- 
some in addi- 
cost. It 


brokers, 


coverage and 
was 
numerous 
underwriters and 
oftentimes in the 


went to 
replaced the business, 
same company. 

By his Mr. Mezey confi- 
dently believes that a forward step will 
be taken in preserving the fundamental 


suggestion 


insurance. He _ observes 
in the poli- 


cease 


principles of 
such principles are violated 
have the industry 
writing. Mr. recommendations 
deserve full They are 
made as suggested solutions to problems 
have plagued the indus- 
revisions being of little 
be commended for 
his frank approach, especially as he is 
a producer whose income depends upon 
rather than less, insurance. 


cies he would 
Mezey’s 
consideration. 
which for years 
try, with rate 
assistance. He is 


selling more, 


Carl DeBuck, executive vice president 
of Union Central Life, will head the 
new electronics department being set up 
by Union Central Life. The department 
will handle electronically all standard 
claim’ processing work and compilation 
of actuarial data, formerly scattered 
among several departments. Mr. De- 
Buck is relinquishing his post as comp- 
troller to Robert C. Johnson formerly 
first assistant comptroller. Others as- 
sociated in the electronics work will be 
William H. Niland, assistant comptroller 
who has been advanced to second vice 
president, and Robert J. Horton, man- 
ager of the company’s Hollerith division, 
named an assistant vice president. Mr. 
DeBuck came to Union Central in 1937 
from a firm of public accountants. 
Messrs. Johnson and Niland have been 
with the company’s home office since 


1932 and Mr. Horton sittte 1937. 


* * * 


A. E. Spottke, vice president of the 
Allstate in a recent speech in Washing- 
D. C., praised the General Federa- 
tion of Women’s Clubs for its recently 
announced program for improving driver 
performance through better licensing 
procedures, but told the clubwomen that 
their views must be expressed firmly 
and repeatedly to public officials and 
legislators to get constructive action. 


ton, 














Reading left to right: William Greenwood, Felix Stetson, Franz Kuehlken, William 
Williams, Hans Schinhammer, E. D. Armantrout, Anton Weiler, Dr. L. H. Schweser, 
Joseph Franken, F. Phelps Todd. 


A group of prominent German insurance men now in this country on a visit 
to insurance companies and insurance industry organizations was photographed in 
Philadelphia during a visit to Provident Mutual Life. Although the Germans have 
been discussing all operational phases of the insurance industry in this country 
they are particularly interested in underwriting and marketing procedures. 

Members of the German group in above picture are Joseph P. Franken, retired 
Secretary of State for West Germany and on board of Gerling Insurance Co.; 
Anton Weiler, Gerling director; Franz Kuehlken and Hans Schinhammer, general 
agent for Bavarian Insurance Co., Ltd., and for Alliance; Dr. L. H. Schweser, 
regional director in Hamburg for Bavarian Insurance Co., and Felix Stetson of Tour 
America, the interpreter. Representing the Provident in the picture are F. Phelps 
Todd, vice president and insurance supervisor; Everett D. Armantrout, director 
of sales research; William H. Greenwood, Ir. associate insurance supervisor; 
and William G. Williams, manager Group insurance department. 


John W. Graham, ().C., who has been Lieutenant Commander Frank M. 
general counsel of “Imperi: il Life’ of Adams, executive officer of USS 
Canada, has resigned and will enter Nautil ‘ 3 tl nied gf 
general practice of law in partnership ‘@Ut!US, was recently presented av 
with Russell T. Payton, Q.C., and homecoming ceremony in Memphis with 


a plaque. The presentation was made by 
Richard P. Koehn, general manager of 
Memphis New York 
Life. The plaque contains facsimilies of 
a letter from Dudley Dowell, executive 
vice president of the and 


Stanley C. Biggs, 0.C. New firm will be 

Payton, Biggs & Graham. Its offices 

are in Bank of Canada Building, Toronto. 
x * x 

Paul W. Watt, president of Washing- 

ton National Insurance Co., was recently 

reelected president of the Insurance 


general office of 


company, 


Economics Society of America at its travel permit issued in 1849 in connec- 
16th annual meeting held in Chicago. tion with a life insurance policy written 
Mr. Watt has _ been associated with by the company—then known as. the 
Washington National since 1930. Noutilas Lite ‘Tesurotich Cé. “Phe Me 


mit allowed the insured traveler, for an 
extra premium, to make the then perilous 
journey around Cape Horn. Commander 
Adams’ father, the late Harry E. Adams, 
represented New York Life’s Memphis 
general office in Tunica, Miss., from 


1923 to 1949. 
oe 


Carrol M. Shanks, president of The 


Prudential, was presented rec ently with 


the Brotherhood Award “for  distin- 
guished service in the field of human 
relations” at a dinner in_ his honot 


sponsored by the National Conference 
of Christians and Jews at the W aldorf- 
Astoria, John D. Butt, board chairman 
of the Seamen’s Bank for Savings, serve 
as chairman of the $100 per plate even! 
attended by 400 members of the savings 
bank, insurance and real estate fields. 
Paul T. O’Keefe, deputy Mayor of the 
City of New York, made the present- 
tion of the award in the form of 3 
silver plaque to Mr. Shanks. The Pru- 
dential president heard tributes from all 
the speakers for his business leadership, 
his widespread civic and philanthropic 
activities and for his high sense of S0- 
cial responsibility. 


CARL DeBUCK 
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Doesn’t Believe State Supervision 


Will Be Superseded 


Predicting that “there will be no suc- 
cessful effort in the Congress to effect 
Federal regulation of insurance,” but 
there will be some combination of Fed- 
eral regulation “which will be compatible 
with, and will not supersede State regu- 
lation,” Edwin W. Patterson, former 
Cardoza professor of jurisprudence of 
Columbia University School of Law, was 
featured as speaker before the 15th an- 
nual conferement of the Chartered Prop- 
erty and Casualty Underwriters in Los 
Angeles last week. He is author of the 
hook, “The Insurance Commissioner in 
the United States.” 

Presented by the Pacific chapter of 
CPCU the all-industry luncheon drew 
capacity attendance from the industry 
in Southern California to the Embassy 
Room of the Ambassador hotel. Harvey 
Drinkwine, a local agent in Inglewood, 
Cal, and president of the Pacific chap- 
ter, presided. 

In 1935-39 Professor Patterson was in 
charge of a complete revision of the 
New York insurance law, enacted 1939. 
In years 1944-45 with Professor Neel, 
he was a special consultant for the Life 
Insurance Association of America on 
the effects of the 1944 Supreme Court 
decision. He retired in 1957 as Cardoza 
Professor Emeritus of Jurisprudence in 
Columbia University. He came to Los 
Angeles this fall as Legion Lex Visit- 
ing Professor of Law. 

Enlarging on the predictions of his 
talk at CPCU Professor Patterson said: 
‘There will be no successful effort in 
the Congress to enact general super- 
visory laws over inter-State insurance 
activities and thus replace the present 
‘system’ of State supervision unless State 
supervision proves to be in many ways 
and in many instances, corrupt, con- 
trolled by political influence or inef- 
lective. Fortunately we have seen re- 
markably few instances of official cor- 
tuption in State insurance departments. 
“The chief fault of State supervision 
is the ineffective control of some States 
over their domestic companies which by 
mass advertising or direct mail solicita- 
ton victimize the residents of other 
States. Prolonged public irritation over 
such evils may lead to a demand for 
Federal supervision, which in some fu- 
ture “New Deal” or “True Deal” admin- 
istration may be successful. 

“However, my second prediction is that 
there will continue to be some Federal 
regulation of the insurance business 
which will be compatible with, and will 
hot supersede general State supervision. 
Federal power may be extended to those 
Situations in which a State cannot effec- 
lively suppress an evil or protect its 
(itizens, Therefore, it is my belief that 
the honest and competent insurance or- 
Sanizations, especially the ones that have 
built up the incomparably excellent in- 
surance facilities that we now have, 
ire mistaken in their efforts to protect 
Ml insurers from Federal regulation un- 
er all circumstances. They would be 
better advised to seek the most effective 
‘ombination of Federal and State reg- 


— 




















ulation that will best protect the inter- 
ests of the insuring public. In doing 
this they not only would be serving their 
own best interests but also would be 
acting for the public good.” 

ver nee 


New Books on Insurance 

At intervals the insurance division of 
the Special Libraries Association pub- 
lishes “Insurance Book Reviews,” in 
which listings ate given of new volumes 
published in the insurance business. 

Few new books are being published 
on fire insurance topics, but there is 
a growing number on accident and 
health, casualty and Social Security. 
Why fire insurance people so rarely pick 
up a pen and write about themselves or 
their business I have never known. 

New life insurance books continue to 
come in a stream. Even at that the Spe- 
cial Libraries Association’s insurance 
committee doesn’t allot much space to 
those on salesmanship. Many people 
in life insurance selling are willing to 
tell others how to succeed, so there is 
no lack of such books. If any book on 
salesmanship attracts the eye of the 
sales division of General Motors, Ford 
Motor Co., General Electric or a couple 
of hundred other corporations which 
have large fleets of salesmen, the lucky 
publisher may get an order for 50,000 
copies. Such orders, however, are rare. 

These are the books or brochures 
listed under the fire and marine cate- 
gory, and have been published in time 
for listing in the Special Libraries com- 
mittee: 

Nuclear Hazards Insurance: Property 
and Liability Protection for Private In- 
dustry—Alexander & Alexander, New 
York. 

Insurance in Russia.—J. J. Cook, Aetna 
Life. 

Hail Insurance on Kansas Wheat.— 
Max E. Fessler. University of Kansas 
School of Business, Lawrence, Kan., pub- 
lisher. 

International Union of Marine Insur- 
ance and International Chamber of Com- 
merce. Published by American Institute 
of Marine Underwriters, 999 John Street, 
New York. Tables of Practical Equiva- 
lents; Principal Terms, Clauses and Cov- 
ers Used in Various Countries for the 
Insurance of Cargo Against Transport 
Risks. 

Physical Damage for Newspapers.— 
T. M. Irvine and Robert Mielke. 

The editors did find two sales volumes 
of life insurance which they listed. Thev 
are Life Insurance by John Magee and 
How Much Life Insurance Should You 
Buy? by Professor Robert I. Mehr. 
A few new tax books are listed. 

Most of the books in the casualty 
insurance section have to do with the 
physical side of risks, such as treatises 
on strengthening mines, steel roofs and 
shaft sinking. 

Editors of the librarians book review 
listings are Angelica Blomshield, New 
York Life; Agnes Brite, New England 
Mutual; Louise M. Brown, Insurance 
Society of New York; Elizabeth Fergu- 
son, Institute of Life Insurance; Miriam 
Fitts, National Life of Vermont; and 
Emma Turner, Hardware Mutuals. 
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Fabian Bachrach 
JULIUS S. WIKLER 


Federation of Jewish Philanthropies 
to Honor Superintendent Wikler 


Wide interest is being shown in the 
annual dinner of the General Insurance 
Division of the Federation of Jewish 
Philanthropies which will have Insurance 
Superintendent Julius S. Wikler of New 
York as the honored guest. The testi- 
monial will take place in the Hotel New 
Yorker on Monday evening, November 
24. Leading members of the insurance 
industry will cite Mr. Wikler for his 
leadership in communal and_ philan- 
thropic service. Alfred I. Jaffe and 
Charles H. Lempert are chairman and 
co-chairman, respectively, of the dinner 
and fund drive. 

A Phi Beta Kappa graduate of the 
City College of New York and a gradu- 
ate of Harvard Law School, Superin- 
tendent Wikler has actively worked with 
communal and civic organizations for 
the betterment of all. Among his achieve- 
ments are: member of the President’s 
Council of Yeshiva University; honorary 
president of the Stuyvesant Polyclinic; 
board member of the Home of Sons and 
Daughters of Israel, and past president 
of the Jewish Community Council of 
Mount Vernon. 

“In a year when Federation faces a 
serious problem in the maintenance of 
its 116 outstanding agencies which an- 
nually serve 700,000 people of all races 
and creeds, we are privileged to have 
Julius Wikler, a leading figure in pro- 
fessional and communal activity as our 
guest of honor,” Mr. Jaffe stated. 

Members of the executive committee 
helping to plan the testimonial are: 
Leon Anish, Clarence Axman, John 
Berger, Arnold M. Bergson, Milton 
Berson, Louis Berly, Samuel Davis, 
Nathan Dobson, Jacob J. Dorman, Mon- 
roe Eisenberg, Louis Frank, George P. 
Frenkel, Leo S. Frenkel, Irving Gerwitt, 
Joseph Goldman, Harold Goodstein, 
Edward Greenbaum, Jr., A. J. Gurevich, 
Daniel D. Haber, Carl Harber, Herman 
H. Heller. Jack Hyman, Oscar Katz, 
William E. Kaufman, Harry R. Lea, 
Toseph Levin, Michael H. Levy, Charles 
Liebowitz, John Loeb, Arthur D. Marks, 
Jr., Eugene C. Merrill, Paul H. Meyer, 
Jerome S. Miller, Charles Morse, Harry 
Potash, Henry I. Rosenblatt, Charles S. 
Rosenthal, Henry N. Sachs, Henry Sal- 
feld, Joseph L. Sanders, Jack Scharf, 
Edward Schenberg, Joseph J. Schickler, 
Howard Sloan, Isidore Spector, Frank 
Spitalny, Jack Stern, Morton E. Task, 
Julius L. Ullman, Edwin D. Weinstock, 
David A. Weisburger, Milton L. Weiss- 
man, David C. White, Clarence , K. 
Whitehill and Lawrence Wolff. 





PROFESSOR E. W. PATTERSON 


Illinois Keeps Them Posted 


Joseph S. Gerber, Director of Insur- 
ance, Springfield, Ill., has sent out copies 
of recent opinions rendered by the At- 
torney General of Illinois relating to 
problems affecting the regulation of in- 
surance in the State. It is also enclosing 
a compilation of the rules and regula- 
tions of that Department. 

Director Gerber says: “We hope to 
keep all domestic insurance companies, 
insurance publications, rating, statistical 
and advisory organizations constantly in- 
formed of opinions, rules and regula- 
tions of the Attorney General and the 
Department in the interest of more 
effective regulation. 

Considerable space is given to sec- 
tions about accident and health insur- 
ance advertising. One section of the De- 
partment’s rules has to do with impor- 
tance of making words clear-cut. It 
demands that the use of words or 
phrases the meaning of which is clear 
only by implication or by familiarity 
with insurance terminology shall not be 
used. 

Commenting on “deceptive words, 
phrases or illustrations” Department 
Commissioner Gerber says: 

“Words, phrases or illustrations shall 
not be used in a manner which misleads 
or has the capacity and tendency to de- 
ceive as to the extent of any policy 
benefit payable, loss coverage or pre- 
mium payable. An advertisement relat- 
ing to any policy benefit payable, loss 
coverage or premium payable shall be 
sufficiently complete and clear as to void 
deception or the capacity and tendency 
to deceive.” 

In explaining this the Commissioner 
gets busy with terminology. Saying: 

“The words all, full, complete, compre- 
hensive, unlimited, up to, as high as, 
‘this policy will pay your hospital bills’ 
or ‘this policy will replace your in- 
come’ or similar words and phrases shall 
not be used so as to exaggerate any 
benefit beyond the terms of the policy, 
but may be used only in such manner 
as fairly to describe such benefit. 

“A policy covering only one disease or 
a list of specified diseases shall not be 
advertised so as to imply coverage be- 
yond the terms of the policy. Synonym- 
ous terms shall not be used to refer to 
any disease so as to imply broader cov- 
erage than is the fact. 

“The benefits of a policy which pays 
varying amounts for the same loss oc- 
curring under different conditions or 
which pays benefits only when a loss 
occurs under certain conditions shall not 
be advertised without disclosing the lim- 
ited condition under which the benefits 
referred to are provided by the policy.” 

Commenting on testimonials the Di- 


(Continued on Page 28) 










UNDERWRITER 









October 31, 1958 














Mezey Asks Withdrawal 
Of “All Risk” Forms 


PPF AND HOMEOWNERS ~~ 





Also Commercial Property Floater; 
Says Higher Rates Will Not Offset 
Continuous High Losses 





In a bold step to remove underwrit- 
ing losses, improve public relations and 
moral hazard risks and return to funda- 
mental principles of insurance Albert E. 
Mezey, president of Hoey, Ellison, 
Frost, Mezey, Inc., agency in New York 
City, suggests that insurance companies 
remove in New York State the personal 
property floater, the Homeowners “C” 
policy and the new commercial property 
policy, which has not yet been written 
in this state. Addressing the downstate 
regional meeting of the New York State 





ALBERT E. MEZEY 


Association of Insurance Agents at Gar- 


den City on Tuesday, Mr. Mezey called 
on the agents and company executives 
present at this huge gathering for “your 
support in helping to remedy a disas- 
trous condition in our business.” 

For several months Mr. Mezey has 
campaigned in company and production 
circles against what he considers the 
practice of issuing new and_ broader 
coverages with “extras” for which little 
or no premium is collected. Now before a 
large group of producers and company 
men he cited the continuous bad loss 
ratios for the PPF, the more recent un- 
derwriting losses on Homeowners “C” 
policies and cited figures to show that 
such losses are not removed by periodic 
rate increases. He holds there are too 
many “giveaway” elements in these cov- 
erages so that they cannot be profitably 
handled. 

As conseqences Mr. Mezey finds re- 
tricted markets, in addition to under- 
writing losses. If the business cannot 
be handled profitably, he stated, and if 
the companies are not willing readily to 
write these coverages, then in the inter- 
est of sound insurance they should be 
removed from the markets here. 

Package Policies Misused 

“IT am not attempting to say that all 
package policies are unsound or that we 
should abandon multiple line underwrit- 
ing,” said Mr. Mezey. “What I am say- 
ing is that both have been misused. 
Since 1951, I have had the good fortune 
to be able to serve on committees of 
various associations, and have seen the 
developments of which I talk. I have 
consistently refused to acknowledge that 
there is any wisdom in an ‘All risk’ 
(Continued on Page 22) 


Taintor Elected Asst. 


Secretary of Aetna 
Nelson C. Taintor, Jr., CPCU, was 
elected an assistant secretary of the 
Aetna Insurance Co. at a meeting of 
directors this week. Mr. Taintor, who 
has been assistant manager of the 
Aetna’s Buffalo office, will be assigned 
to the Aetna’s Middle department and 
foreign department in the home office. 
He will remain in Buffalo until December. 
A native of Hartford, where his father 
is a prominent life insurance agent, Mr. 
Taintor is the third generation in the 
business. He is a graduate of Phillips 
Academy in Andover, Mass., and of 
Yale University. He completed the re- 
quirements for the Chartered Property 
Casualty Underwriter designation in 
1954. Mr. Taintor has been a member 
of the faculty of the University of 
Buffalo, where he has taught insurance 
subjects in the evening school. 





Boston Library Reelects 
Officers and Trustees 


The Insurance Library Association of 
Boston at its recent annual meeting re- 


elected as president, Walter C. Small, 
resident vice president, Royal Ind-m- 
nity; vice president, A. Brooks Parker, 


president, Boston Insurance 
Co.; treasurer, Benjamin M. Hermes, 
executive manager, New England Fire 
Insurance Rating Association; sccretary 
and assistant treasurer, Abbie G. Glover, 
librarian, Insurance Library Association 
of Boston. 
Reelected to the 
Walter C. Small, 
Ralph G. Hinkley, 
thony Faunce and John T. 


Jr., vice 


board of trustees, 
Foster C. Greene, 
Eliot R. Howard, An- 


Trefry, Jr. 





Glens Falls Agents 


Elect Shine President 

Daniel P. Shine of South Glens Falls, 
N. Y., was elected president of the Glens 
Falls Insurance Board at the monthly 
meeting at the Hotel Queensbury. Other 
officers chosen include John Bain, vice 
president; Elizabeth Cooney, secretary; 
Harry Theobold, treasurer; and Joseph 
McPhillips, member of the koard of 
directors. 

The group voted to continue its co- 
operative advertising program. President 
Shine appointed Russell M. L. Carson 
and John Bain to the membership com- 
mittee. 


E. A. Henne Honored 


and 


J. Victor Herd, left, chairman 
president of the America Fore compa- 
nies of the America Fore Loyalty Group, 
presents to Ernest A. Henne an en- 
grossed copy of the resolution of the 
board of directors of the Fidelity-Phenix 
Fire honoring Mr. Henne who recently 
retired as vice president and Western 
department manager for the America 
Fore Group and as a director of Fidelity- 
Phenix. 





America Fore Honors 


Young on Anniversary 

Carroll R. Young, vice president of 
the America Fore Companies of the 
America Fore Loyalty Group, who cele- 
brates his 25th anniversary with the 
Group Novemer 1, was honored Octo- 
ber 30 at a luncheon at the America Fore 


home office in New York City by his 
fellow officers and associates. J. Victor 
Herd, chairman and president of the 


America Fore Companies, welcomed Mr. 
Young into the Old Guard organization. 
Mr. Herd also presented the Old Guard 
watch, pin and engrossed scroll to Mr. 
Young. 

Mr. Young was born in Omaha, Neb., 
and attended the School of Commerce of 
University of Illinois. He began his in- 
surance career with the Continental 
Casualty in 1928 in the fidelity depart- 
ment and later advanced to superintend- 
ent of the eastern surety department in 
New York City. He joined the Fidelity 
& Casualty of New York of the America 
Fore Group in 1933 and was assigned to 
the St. Louis branch office. He was ap- 
pointed a secretary of & C. in 1954 
and returned to the home office bonding 
department. 
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North America Report 
Held Best in Finance 


The 1957 annual report of Insurance 
Co. of North America Companies. this 
week was rated the best of any Ameri- 
can financial institution by “Financial 
World,” weekly business and_ financial 
publication. John A. Diemand, president 
of INA, was presented a silver “Oscar 
of Industry” award by Richard J. An- 
derson, editor and publisher of “Finan- 
cial World,” at the magazine’s 14th an- 
nual awards banquet at the Hotel Astor. 

Published under direction of J. Kenton 
Eisenbrey, secretary and treasurer, INA’s 
annual report won its first silver “Oscar” 
in 1954 and has won 11 bronze “Oscars” 
for best in the property insurance field. 


INA is the only insurance company to 
win either the bronze or silver award 
more than twice. 


More than 5,000 annual reports were 
entered in this year’s annual report sur- 


vey. Ford Motor Co. won the gold 
“Oscar” for the best report in more 
than 100 industrial classifications. 





Weiss in Suburban Field 


Companies of the Pearl-Monarch In- 
surance Group — Pearl Assurances and 
Monarch of Ohio—announced appoint- 
ment of A. G. Weiss as special agent for 
the New York suburban territory. Prior 
to his recent transfer, Mr. Weiss was 
assigned to the company’s Albany office 
as special agent for eastern New York 
State. 









Serving 


INSURANCE AND REINSURANCE COMPANIES 
AND BROKERS WHO DEMAND THE BEST! 


Through long experience and thorough knowledge 
of Reinsurance, we are in the position to supply you 
the essential contracts tailored to meet your specific 


requirements. 


Loonhart and Company, Ine. 


SOUTH & WATER STREETS SARATOGA 7-3500 


BALTIMORE 3 


27 WILLIAM STREET HANOVER 2-6384 
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New York Agents Garden City Meeting 


(Continued from Page 1) 


competition of cut-rate insurers. “The 
harsh laws of economics will not permit 
us to stand still,” he declared. 

Emphasizing that commission arrange- 
ments are a function of individual com- 
pany management, to be performed with 
due regard to its relationship to agents, 
Mr. Dekker stressed that “commission 
fixing is not a function of rate making 
organizations, 

“Tt is obvious that we must find ways 
and means of more efficiently marketing 
our business, especially in those lines 
that lend themselves to mass merchan- 
dising,” he continued. “We are not 
thinking in terms of commission rates 
comparable to the direct writers, since 
our agency system is in a position to 
render a much superior brand of service 
which at a reasonable differential in 


NICHOLAS DEKKER 


price should attract business. 

“Rather we are thinking of an objec- 
tive review and analysis of our present 
operations to ascertain whether they 
might be streamlined and tightened up 
to the degree necessary to make them 
competitive. A change in commission 
rate does not necessarily mean a reduc- 
tion in net income to the agent if 
methods are so simplified that an agent 
is relieved of the burden and expense 
of much duplicate handling of paper 
work and is thereby freed to devote him- 
self to selling, 

“The direct writers by reason of their 
methods are among the largest users of 
electronic equipment, thereby reducing 
the cost of paper work to a minimum. 
Our present system makes it difficult 
for stock companies to take advantage 
of these cost reducing tools,” Mr. Dekker 
believes. 

z Flat Cancellations 

Flat cancellation is another evil that 
must be corrected. We have the honor 
to be chairman of the industry flat 
cancellation committee of which the Na- 
tional Association of Insurance Agents 
is an active and prominent member. In 
fact, the NAIA has distributed a ques- 
tionnaire nationwide to collect infor- 
mation regarding flat cancellations and 
We are now awaiting the results of that 
questionnaire before proceeding with 
further study, after which we would 
lope and expect to have recommenda- 
tions as to what can be done about this 
problem, 

There is a tremendous waste caused 
by the indiscriminate ordering of poli- 
cles by producers, which are later re- 
turned for flat cancellation. The expense 
0 Processing flat cancellations is just 
a great as it is to put the business on 
the books originally. Every department 
in the company—production, underwrit- 
ing, accounting and _ statistical—is in- 
volved. Not to be overlooked is the 
Cost of free insurance that is involved 
M companies accepting for flat can- 


cellation policies that have been in effect 
30 to 60 days. Elimination of this evil 
would enable both producers and com- 
panies to reduce their expense ratio. 

“Our present premium collection sys- 
tem also bears analysis. The direct 
writer insists On premium payment in 
cash or a financing arrangement at the 
inception of liability. Contrast that with 
the collection burden which we impose 
on both the producer and company. 

Underwriting Losses for 1958 

“This year is showing some improve- 
ment, but the red figure will still be 
substantial, according to figures up to 
October 1. 

“Management of companies has an 
obligation to its agents and _ insureds, 
but equally as important is its obligation 
to its stockholders, who have furn:shed 


a —_ ; 
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HERBERT S. BREWER 


the capital to protect the policyholder 
and are entitled to a fair return for 
accepting that risk. In view of the 
serious underwriting loss outlined it 
is incumbent on management to review 
and evaluate every segment of the busi- 
ness to determine whether improvement 
can be made,” Mr. Dekker stressed. 
“The emphasis in recent months has 
been on the automobile business. The 
automobile class in the last two years 
produced about 40% of the total pre- 
mium volume, but accounted for 86% of 
the statutory underwriting loss. It is 
the most volatile of all classes and most 
vulnerable to competitive influences. 
Action taken by individual companies 
limiting volume and reducing commis- 
sions has produced much resentment 
among producers. At this point permit 
me to emphasize that commission ar- 
rangements are a function of individual 
company management, to be performed 
with due regard to its relationship with 
its agents. Commission fixing is not a 
function of rate making organizations. 
“What can we do to improve the 
climate of relations between producers 
and companies? Stock companies origin- 
ally started what is now known as the 
American Agency System. For a hun- 
dred years they have nurtured it and 
watched it grow into the giant of today. 
Can anyone in a right mind really 
believe that stock companies intend now 
to destroy that which they have helped 
develop? 
Confidence in American Agency System 
“We at America Fore Loyalty feel 
very strongly that the independent 
American Agency System is stiil the 
best medium for serving both the public 
and the companies with intelligent, ex- 
pert and superior insurance service. 
That belief, however, does not preclude 
a review and analysis of company-agency 
relationships to determine how the 
agency system may be streamlined and 
made more efficient to meet the competi- 
tion of these companies operating either 


” 


direct or through so-called “captive 
agents, 

“As an indication of our own_confi- 
dence in the American Agency System 
we have in the last 18 months estab- 
lished an America Fore Loyalty school 
for agents. We have just graduated our 
third class. Our purpose is to furnish 
a medium for young men to improve 
their knowledge of the business and its 
sales techniques. The cost of the at- 
tendance at the school is held to a 
minimum for the young men through 
company subsidy. Up to this point we 
have invested almost a million dollars 
in faculty, equipment and subsidy,’ Mr. 
Dekker revealed. 

“Certain classes of business that we 
write lend themselves to mass merchan- 
dising techniques, and it is in these 
classes that the direct writers are making 
the most progress. We doubt whether 
their activities will ever be effective in 
capturing a substantial segment of the 
business that requires the expert service 
that only an experienced agent can give. 

“Let’s look at the automobile picture, 
since that is where the direct writers 
have made tremendous strides. Where 
does their advantage lie? The premium 
dollar breaks down into three compo- 
nents—company administration, agents 
commissions and claim ratio. Let’s make 
a few comparisons— 

Commission Percentages 

“For the years 1956-57 the percentage 
ratio of all expenses, except agents 
commission, for the 18 largest agency 
stock companies was 19.8%. Based on 
a premium rate 20% lower (to equalize 
the comparison with the direct writers) 
this ratio would have been increased to 
24.7%. Contrast that figure with an ex- 
pense ratio for the same components 
for the largest stock direct writer of 
29.2% and for the largest mutual direct 
writer of 30.2%,’ Mr. Dekker told the 
agents. 

“For the same two years the agents 
commission ratio for the 18 largest 
agency stock companies was 22%, the 
commission ratio for the largest stock 
direct writer was 85% and for the 
largest mutual direct writer 7.4%. 

; Claims Ratio 

“For the two year period mentioned 
the stock company loss ratio was 62.8%. 
If we placed our rates on a competitive 
level, reducing them 20%, our loss ratio 
applied to the premium volume written 
would have been increased to 78.5%. The 
largest stock direct writer reported a 
loss ratio of 58.1% and the largest mu- 
tual direct writer 61.1%. These claims 
ratios demonstrate that their selective 
underwriting—stressed to such a degree 
in national advertising—has attracted to 
them a preferred class of business. 

“We are firmly convinced that the 
whole story has not yet unfolded with 
regard to the direct writers. If all of 
the companies were as selective in under- 
writing as they, the logical conclusion 
would be state insurance, since such a 
large segment of the public could not 
buy coverage. The increase in the num- 
ber of individual risks being placed 
through assigned risk pools is already 
alarming.” 

Walsh Against Flat Commissions 

Mr. Walsh of Buffalo said definitely he 
does not favor the system of paying a 
flat scale of commissions to all agents 
for same types of risks. He believes 
better qualified agents should receive 
higher rates than average, and with such 
to attain he feels the mediocre agents 
will be stimulated to improve their 
services. Agents of questionable quality 
should receive less he told the New York 
producers. 

Obligations of agents include those to 
clients, community, companies, fellow 
agents, and to themselves and their 
employes. He stressed that agents must 
provide reliable counsel and_ superior 
service to clients, to justify the higher 
rates paid by customers over those 
offered by direct writers. Failure to 
render this better service warrants a 
client turning to those who offer no 
better service but charge less. 

Mr. Walsh asked the companies to 
permit fieldmen to contact agents more 
frequently and to show an interest in 
the production of their agents. He feels 


fieldmen can be of greater assistance if 
given company authority to act. He 
called on his fellow agents to become 
more active in association work, on 
local and state level, and not to leave 
all duties and responsibilities to already 
overburdened officers. He backs ade- 
quate pay for employes, saying cheap 
office help will be costly to agencies in 
the long run. 


Glavey of Chase Manhattan Bank 


Vice President Glavey of the Chase 
Manhattan Bank likewise stated agents 
today must be professional advisors of 
multiple line coverage rather than mere 
salesmen of the standard contracts of 
yesteryear. From the viewpoint of the 
banker and insurance buyer he said an 
agent should make realistic study of 
each client’s perils, and explain those 
needing coverage, rather than merely 
talking about contracts. If a business- 
man recognizes risks to which he and 
his business are exposed he is far more 
likely, said Mr. Glavey, to be receptive 
to insurance than after listening to the 
good qualities of some new policy. 

Cooperation of agents with local banks 
is profitable both to insurance man and 
banker Mr. Glavey said. Bankers often 
point out to borrowers ways in which 
loans could be impaired through mis- 
haps, which risks can be removed with 
insurance. “We remind our customers 
of the need for adequate coverage,” Mr. 
Glavey said. 

He urged agents through use of co- 
operative advertising on local board basis 
to explain coinsurance to the public, 
especially in the New York metropolitan 
area where coinsurance is required. He 
feels joint advertising will make better 
impressions, bring in premium dollars 
and create satisfied customers, than in- 
dividual explanations of agents to clients. 
In the latter case, he said too often the 
client feels the agent is putting over a 
sales “gimmick,” whereas the institu- 
tional approach in newspapers sounds 
more objective and educational. 

On credit extension Mr. Glavey ex- 
pressed surprise so many agents extend 
credit on insurance without requiring a 
client to sign some sort of note, as 
would have to be done were the same 
person seeking credit at a bank, or store 
on purchase of merchandise. He said, 
“you should not belittle the importance 
of what you are selling by granting 
credit without any written evidence of 
duty to pay.” 

McCormick on Adjustments 


Mr. McCormick, in charge of claims 
for the Royal Globe Insurance Group, 
asked agents to aid in chese unprofitable 
times by promptly and fully reporting 
all details on auto losses, after the 
agents have been notified by policy- 
holders. He revealed that in about 25% 
of their law suits on auto losses such 
are the first notification of the accidents 
having occurred. By prompt notification 
of companies the latter can then in- 
augurate their investigations in time to 
gather facts needed, which often become 
suabeiiniie after lengthy passage of 
time. 

He cited the steady rise of costs of 
repairs on physical damage losses. Mr. 
McCormick expects further increases 
now that the 1959 models of motor 
vehicles reveal more, rather than less, 
expensive trimmings. He said that it 
cost about $15 to settle the average wind- 
shield replacement in 1950, whereas 
today, with the extensive wrap-around 
windshields, cost range from $125 to 
over $175 

Mentioning the high awards granted 
by juries today on personal injury 
claims Mr. McCormick said higher rates 
fail to solve the problem as the “product” 
can be ultimately priced out of the 
market. He believes the only real solu- 
tion is reduction of auto accidents. He 
called for strict enforcement of traffic 
laws, cooperation by agents’ state asso- 
ciations with state authorities and by 
local boards with civic authorities. He 
is certain much can be accomplished 
through the cooperative efforts of organ- 
ized agents in educating the public and 
law enforcement authorities to the end 
that the death and accident toll will 
be reduced sharply in coming years. 















































Agents, Companies Together Can 


Overcome Problems Says Witmeyer 


Peering into the future President 
Forrest H. Witmeyer of the Excelsior 
Insurance Co. of Syracuse, N. Y., fore- 


sees a continuing trend toward more 
packaging of coverages, an increasing 
use of simple and convenient premium 
time-payment plans, probably adoption 
of more deductible provisions for insur- 
ance coverages in varying amounts, in- 
cluding deductible ‘ ‘buy-back” privileges 
at proper rates, applying also to much 
larger deductibles on an optional basis. 
Addressing the annual meeting of the 
Rhode Island Association of Insurance 
Agents at Providence, R. I, Mr. Wit- 
meyer called on agents to make greater 
selling efforts and to be less complacent. 
He feels that while their advertising 
campaigns are excellent such ads will 
be unsuccessful unless producers follow 
them up quickly with intensive sales 
efforts. He also spoke of the cooperation 
companies can give in reducing expenses. 


Expense Saving Methods 


“Certainly there will be a gradual 
adoption of more time and expense- sav- 
ing methods in the writing of policies,” 
President Witmeyer told the agents, 
“the handling of renewals — probably 
more and more of the detail of this 
being assumed by the companies, or per- 
haps through the pooling of office work 
by agencies themselves, possibly even 
through the medium of a local board or 
a state association of agents. 

“Most definitely agents will and must 
find ways and means of spending more 
time face-to-face with customers and 
prospects. This will require a reduction 
in office detail or sufficient clerical per- 
sonnel to handle it, and also an increase 
in the number of salesmen or solicitors 
(perhaps including more girls) who are 
out on the firing line—selling and really 
servicing customer accounts. 

“‘Fictitious group’ insurance in the 
property insurance field is another cloud 
on the horizon that, so far, has been 
fairly well curtailed. 

“For years I have been telling agents 
that for all practical purposes they are 
really insurance companies. The business 
by law belongs to them—only under their 
state laws they can’t keep the business 
(unless they organize an insurance com- 
pany), so what they are doing in effect 
is to reinsure their business 100% with 
their companies—the same as those com- 
panies in turn reinsure part of it in 
other companies. 


“Doesn’t this put a new concept on 
the value and importance of an agent, 
and make companies realize how de- 


pendent they really are on the American 


are willing 


Agency System unless they 
direct or 


to forsake it and operate 
through captive agents? 

“By the same token it places great 
responsibility on each agent, for he must 
protect his ‘reinsurance market’ the same 
as we as a company must protect ours. 
That is why it is so extremely important 
for each agent to do a good job in 
screening the business right at the 
source rather than to throw it at the 
companies and expect them to do it en- 
tirely; and also emphasizes the impor- 
tance ‘of selling insurance to value, with 
adequate and complete coverages. 

“We have our problems today as the 
industry has had them 25 and 50 and 
more years ago, and as we'll continue to 
have them. But I honestly think we can 
minimize and solve these problems—not 
as agents alone, or as companies alone— 
but by insisting that we sit down around 
the conference table together and work 
out our common problems. 

“T feel that we can face our future 
with great confidence if we work to- 
gether as agents and companies, giving 
a little here and there as we work out 
things around the conference table. As 
a stock company executive wrote several 
months ago ‘I would like to see more 
agents of standing added to the boards 
of directors of insurance companies, and 
more intertwinement of agency and com- 
pany men on committees.’ It really 
works, for in our own company we 
have been doing exactly this for more 
than 33 years, and it has long been a 
wonder to me why more and more com- 
panies don’t do this same sort of thing.” 





Camden, N. J., Agents Meet 


J. Lawrence Finlayson, CPCU, spoke 
on the fate of the agency system from 
a lawyer’s viewpoint in addressing the 
Camden-Gloucester County Insurance 
Agents Association at Camden, N. J+, 
this week. He is an attorney and presi- 
dent of the South Jersey Chapter of 
CPCU. He was formerly claims manager 
of the American Surety. 

At a recent meeting the association in- 
stalled the following new officers: 

Floyd R. West, president; Thomas V. 
Alles and Andrew B. Lawson, vice presi- 
dents; Beatrice D. Chew, secretary; 
Vinal A. Johnson, treasurer. 

Also the following are newly elected 
directors: Charles L. Skerrett, Vernon 
E. Norcross, Richard C. Hardenbergh, 
W. Cecil Evans, Ellis Goodman, Ray- 
mond H. Lee, Samuel W. Madara. 


Fred S. James & Co. 
Scholarship Program 


In the interests of developing promis- 
ing students in the insurance field, Fred 
S. James & Company, large general in- 
surance firm with headquarters in Chi- 
cago, has established a $500 scholarship 
at the Illinois Institute of Technology. 
The 4-year scholarship will be awarded 
to a student pursuing Illinois Institute 
courses in fire protection and_ safety 
engineering. Candidate for the scholar- 
ship will be enlisted by the Illinois In- 


stitute of Technology and Fred. S. James 
& Co. 





Jennings President of 
Missouri Agents Assn. 


George Jennings, partner in firm of 
Buschman-Jennings-Trout, Inc., general 
insurance, St. Louis, was elected presi- 
dent of the Missouri Association of Inde- 
pendent Insurance Agents at the annual 
meeting. He succeeds F. Vernon Grif- 
fith, Kansas City, who served as presi- 
dent in 1957 and again in 1958. 

Other officers elected were: Vice 
president, William Lakenan, Perryville; 
secretary-treasurer, Maurice Fogel, Kan- 
sas City; state n< ational director, Lyman 
Winter, Jefferson City. 

The association also voted to change 
its official name to the Missouri Asso- 
ciation of Independent Insurance Agents 
as more descriptive of the organization. 
This will also enable the members to 
use the national emblem carrying the 
words Independent Insurance Agents. 


Permanent Licensing of 


Companies In Texas 


Two major changes in Texas depart- 
mental procedures—one looking to per- 
manent licensing of insurance companies 
and the other to uniformity in agency 
licensing also on a_permanet_ basis- 
have been advocated in a progress report 
of the Texas Research League released 
by Rodman Porter, staff member of the 
independently operated organization. De- 
tails of the proposals were not disclosed 
but are expected later this year. 

According to Mr. Porter, annual li- 
censing for companies “means an annual 
period of suspense and _ frustration 
while waiting for Department action 
sometime between February 1 and May 
31. Permanent licenses could be sus- 
pended or revoked at any time, of course, 
so up to now we have discovered no 
reason for annual licenses. Of course, 
certain certificates would still have to 
be prepared for companies operating in 
other states.” 

Another recommendation was _ estab- 
lishment of a five-year record for com- 
panies “to give a bird’s-eye view of 
where the company is going and how 
it is getting there.” This record, it 
was said, would be set up to show 
changes in organizations, authorizations 
of lines written, assets, liabilities, and 
results of departmental hez arings and 
routine or special examinations. 

The report, in dealing with agency 
licensing, said the league could find no 
reason for differences in licensing. fire 
and casualty agents, now handled on a 
permanent basis, and life agents, who 
are re-licensed annually. “in all of 
these areas,” said Mr. Porter, “we rec- 
ommended uniformity to permit more 
regular procedures and more under- 
standable and reasonable practices.” 
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Ontario Agents Elect 

A member of the Ontario legislature, 
A. H. Cowling (P. C. Toronto High 
Park) has been elected president of the 
Ontario Insurance Agents’ Association 
Mr. Cowling is the first Torontonian t 
head the 2,000-member organization, 
which held its 38th annual meeting 
The immediate past president is Wallace 
Wood of Hamilton. 

Elected vice presidents were F. B 
a of Chatham, Fred Funston of St 
Catharines and Bert Walters of Toronto 





SAVAGE AS WOBO THE CLOWN 

Walter B. Savage, special agent for 
the Standard Fire in Trenton, N. J., wh 
is known as WOBO the fire clown, Is 
now giving his clown fire prevention skit 
to children in the lower grades 0 
schools and those interested in the satety 
skit should contact Mr. Savage m™ 
Trenton. 





PRODUCERS REVIEW CLASS 

The Home Insurance Co. will conduct 
a review class for students planning t0 
take the New York State brokers’ and 
agents’ examination at the Hotel Mc- 
Alpin’s Crystal Room, 34th Street and 
Broadway, New York City, on Thurs- 
day, November 6, from 6 p.m. to 9:30 p.m 
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Gerber Sees Chance of Fictitious 
Group Writings Being Made Legal 


Director of Insurance Joseph S. Gerber 
yf Illinois presented the public’s view on 
fictitious groups im the fire and_ casualty 
fields when he addressed the National As- 
sociation of Insurance Agents’ convention 
at New Orleans recently. He stated that 
such “groups” which are given preferential 
vate treatment represent a public desire to 
cut living costs. Moreover, he stated that 
while at present such “fictitious groups” 
are held illegal by state Insurance Depart- 
ments, tt 1s possible that one or more states 
may legalize such groupings, which would 
remove present charges of rate discrimina- 
tions. In offering what he termed a real- 
istic approach to the entire problem, Direc- 
tor Gerber told the agents: 


Those states that have taken steps to 
outlaw the fictitious group are doing so 
in full cognizance of the laws of their 
states, but this does not in any way de- 
tract from the over-all serious problem 
that all agents and brokers may eventu- 
ally be faced with the problem of legis- 
lation permitting the group writing of 
fire and casualty business. If such groups 
can be legally established, then argu- 
ments on licensing, and payment of pre- 
mium taxes will be inconsequential, The 
sole and determining issue will be that 
of discriminatory rates. 


Is Preferential Rate Discriminatory? 


A very serious question arises as to 
whether or not a preferential rate to a 
properly constituted group would be dis- 
criminatory. The ultimate consumer is 
concerned about cost and I can envision 
the possibility or probability of rating 
laws being properly interpreted to make 
this type of group rating in the fire and 
casualty field a reality. 

True, all of this might be damaging 
to the independent agent, but here too, 
as in many other phases of the insurance 
business, that which is detrimental to 
the system of independent agents be- 
comes inconsequential to the benefits 
which the citizenry may enjoy. 

The whole system of packaging of in- 
surance coverage, which is an accepted 
method of doing business in many re- 
spects, is similar to that of the group 
fre and casualty business in the sense 
that the group is receiving packaged 
coverage to fit a particular need. Inas- 
much as the concept of packaging is 
being demanded more and more by the 
public, what would the public’s reaction 
be to any attempt to oppose group fire 
and casualty business at a savings. 

The agency system cannot be guilty 
of refusing to approve of any plans that 
will simplify the operation of the insur- 
ance business which may result in lower 
cost to the consumer. Therefore, the 
independent agent is challenged on many 
occasions to determine what is in the 
public interest and will not result in the 
disintegration of the agency system. 


Objections to Fictitious Groups 


What are some of the prime objections 
to fictitious groups; (1) in many in- 
stances fictitious groups are guilty of 
Solicitation without benefit of state 
licenses as agents, brokers or surplus 
line brokers: (2) in many instances pre- 
mum taxes are evaded and counter- 
Signature laws violated: (3) another 
atrangement of serious concern is the 
allegation of discriminatory rates. 

As far as the solicitation by unlicensed 
Persons that, of course, under any state 
law would constitute a violation, But 
there are arrangements where so-called 
fictitious groups are solicited by licensed 
Personnel doing business with licensed 
companies, 

oncerning point 2, there are fictitious 
sroups that are written and premium 
— are evaded and counter-signature 
ie ce an but as in the first instance, 
ae 3 1umerous so-called fictitious 
Stoups that are written by licensed com- 
panies, premium taxes are paid, but 
“ounter-signature laws are violated. 

ethaps the most serious charge is 
that of rate discrimination. Assuming 


this to be true, are we not faced with 
this basic concept—it is discriminatory 
against whom? The postion of those 
who oppose fictitious groups is that it is 
unfairly discriminatory against those in 
the same type of business, who are not 
affiliated with the particular association. 

If an insurance carrier can effect cov- 
erage and save money through adminis- 
tration and economy, all of this resulting 
in lower rates, to assume this to be an 
act of discrimination could possibly con- 
stitute an attack against any operation 
which in effect through economy in the 
cost of doing business reduces the rate 
to the ultimate consumer of insurance. 


Legislative Action 


Therefore, it is basic that if a lebisia- 
ture should see fit to permit the exten- 
sion of group coverage to fire and cas- 
ualty lines and this type of group cov- 
erage would reduce the cost of doing 


business and therefore the rate would 
the charge of discrimination be well 
founded? Obviously not.. As far as 


Illinois is concerned its attitude on 
fictitious group is based on this basic 
concept that our law does not permit 
insurance companies to write fire and 
casualty group»coverage and since our 
legislation is permissive, an insurance 
company cannot do that which the law 
does not permit it to do. 

If our legislature should see fit to per- 
mit the writing of group coverage in the 
fire and casualty field and a company 
could, in its filing, reflect economy in 
the administration of its business and 
therefore reduce the cost of insurance 
to the consumer, would that in effect be 
discrimination? Obviously not. 

Any charge of discrimination of rates 
under the aforementioned set of facts 
would be baseless and constitutes an 
attempt at uniformity of rate making 
which all of us know full well is not 
permitted by Federal law. 

If the legislatures and the industry 
have accepted the basic concept of group 
life or group accident and health insur- 
ance, is there any sound and _ legal 
reasoning for not having legislation to 
permit the writing of fire and casualty 
risks on a group basis? There are sev- 
eral reasons one can suggest and all men 
in the agency system know them full 
well. But the reasons suggested by mem- 
bers of the agency system would not be 
acceptable to the consumer of insurance 
who is interested in the cost. 

I submit this possibility to you know- 
ing full well that at this moment you 
undoubtedly have raised your tempera- 
ture many degrees above normal but in 
absolute and complete frankness, I sug- 
gest that this situation could possibly 
become a reality. 

At a time when rates are constantly 
on the rise, when there is public clamor 
against limited coverage and_ higher 
rates, a proposed plan for legalizing 


fire and casualty group business might 
well be received favorably or perhaps 
even demanded by the consumer. The 
truth of the matter is that the consumer 
is not concerned about the innocuous 
charges of fictitious groups—his concern 
is with the cost. All admit that cost to- 
day is an extremely important weapon 
in the sale of insurance. Therefore it is 
not unlikely that the public attitude on 
group fire and casualty insurance would 
be favorable. 

An examination of the type of citizens 
who have been affected by the fictitious 
groups indicate that in all cases the type 
of insureds under the fictitious group 
plans are generally substantial business 
people. This perhaps more than eny- 
thing else clearly indicates that call it 
fictitious, realistic, legal or by any other 
name, the truth is that in these days of 
tough competition the public, the ulti- 
mate consumer of insurance, is interested 
in cost. 

Living as we do in an economy of ad- 
vertising which calls for sales gimmicks, 
it has become apparent that in many 
cases fictitious groups are created for 
the giving of insurance as part and 
parcel of a give-away program. Many 
oppose the concept of free insurance in- 
asmuch as it makes of insurance a com- 
modity of ordinary import, such as a 
loaf of bread or a bottle of milk. True, 
insurance is a dignified and professional 
business, and that it is possible for a 
person to believe he has coverage other 
than that which was given to him with 
cost, but I suggest that there are many 
insureds who pay for their insurance 
and assume that they have coverage 
other than that which they do have in 
their policy. 


Present Regulation 


As a result of the illegality of many 
fictitious groups, as well as the existence 
of some fictitious groups which are defi- 
nitely not in the public interest, the 
regulatory bodies have seen fit to adopt 
various forms of regulations controlling 
the activities of such groups. In some 
instances the legislative bodies have en- 
acted statutes declaring illegal the writ- 
ing of such groups. In general the regu- 
lations and statutes are similar in lan- 
guage. 

In addition, a few regulatory officials 
have taken the position that inasmuch as 
the creation of fictitious groups is a vio- 
lation of the rating laws, then no statute 
or regulation is necessary and the very 
existence of such groups require action 
of the regulator. I am sure that you are 
all aware of the statutes which in effect 
state rating plans or forms of fire, cas- 
ualty or surety insurance coverage risks 
in this state shall not be unfairly dis- 
criminatory. 

Statutes and regulations are based 
upon the proposition that no statutory 
provisions exist for group fire or cas- 
ualty business, and that the very pur- 
pose for which the fictitious group is 
created is therefore a violation of rating 
laws. 

In one state the legislature specifically 
prohibits discrimination by any fire, cas- 
ualty or surety company through fic- 
titious group, of any firm, corporation or 
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association of individuals. The essence 
of this statutory provision is that you 
are giving a preferred rate to a fictitious 
grouping of a fictitious group. But sup- 
pose company “A” is a manufacturer 
and distributor of multiple articles, that 
under its system of doing business fran- 
chises are granted to thousands of per- 
sons, firms or corporations, These thou- 
sands adopt the same name, advertise 
through common media for the sale of 
articles at same prices; but through one 
source operate on the same credit terms 
and in every other way are contractually 
bound to perform identically. 

Who is to say that these persons, firms 
or corporations do not have in common 
any element which makes the risk a pre- 
ferred one or distinguishes it from any 
other group of persons similarly situ- 
ated? One could say that these fran- 
chise holders about which I spoke do 
have elements in common which make 
them a preferred risk and obviously dis- 
tinguishes it from any other group 
similarly situated, 

Think of it... all bear the same name, 
all purchase from the same source... 
ali sell at the same price and in many, 
many other ways act as if they were 
one. If by virtue of the similarity of 
operation they are to be considered 
preferential risks, then so be it. In one 
particular state it is considered to be a 
proper group if all members belong to 
the same profession, follow the same 
trend, engage in a small business, have 
a common employer or live in the same 
neighborhood. 

The regulation says, however, that to 
place all members of the aforementioned 
groups into an insurance group is illegal 
inasmuch as all of the members of the 
aforementioned groups belong to a larger 
group who insure against a_ similar 
hazard. I submit that the basic concept 
in this particular piece of regulation is 
sound for only one reason, the Com- 
missioner bases his ruling upon the fact 
that there is no statute which permits 
the writing of group fire and casualty 
insurance. In other words, if a statute 
were on the books it would be proper.” 





Philadelphia Club Meets 


The Underwriters Club of Philadelphia 
held its monthly meeting October 20 at 
the Down Town Club. Speaker was 
Angelo Stephano, chief engineer respon- 
sible for efficient performance and co- 
ordination of all civilian activities of 
design development at the Philadelphia 
Navy Yard. Mr. Stephano presented 
an illustrated talk on the role of the 
Navy with the job of national security 
and free world survival. 

The meeting was under direction of 
the club’s president Bert Carvalho. Final 
plans for the club’s town inspection of 
Wayne, Pa., held October 28, were given 
by Truman Green, chairman of this pro- 
ject. 
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McCain Retires As 
Aetna Board Chairman 


39 YEARS WITH THE AETNA 


Entered Insurance in 1907 With Local 
Agency in Arkansas; President 
of Aetna 1933 Until 1950 


At a meeting of directors in Hartford, 
W. Ross McCain voluntarily relinquished 
his duties as chairman of the board of 
the Aetna Insurance Co. In accordance 
with the company’s by-laws, Mr. McCain 


automatically became a member of the 
advisory council. 
Born in Monticello, Ark., October 15, 


1878, Mr. McCain has spent 51 years 





W. ROSS McCAIN 


in insurance. He has been an officer 
of the Aetna for 39 years and a director 
29 years. Mr. McCain was educated at 
Washington and Lee University, the 
University of Arkansas, the University 
of Bonn, Germany, and the Sorbonne 
in Paris. He holds the degree of Master 
of Arts from the University of Arkansas, 
and in 1944 received a Doctor of Laws 
degree from the same university. He was 
admitted to the Arkansas bar in 1904. 

Mr. McCain began his insurance 
career in 1907, with a local agency in 
Fordyce, Ark. He joined the Aetna in 
1911 as a state agent for Arkansas after 
serving for two years as special agent 
for Texas and Arkansas with another 
company. He was transferred from the 
Arkansas field to the Aetna’s home office 
in Hartford in 1919 and at the same 
time was appointed assistant secretary. 
He became secretary in 1923 and was 
elected vice president in 1927. He was 
appointed a director of the company in 
1929. In 1933 he was elected the tenth 
president of the Aetna and served until 
September, 1950, when he became the 
third chairman of the board. 

Has Had Many High Posts in Insurance 

Throughout his entire insurance career, 
Mr. McCain has been active in insurance 
and civic affairs. He has been honored 
with the presidency of numerous organi- 
zations, including the National Board 
of Fire Underwriters, Eastern Under- 
writers Association and South-Eastern 
Underwriters Association. He has served 
as president of the Hartford Better 
Business Bureau, chairman of the Hart- 
ford Bridge Commission, chairman of 
the Hartford Community Chest and as 
a member of the Hartford Flood Com- 
mission. 

He is a director of the Hartford Na- 
tional Bank & Trust Co., Connecticut 
Mutual Life Insurance, Chemical Bank 
& Trust Co. of New York and Children’s 
Aid Society of Hartford. He is a trustee 
of the Mechanics Savings Bank of 
Hartford. 

Mr. and Mrs. McCain reside in West 
Hartford. Married in 1917, they have a 
daughter, Elizabeth (Mrs. Richard W. 
Swan) and a son, W. Ross, Jr., 
with another Hartford insurance com- 
pany. 


Norma Norris Nominated 


For New York Assembly 


The Republican party in lower Man- 
hattan in a novel move nominated a 
woman for member of the Assembly 
(2nd A.D. New York County) who also 
works in the insurance district as an 
executive in an insurance adjustment 
firm. Norma Norris of 20 Monroe Street, 
who is 31, lives and works in the 2nd 
A.D., is secretary of the Lower Manhat- 
tan Republican Club, the regular Re- 
publican organization of the district, and 
office manager for Greer, Bishop & 
Moran, Inc., independent insurance ad- 
justers at 111 John Street. 

Mrs. Norris has been active in com- 
munity affairs. She plans, if elected, 
introduce a measure in Albany to pre- 
vent a 20 cents subway fare and a second 
proposal to stop a plan now under way 
to hike the sales tax to 4%. 

Mrs. Norris was recommended for the 
nomination by another insurance execu- 
tive, former Assemblyman John Lamula 
(of Lamula & Freundlich, 130 William 
Street), now assistant to the Speaker 
of the Assembly and Republican leader 
of the 2nd A.D. 





Mezey on Policies 


(Continued from Page 18) 


contract which is, in effect, a give-away 
or maintenance policy. 

“As far back as 1951 the Insurance 
Department of the State of New York 
was deeply concerned with the heavy 
loss ratio being developed by the per- 


sonal property floater. Among other 
things the Department suggested the 


companies make greater use of deduc- 
tibles, employ warranties as to previous 
experience and consider eliminating cov- 
erage for mysterious disappearance, 
damage by pets and remove coverage 
for ‘other situation which are not in- 
surable.’ 

“The loss ratio on personal property 
floater business in 1951, which lead to 
these suggestions, was over 70%. While 
some of the corrective measures were 
adopted the ‘maintenance gimmicks’ 
stayed with us and for the five year 
period from 1953 to 1957 the loss ratio 
was between 70% and 80%. There can 
be little doubt that this loss ratio 
will remain in this range as long as the 
personal property floater is sold in its 
present form,” Mr. Mezey asserted. 


Mass Production Basis Unprofitable 


“The experience just related on the 
PPF is positive proof that companies 
cannot successfully write ‘all risk’ con- 
tracts on a mass production basis. It 
doesn’t matter much whether they are 
called PPF’s, Homeowners ‘C’ or even 
commercial property floaters. The solu- 
tion does not lie in the rates which are 
charged. We have had ‘all risk’ protec- 
tion in the marine field for many years, 
but handled on individual risk basis, 
with careful judgment used as to rate 
and form and without a built-in ‘give- 
away’ program. In addition, with loss 
ratios in the ‘seventies and eighties’ a 
rate increase would have to be prohibi- 
tive to even reach a break even point. 

‘No one criticizes the companies for 
drastic action taken in the face of poor 
results. Something had to be done and 
the companies, in their judgment, took 
the steps they felt were necessary. But, 
I wonder if they realize the effect on 
producers and insurers when the market 
is suddenly tightened. The agent is 
suddenly faced with the problem of re- 
placing coverage in another carrier which 
becomes increasingly difficult and may 
even lead to the agent admitting defeat 
and telling his client that he cannot 
place a coverage which he once con- 
vinced the insured was vital. 


Maintenance Loss Coverage 


“This is embarrassing to the agent and 
confusing to the public and the insur- 
ance companies cannot go on paying out 
more in claims and expenses than they 
receive in premiums. The public buys 
coverage to protect themselves from 
losses and then when they have one or 


two losses find that the protection is 
no longer available to them. It is not 
a sound principle of insurance to afford 
coverage for maintenance losses. Yet the 
PPF does just that. There hasn’t been 
any improvement by shifting this cover- 
age to a Homeowners ‘C’. The thought 
th: it by adding in a charge for other 
perils the pot would sweeten doesn’t 
seem to have worked too well. The basic 
fact remains unchanged; the policy of- 
fers coverage which is not sound insur- 
ance,” Mr. Mezey stressed. 

“While we believe in progress and 
are perfectly willing to live through a 


‘trial and error’ period, our patience is 
waning. These facts prove there has 
been sufficient time for a levelling off 


and corrective measures, but no improve- 
ment has developed. Hiding the PPF 
in the ‘Homeowners C’ has not done 
the trick, for we find Homeowners poli- 
cies of all types developing a combined 
loss and expense ratio of 114.5% in 1956 
and with expense ratio reduced by 88% 
the loss and expense ratio for 1957 was 


105.3% on all Homeowners policies ‘A.’ 
[BS ite HC? 
Loss Ratios of States 
“Six states, namely, California, Illinois, 


M: ichigan, Ohio, New York and Pennsyl- 
vania, write $85,000,000 of Homeowners 
premiums which represent 55% to 60% 
of the total Homeowners premiums writ- 
ten countrywide. The loss ratio in 1956 
for Homeowners ‘C’ policies in these 
six states were as follows: California 
91.7%; Illinois 93.3%; Michigan 107.0%; 
Ohio 74.7%; New York 763%; and 
Pennsylvania 65.5%. 

“Here we are, back again with the 
same conditions that in 1951 were a 
cause of so much concern to the Insur- 
ance Department, except that now they 
are worse, and calling for immediate 
action. On top of this dismal picture 
in the personal lines field we have the 
commercial property policy wend up. 
This contract came to life in California, 
where a few companies, unhampered by 
a law requiring the filing of form and 
rate offered an ‘all risk’ contract to mer- 
cantile risks. This was a radical step 
and brought forth some heavy criticism 
by more conservative companies. How- 
ever, they soon joined the parade and 
made the ‘block’ policy available. 


Commercial Property Policy 


“The commercial property _ policy, 
which is now going to be introduced in 
our state, has been written in over 42 
states during the past two or three years. 
We are all aware of the newest develop- 
ment in our changing insurance world; 
the commercial property floater —the 
‘block’ concept. Now that New York 
State has cleared the way for this con- 
tract we, as producers, are to be given 
the dubious honor of selling these cov- 
erages to our customers. I have been 
a salesman all my life and selling does 
not frighten me; it is the after effects 
which are my major concern. I have 
the strange feeling that I have been 
through this same situation before and 
it is not a fond or pleasurable recollec- 
tion. 

“We, as 
design the 
nies make 
ages which 
our clients 
coverage 
choice. 
turns 
threats 
market 
ket. This is the part that rings 
my memory. 

“Cost of this package is advertised as 
being less than what the same basic per- 
ils would cost on individual policies. 
This saving, it is argued, is effected by 
using only one policy. Actually, if the 
risk is properly surveyed, inspected, 
rated and underwritten the only saving 
seems to be in the typing, and don’t 
overlook the inclusion of many perils 
that the assured cannot buy at anv price 
for a blanket ‘all other perils’ charge. 


brokers, do not 
product we sell. The compa- 
available a variety of cover- 
are adapted to the needs of 
and we proceed to place the 
with the companies of -our 
However, when the loss ratio 
bad we must live through the 
of the companies’ tightening 
and even complete lack of mar- 
a bell in 


agents and 


Excessive Loss and Expense Ratios 


“This charge has no basis in_experi- 
ence and it is, in fact a guess. It could 
have been right, but it has been hor- 





ribly inadequate. The public has bee 
made extremely claim conscious during 
the past three years and this type of 
contract will only fan the fire. The 
combined loss and expense ratios under 
commercial multiple peril policies was 
117.5% in 1956 and a handsome 12934, 
in 1957. This just doesn’t make sense ty 
me. 

“With this kind of a record in such q 
short time, how can our companies ask 
us to sell this contract ? How can we gel] 
it when we have already been through 
the mill with the PPF and Homeowner 

‘C’? I consider ‘all risk packages’ a 
we know them, to be the ‘cancer’ of 
our business, which has dislocated, dis. 
rupted and thoroughly confused our en. 
tire industry. 


Asks Withdrawal of Policies 


“It is about time we, as_ producers, 
came up with a positive solution. My 
answer to this demand for action is for 
each and every one of you to write the 
president of the every company in the 
insurance industry requesting the with- 
drawal of personal property floaters, 
Homeowners ‘C’ contracts and commer- 
cial property policies from the State of 
New York. 

“This is not a backward step, it is, 
instead, an action sorely needed as a 
forward stride towards providing insur- 
ance coverages on a sound basis. We 
must return to fundamentals. ‘All risk’ 
insurance is a luxury, not a_ necessity. 
For those who require this type of pro- 
tection, and can afford it, the insurance 
industry should develop specialized coy- 
erages. 

“Insurance is a solid system and for 
hundreds of years has stood the test 
by paying claims which were valid. | 
have no fear that it will not continue 
to do this,” said Mr. Mezey. “This is 
the time for thoughtful evaluation of the 
problems at hand, and the careful devel- 
opment of coverages which will protect 
the public for insurable claims. It is a 
time to provide such protection in such 
a manner that we avoid periodic re- 
trenchments, agonizing re-appraisals. 


Producers Should Take the Lead 


“We must preserve the fundamental 
principle of insurance by our action. 
am an optimist. I am perfectly willing 
to ‘hope for the best.’ But at the same 
time I would like to do something about 
a situation such as this and not leave 
everything to a fond desire that things 
will be better. I hope you feel the same 
way and that you will join me in de- 
manding that this ‘all risk’ cancer be 
removed from the neck of our industry: 
by the positive action I have suggested. 

“This challenge coming from within 
the industry should be met from within 
the industry. The agents and_ brokers 
can and should take the lead and | 
am sure they will give the sound and 
acceptable solution. It is my hope that 
the agents, brokers and companies will 
achieve positive solution together. 


Fine Career in Insurance 


Mr. Mezey is one of the best known 
agents in the country. He has been and 
is active in local, state and national in- 
surance organizations. He _ has_ been 
president of the New York City Insur- 
ance Agents Association and Insurance 
Square Club of New York. He is now 
first vice president, Insurance Federa- 
tion of New York; director, New York 
Board of Fire Underwriters, New York 
City Insurance Agents Inc., and Subur- 
ban New York Association of Insurance 
Agents. He is on the executive commit- 
tee of Insurance Federation, New York 
State Association of Insurance Agents, 
New York Board of Trade. 

Mr. Mezey is chairman of liaison com- 
mittee for savings banks—New York 
State Association, and chairman of met- 
ropolitan and large lines committee—Na- 
tional Association of Insurance Agents. 

He is a member of Insurance Society 
of New York, Casualty & Surety Club 
of New York, U. S. Chamber of Com- 
merce, New "York Chamber of Com- 
merce, Bankers Club of America, Ridge- 
wood Country Club, Ridgewood, N. 
In addition he has been active in com- 
munity and civic affairs. 
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Fire & Casualty of Conn. Plans 
To Merge With Security Group 


Reports from Hartford state terms for 
the proposed merger of the Fire & Cas- 
yalty Co. of Connecticut with the 
Security-Connecticut Insurance Group of 
New Haven have been reached. It is 
proposed to exchange 7.2 shares of Se- 
curity for each share of Fire & Casualty. 
Present capital of Fire & Casualty $1,- 
000,000, par $100, Price is said to exceed 
$2,000,000. 

Shares of Fire & Casualty are owned 
by the Colony Underwriters, Inc., com- 
posed of members of the family of E. 
Clayton Gengras. That company sold 
its holdings of 25,095 shares of National 
fire in 1956 for $2,200,000. Other securi- 
ties held were interest in Gengras motor 
frm and other insurance companies. 

As of December 31, 1957 admitted as- 
sets of Fire & Casualty were more than 
$6,300,000 ; capital fund more than §$2,- 
000,000. Security will gain approximately 
$1,200,000 in capital funds and Security- 
Connecticut group assets will then ex- 
ceed $48,000,000. 

Peter J. Berry, chairman of Security 
and P. Warren Smith, president of Fire 
& Casualty said directors of both com- 
panies have approved the proposal that 
Security acquire all of the capital stock 
of Fire & Casualty by exchanging 7.2 
shares of the common stock of Security 
for each share of the capital stock of 
Fire and Casualty. This proposal has 
been approved by the stockholders of 
Fire & Casualty, and a special meeting 
of the stockholders of Security is being 
called for November 12, to act upon the 
proposed exchange. 

Fire & Casualty, capitalized at $250,- 





Extended Cover Changes 
Announced by NYFIRO 


The New York Fire Insurance Rating 
Organization announces withdrawal of 
all Extended Coverage Endorsement No. 
3 rates effective October 27. The E.C.E. 
No. 3 rating plan, in effect in New York 
State. for many years, was applied to 
superior risks, mainly of the sprinklered 
class, and provided coverage against the 
leakage of fire protective equipment as 
well as the perils generally included 
under the Extended Coverage Endorse- 
ment No. 4, but limited with respect to 
the Explosion peril. 

Simultaneous with the withdrawal of 
the E.C.E. No. 3 plan, the rating organi- 
zation made a new plan available upon 
application, for risks of superior con- 
struction and protection which qualify 
With few exceptions, the new rules use 
under the rules announced yesterday. 
the present Extended Coverage Endorse- 
ment No. 4 forms and rates, subject to 
credits applied by the rating organiza- 
tion, 

A $250 loss deductible clause is man- 
datory. Additional credit is provided in 
the case of manufacturing risks when 
4 restrictive explosion clause is used. 
ate credits under the new plan also 
apply to vandalism and malicious mis- 
thief rates; also to sprinkler leakage 
‘overage when written for the same 
amount as the fire coverage and made 
Part of the same policy. 





Th THOMAS E. SEARS DIES 

ok lomas Everett Sears, prominent Bos- 
P insurance producer, died of a heart 
ttack October 18 while addressing: a 
a at Braintree, Mass. He was 76 
years old. A graduate of Massachusetts 
nstitute of Technology, Mr. Sears was 
President of Thomas E. Sears, Inc., 
ston insurance brokerage firm. He 
metre? earlier as an engineer with 
and heonal Board of Fire Underwriters 
and the Chicago Board of Underwriters. 
pe Was a specialist on sprinkler sys- 
™Ms and water supply. 


000, was originally organized in 1923 as 
the Connecticut Plate Glass Insurance 
Co, Later it became inactive. Mr. Gen- 
gras acquired the charter in June, 1949. 
Operations with broadened lines of cov- 
erage followed. Premium volume has 
been running about $3,000,000 annually. 


AFIA Legion Meets 

The thirteenth annual meeting of 
AFIA Legion was held at the Carlyle 
Hotel in New York City. AFIA Legion, 
the international quarter-century club 
of the American Foreign Insurance As- 
sociation, was organized to “honor those 
men and women who have faithfully 
served AFIA for 25 years or more, and 
to promote friendliness and fellowship 
among them.” 

AFIA Legion now comprises 72 mem- 
bers, 25 of whom are with the New 
York head office and 47 in AFIA 


branches throughout the world. Sixteen 
persons have attained the 35-year serv- 
ice mark and 22 have completed 30 to 
35 years with the association. 

Theodore B. Deems succeeds Elsie J. 
Treen as president. Other officers 
elected were Charles M. Bowers, vice 
president; Emma Christofer, secretary, 
and Archibald Cubbin, Jr., as treasurer. 
The Continent vice presidents elected 
were William H. Jones, Sydney, Aus- 
tralia; Jerome Cursino Rocha, Bombay, 
India; Sr. I. Levia de Zapico, Santiago, 
— and Leslie C. Lobb, London, Eng- 
and. 
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Fire and Casualty Stocks Offer 


Fine Investments Says Cartwright 


Fire and casualty company stocks are 
still good investments even though some 
of the special attractiveness has been 
removed by price appreciation in recent 
weeks, Levering Cartwright, president of 
Cartwright, Valleau & Co., Chicago, in- 
surance stock investment house, stated 
at a meeting of the Exchange Club of 
Kankakee, Ill. Many stocks remain ex- 
tremely good values, he said, and pros- 
pects for 1959-60 in this field are excel- 
lent. Telling why he believes property 
insurers’ securities are good investments 
Mr. Cartwright said: 

“These companies are emerging from 
a three year period of adversitv— 
greatly strengthened, I believe by this 
ordeal. They were struck at one time 
by massive underwriting deficits, with 
losses hitting them in every direction. 
Now rate increases are bringing a meas- 
ure of relief, a crop of post war opti- 
mistic and even reckless underwriters 
has become chastened, the companies are 
in-a- firmer position in dealing with their 
agents and the brokers, economies, con- 
trols and disciplines are being applied. 
Practically all of these companies are in 
a position to increase dividends to stock- 
holders as soon as underwriting profits 
replace losses. 

“Tt is to investment income that the 
stockholder looks for his rewards. 

Larger Dividends in Prospect 

“Today you can fined companies pay- 
ing out less than 50% of investment in- 
come as dividends and yielding 5%. 
These stocks are still selling at histori- 
cally very low prices. They have not 
gone up with the stock market. These 
stocks have a fine place in the invest- 
ment scene. Except for occasional pe- 
riods when there is an opportunity for 
sharp market improvement, they are 
keepers rather than traders. You buy 
them to get a certain yield—3%, 4% or 
5%, depending on the kind of companv 
involved. The dividend of a fire and 
casualty company is highly reliable. A 
company doesn’t increase its dividend 
unless it believes it will be able to con- 
tinue that rate to eternity. So you are 
buying the equivalent of bond interest. 

“Tf the stock goes down in the market 
you are still getting the rate of interest 
that you had originally. Besides, there 
are self correcting features in fire and 
casualty insurance that will overcome 
whatever it was that caused the mar- 
ket to go off. Sooner or later you 
will see higher markets and larger divi- 
dends. The fire and casualty business 
is somewhat cyclical and doesn’t offer 
the prospect of uninterrupted growth 
that is found in life insurance. But over 
the years there is appreciation of val- 
ues and a buildup of investment income 
with which to improve the dividend. 

“A payout of 70% of investment in- 
come would be a conservation policy in 
times of normal underwriting conditions. 
So, a company that today is paying out 
$2 on a investment income of $4.25 might 
before long have a dividend of $3. Such 
a company can be bought today for 42. 
It yields 4.7% on a payout of 50% of 
investment income. If the dividend were 
$3, the yield would become 7% on to- 
days purchase price. By that time the 
fire and casualty stocks would certainly 
be far greater investment favorites. This 
company would be selling certainly no 
longer at 10 times investemnt income. 
At 15 times it would be around 64. 

Annual Appreciation 

“Tt would be a reasonable expectation 
for the investor at today’s levels to be 
receiving 6 or 7% on his purchase price 
by next year and to enjoy an average 
annual appreciation in the market value 
of his stock of 5% per year. The chances 
again are that he would do better than 
that, but it is also true that if he 
hought on substantially greater expecta- 
tions he would be disappointed. 

“Fire and casualty companies are fre- 
quently likened to investment trusts. 
This is so. In some respects I feel they 
are greatly superior to a straight in- 


vestment trust, but for some investors 
they may not serve the same purpose. I 
prefer the investment policy of most fire- 
casualty companies to that of many in- 
vestment trusts. Most of them are like 
Insurance Company of North America, 
hoping when making an_ investment 
that the situation will continue to be so 
promising that they will never have to 
sell it. 

“Investment trusts compete with each 
other to establish the best record of cap- 
ital gain. This means that they are 
tempted to take profits and lose a posi- 
tion in a dynamic institution. Of course, 
they bring in good average results, but 
I prefer the longer range perspective 
of the fire and casualty companies and 
their de-emphasis on trading. I always 
make it a point to check the portfolio 
additions and subtractions of certain 
choice insurance companies. Portfolio 
changes of investment trusts lack such 
significance because very often a sale 
merely means that a capital gain was 
needed to achieve a certain goal. They 
have more significance to the trader than 


to the long range investor. 

“Of course, with investment trusts you 
get the full payout of investment income, 
whereas in a fire and casualty company 
you don’t have such a claim. But in 
a fire and casualty company you do have 
for each dollar of purchase price invested 
assets far in excess of that amount 
working to produce investment income 
from which future dividends are being 
created. Today the discounts from liqui- 
dating value of money companies are 
very inviting. For instance, in one com- 
pany alone, you get for a $70 stock $100 
of common stocks, not to mention the 
bonds and cash. That is, you might say, 
the equivalent of buying the Dow Jones 
average at 360,” Mr. Cartwright con- 
cluded. 


Waldron GAB Manager 


Robert E. Waldron has been appointed 
branch manager of the Monticello, N. Y., 
office of the General Adjustment Bu- 
reau, succeeding John B. McLaughlin 
who has recently recovered from a seri- 
ous illness and is attached to Newark, 
N. J., office as a senior adjuster. Mr. 
Waldron joined the bureau at Newark 
in July, 1944, and has handled all classes 
of losses. In addition to being a senior 
fire adjuster, he has operated storm 
offices in New England and eastern 
Pennsylvania. 





New York Interpretation of Sec. 90 


On Foreign Insurers’ Investments 


The New York Insurance Department 
has issued an interpretation of Section 
90 of the New York Insurance Law re- 
lating to investments of foreign and 
alien insurers, particularly designed to 
clarify the substantial compliance. This 
clarification does not deal at all with 
provisions of Section 86 which prohibit 
life insurers from buying property in- 
surance companies. 

The interpretation, signed by Super- 
intendent Julius S. Wikler and sent to 
all companies, is as follows: 


I 


“Pursuant to subdivsion 1 of Section 
90 of the Insurance Law, the Superin- 
tendent of Insurance may refuse a new 
or renewal license to any foreign in- 
surer if he finds that its investments do 
no comply in substance with the invest- 
ment requirements and limitations im- 
posed by the Insurance Law upon like 
domestic insurers hereafter organized to 
do the same kind or kinds of insurance 
business. 

“The amendment to subdivision 1 of 
Section 90, as added by Chapter 981 of 
the Laws of 1958, reads as follows: 

“‘Ror the purposes of this subsection, 
the investments of a foreign insurer shall 
be deemed to comply in substance with 
the investment requirements and limita- 
tions imposed by this chapter upon like 
domestic insurers hereafter organized to 
do the same kind or kinds of insurance 
business if, after disallowing as admitted 
assets in whole or in part any of its 
investments which do not comply with 
such investment requirements and limi- 
tations, the superintendent finds that the 
resulting surplus to policyholders of such 
foreign insurer would not be reduced 
below an amount which is reasonable in 
relation to the insurer’s outstanding lia- 
bilities and adequate to its financial 
needs; but in no event below an amount 
equal to the minimum ‘surplus to policy- 
holders required on organization of a 
domestic insurer to do the same kind or 
kinds of insurance business.’ 

“Since the hearing held June 20, 1958, 
regarding the captioned subject, the De- 
partment has given considerable thought 
to the suggestions made by members of 
industry and has studied the need for 
interpretation of the provisions of Sec- 
tion 90 of the New York Insurance 
Law as amended at the last session of 
the New York State Leigslature. 

“As a result of this hearing and study, 


the phrase ‘after disallowing as admitted 
assets in whole or in part any of its in- 
vestments which do not comply with 
such investment requirements and limi- 
tations’ in the above quoted amendment 
is hereby interpreted as including with- 
in its meaning that the sum of (a) 
and (b), below, shall be disallowed as 
admitted assets: 

“(a) Individual investments which do 
no comply with the qualifying invest- 
ment requirements or limitations pre- 
scribed in Sections 80, 81, 82, 83, &4 
and 85; provided, however, that the Su- 
perintendent of Insurance, in his dis- 
cretion, may allow in part any invest- 
ment which exceeds in amount. the 
applicable limitations prescribed in Sec- 
tions 81, 82, 83, 84 or 835. 

“(b) The aggregate amounts invested 
in classes of securities or types of in- 
vestments to the extent such amounts 
exceed the aggregate limitations, pre- 
— in Sections 80, 81, 83, 84, 85, 86 
and 87. 

II 


“Subdivision 2 of Section 90, as amend- 
ed by Chapter 981 of the Laws of 1958, is 
hereby interpreted as meaning that the 
general deposits and trusteed assets of 
an alien insurer shall be disallowed in 
whole or in part for the purposes of 
compliance with this subdivsion in ac- 
cordance with the interpretations above 
applicable to subdivsion 1. 


III 


“Subdivision 3 of Section 90, as added 
by Chapter 981 of the Laws of °1958, 
which reads: ‘Nothing in this section 
shall be construed to relieve any foreign 
or alien insurer from compliance with 
any other provision of this chapter,’ 
is hereby interpreted as including within 
its meaning that: 

“(a) The applicability of the amend- 
ments to subdivisions 1 and 2 of Sec- 
tion 90 are to be confined to compliance 
with the licensing requirements relative 
to investments and financial qualifica- 
tions ; 

“(b) Other restrictions and_ prohibi- 
tions in the Insurance Law applicable to 
foreign and alien insurers, including 
those imposed by Section 40 (subdivision 
6), Section 42 (subdivisions 2, 3, 4 and 
5), and Section 193 (subdivision 2), re- 
main in full force and effect; and 

“(c) In the interest of maintaining the 
public policy of this state, as declared 
in Section 42 (subdivisions 3, 4 and 5) 






ALLSTATE HEARING HELD 


Company Seeks 15% Deviation on Con. 
mercial Risks; NYFIRO Charges Con. 
pany Gets Sears Roebuck Subsidy 

The protracted debate on whether 
Allstate Insurance Co., affiliate of Sears 
Roebuck Co., should be permitted ty 
write fire and extended coverage gy 
commercial risks in New York State 
at a 15% deviation from average rate 
was continued last week at a_ hearing 
conducted by the New York State Ip. 
surance Department. This application 
for the deviation is being strongly op- 
posed by the New York Fire Insurance 
Rating Organization which holds. that 
Allstate has no experience to justify 
a rate reduction here and in addition its 
expenses are in part subsidzed by Sears 
Roebuck. 

First Deputy Superintendent Arthur 
F. Lamanda presided at the hearing 
with George Kline, vice president and 
general counsel of Allstate, and Abraham 
Kaplan, counsel for NYFIRO, carrying 
on the legal battle. Allstate argues for 
a deviation essentially on expense say- 
ings, holding that as accurate predic 
tions were made in 1955 on future 
dwelling experience, the same could be 
true for commercial risks. 

Sen. Kaplan told the hearing that All- 
state’s proposed commercial rates are 
unfair and discriminatory. He said All- 
state is paying Sears far less in rent 
for space in Sears Roebuck stores than 
an outsider would pay in the same stores 
or in ordinary office buldings. It was 
Mr. Kaplan’s contention that while All- 
state paid under $50,000 for rent in New 
York in 1957 to write $72,600,000. in 
premiums it would have paid nearer to 
$2,000,000 had the company been treated 
like outside concessionaires. 


There were 507 losses for $1,721,675 
assigned in September to the committee 
on losses and adjustment of the New 
York Board of Fire Underwriters. This 
compares with 532 losses for $1,414,276 
in October, 1957. This shows an increase 
in dollar amount of nearly 22%. 

For the first nine months of this year 
Secretary E. C. Niver states the com- 
mittee received 9,016 losses for $20,619- 
191, against 6,633 claims for $20,967- 
081 in the same period last year. This 
shows an increase in number of losses 
of 36% but a drop in amount of 1.66% 
There are fewer fire losses this year, 
but a large increase in the number of 
extended coverage and other claims as- 
signed to the committee. 


DeNeau Phoenix Special 

The Phoenix of Hartford Insurance 
Companies have appointed Harold F. 
DeNeau special agent in western New 
York State. An experienced multiple- 
line fieldman, Mr. DeNeau will make his 
headquarters in the Rochester district 
office under the supervision of Manager 
John A. Riley. Special Agent DeNeav, 
a native of Lockport, N. Y., is a veteran 
of the United States Coast Guard. 





and Section 193 (subdivision 2), a for- 
eign or alien life insurer will not have 
complied with the prohibitions imposed 
by such statutory provisions in_here- 
after acquiring through stock ownership 
the control of another corporation, 
whether it be engaged in the insurance 
business or other kinds of business that 
is not necessarily or properly incidential 
to the kind or kinds of insurance bust 
ness which such insurer is licensed t0 
do in this state and a foreign or alien 
insurer which is licensed to do fire and 
marine or casualty and surety kinds 0! 
insurance business will not have com 
plied with the prohibitions imposed by 
Section 42 (subdivisions 3, 4 and_9) 
except as otherwise permitted by Sec- 
tions 85 and 86, in hereafter acquiring 
by stock ownership the control of at 
other corporation that is engaged ™ 
a business which is not necessarily 0 
properly incidental to the kind or kinds 
of insurance business which such insurer 
is licensed to do in this state.” 
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International Union of Aviation 


Insurers on Jet Rating Problems 


The annual meeting of the Inter- 
national Union of Aviation Insurers was 
recently held in Garmisch-Partenkirchen, 
Germany, at the invitaticn of the Deuts- 
cher Luftpool. Over 60 delegates and 
observers from 21 countries were in at- 
tendance. 

In his opening remarks President W. 
de Vlaming (Holland) outlined activities 
and developments of the union during the 
year and indicated future problems fac- 
ing the aviation insurance market. Out- 
standing among the latter is the intro- 
duction of turbo-jet aircraft with values 
more than double that of any previous 
equipment. In spite of recent higher 
loss records, there seemed no doubt 
that the aviation insurance market could 
and would satisfy these unprecedented 
demands. Mr. de Vlaming felt that the 
IUAI could play a valuable part, by 
encouraging a proper understanding of 
the problems involved on the part of 


Multi-Peril Holds 
Second Annual Meeting 


ERHARDT ELECTED CHAIRMAN 





Lange Cites Completion of Organization, 
New Package Dwelling Policy as 
Major Accomplishments 


The second annual meeting of Multi- 
Peril Insurance Conference was held in 
the Hotel Plaza in New York. Follow- 
ing presentation of various committee re- 
ports, the America Fore, Great American, 
Hartford Fire and The Home groups 
were unanimously elected to three-year 
terms on the executive committee. J. L. 
Erhardt of the Royal-Globe and C. M. 
Close of the Great American were elected 
chairman and vice chairman respectively 
of the executive committee. H. F. Perlet 
was reelected general manager. 

“Our deep appreciation goes to the 
various rating and advisory bureau offi- 
cials and members with which this 
organization has dealt,” stated Roland 
H. Lange, outgoing chairman and vice 
president, Hartford Fire. “There co- 
operative and constructive assistance has 
made possible a most helpful and pleas- 
ant relationship. 

“What have been the results? As to 
the apparent accomplishments, two ma- 
jor objectives have been attained: (1) 
a completed and coordinated organiza- 
tion which is operating efficiently in its 
new field, and (2) a single package 
dwelling policy which in its unveiling has 
thus far met the approbation of all who 
have given it careful study. Much other 
progress has been made in fields coming 
under the jurisdiction of this conference, 
the results of which will be seen in the 
coming months. 

“As an industry no one can deny that 
we yet remain some distance from the 
salvation of our underwriting ills. Only 
by the continued diligent efforts of all 
of us can we hope to retrieve that de- 
sired station of other days—and now 
almost too long ago to recollect—of a 
reasonable profit from our business of 
underwriting insurance risks. Nothing 
worthwhile comes easily. The virtues of 
forebearance, understanding and_ will- 





ingness to work together, plus deter- 
mination, are required of us today as 
never before if we are to overcome the 
difficulties which seem to beset us on 





both underwriters and their insured. 
Precipitated by the experience of one 


member he thought it well to emphasize 
a matter of policy well known to mem- 
bers but apparently not understood out- 
side of the union. Contrary to the belief 
seemingly held in quarters, the 
IUAI is not a rate-fixing organization, 
nor has it ever interfered in members 
commercial activities. As evidence of the 
absence of any world-wide agreement 
on these matters and the existence of a 
strong competitive market, he cited the 


ever decreasing spiral of aviation insur- 
ance rates far below the acceptable eco- 


nomic value. 

R. H. Jennens (England) warned 
against a possible tendency to follow 
the line of marine underwriters by writ- 
ing business which assuredly would pro- 
duce losses for the reinsurers. Only 
negative results could be expected from 
such underwriting. 

On the agenda, as a matter for study, 
was the insurance of nuclear risks. 
Emphasizing need for immediate study it 
was pointed out that nuclear risks might 
appear within three years. A_ special 
nuclear sub-committee was appointed. 

Also under discussion was the influence 
of political, economic and legal influences 
on aviation demanding continual adjust- 
ment to new conditions. To appreciate 
properly airline problems it was pointed 
out that thev not only face the burden 
of higher valued new aircraft but fall- 
ing inventories on their older equipment. 
The major problems in connection with 
jet operations evolve around air turbu- 
lence at hich altitudes, high speeds lead- 
ing to difficulties of air traffic control 
and engine ingestion of foreign objects. 


some 


Large Increase in Claims 


Markets reports emphasized a further 
deterioration in underwriting results 
noted in previous meetings. Confirming 
an increase in air operations the world 
over, the resulting larger premium vol- 
ume was more than offset by an ever 
greater increase in claims costs. This 
condition is common to all markets and 
has been progressively evident for the 
last five years. 

U. S. stock companies indicated a 
loss ratio of 103% over the past three 
years on aircraft liability alone. Equal 
results in the British market suggest 
that underwriters must seriously review 
their positions. 

Two new members from Brazil and 
Burma were elected along with the fol- 
lowing officers: president, W. de Vlam- 
ing (Holland); first vice president, A. J. 
Smith (U.S.A.); second vice president, 
R. H. Jennens (U. K.). The 1959 meet- 
ing will be held in Spain. Mr. Smith is 


the well known president of United 
States Aviation Underwriters in New 
York. 





all sides, as determined we are so to do. 

“We have here in this organization the 
evidence that these things are possible 
and we see the benefits that accrue 
therefrom. The heralded multi-peril phil- 
osophy, which not long ago we_ so 
bravely proclaimed, is growing up fast 
and with it the industry has acquired a 
new set of problems. This conference, 
conceived to speak for this new section 
of our business, presents our best hope 
to provide the forms and combinations 
of protection to an insuring public which 
will keep pace with accepted marketing 
concepts, all within the justifications of 
our rating and statistical knowledge.” 


Fireman’s Fund Lower 
Cost Auto Plan Works 


ELLIS TELLS LOCAL AGENTS 


Plan Involves Automatic Renewals, 
Direct Billing, No Flat Cancella- 
tions; Is Meeting With Favor 


Pointing to the growth of automobile 
specialty companies throughout the na- 
tion, Raymond L. Ellis, vice president, 
Fireman’s Fund Insurance Co., asked 
delegates to the annual meeting of the 
New Mexico Insurors, Inc. “Where Do 
We Go From Here” in an address given 
at Santa Fe. 

Mr. Ellis said that in spite of the 
sometime divergent opinions of agents 
and companies, both have a far over- 
shadowing community of interest in the 
stake of capital stock insurance in the 
important automohile class. “Expressed 
otherwise.” Mr. Ellis said, “there can 
be no difference of opinion that a way 
must be found for our kind of com- 
panies and agents to write more auto- 
mobile business in a manner that will 
enable hoth to realize a profit.” 

Mr. Ellis pointed out that while rate 
increases were necessary to bring about 
satisfactory underwriting results, they 
in themselves created further buver 
resistance with the inevitable result that 
more and more business goes to com- 
panies that are able to write business 
at lower premiums than those of the 
capital stock companies. 


Expense Ratio Big Problem 


“Our biggest problem in the automo- 
bile field is our expense ratio,” he ex- 
plained. “Our so-called non-agency or 
specialty competitors have proved their 
ability to produce and underwrite auto- 
mobile business profitably at overall costs 
considerably lower than companies doing 
business under, and_ providing the 
superior facilities of, the American 
Agency System. The difference in pre- 
mium between the specialty writers and 
our companies is often substantial, both 
in percentages and in dollars.” 

Fireman’s Fund, Mr. Ellis continued. 
attacked the problems of expenses and 
losses with its low-cost auto plan called 
Economy Plus which it launched five 
months ago in the Pacific and Mountain 
states. The plan, he explained, involves 
such cost saving procedures as automatic 
renewals, direct billing and the elimina- 
tion of flat cancellations. 


“We were quite aware of the objec- 
tions held by some producers in connec- 
tion with some of these techniques,” Mr. 
Ellis further explained. “However, over 
a period of many years we surveyed and 
resurveyed many of our producer friends 
throughout the country and determined 
finally that there had developed among 
our type of agent a demand for a pro- 
gram that would put them back into the 
private passenger automobile business. 
When the program was finally launched 
we were pleased to learn that the most 
frequently expressed criticism was one 
of wonderment that we waited so long 
to introduce the facility.” 





Marine Underwriters’ 
Gift to “Santa Paula” 


Representatives of the American In- 
stitute of Marine Underwriters October 
28 presented a silver tea and coffee 
service to Grace Line, Inc., for use on 
board the new liner “Santa Paula.” 
Madoe M. Pease, president of the In- 
stitute, presented the service to Lewis 
A. Lapham, president of the Grace Line, 
at a luncheon at India House. The tea 
and coffee service is a duplicate of one 
presented earlier this year for use on 
board the “Santa Paula’s” sister ship, 
the “Santa Rosa.” 

Representing the 
ceremony, in addition 
were: Clifford G. Cornwell, Emil A. 
Kratovil, George Inselman, Carl E. 
McDowell and Carroll W. Dawson. On 
hand for Grace Line with Mr. Lapham 
were: Joseph S. Blackett, Henry Moeller, 
Frederick P. Sands. 


Institute in the 
to Mr. Pease, 


America Fore Loyalty 
Building in Brooklyn 





In May, 1959, the two Brooklyn offices 
of the America Fore Loyalty Group are 
scheduled to move into the new America 
Fore Loyalty Group Building now under 
construction at 141 Livingston Street on 
the northwest corner of Smith and Liv- 
ingston Streets. The America Fore of- 
fice, housing 335 employes, is presently 
located at 44 Court Street; the Loyalty 
office at 16 Court Street has 9 em- 
ployes. 

The 15-story building is one of the 
first erected in the new downtown re- 
development program for Brooklyn, and 
the first major office building to be 
erected in the downtown section in al- 
most 30 years. The Livingston Street 
facade will have a glass and anodized 
aluminum curtain wall in a bronze and 
blue-gray color. 

The building will be of fire resistant 
construction and will be equipped with 
the most modern type of air-conditioning 
and heating system designed for maxi- 
mum flexibility in individual _ offices. 
There will be a complete sound system 
to furnish background music during 
working hours and which can be utilized 
for radio broadcasts and announcements 
of general interest. There will be five 
high-speed _ self-service passenger ele- 
vators, and a service elevator from the 
second floor to the lower basement. The 
upper basement will serve as a parking 
garage. 

In general office areas the open floor 
principle will be used. Employing mov- 
able partitions extending halfway from 
floor to ceiling, and with telephone and 
electric circuits beneath the floors, this 
allows for better lighting, circulation of 
air and complete flexibility in arrange- 
ment of desks and offices. Ceilings will 
be of acoustical tile for noise reduction, 
and there will be asphalt tile flooring 
for cleanliness and beauty. Modern 
fluorescent lighting will provide uniform, 
shadow-free illumination. : 

Owner and builder of the structure !s 
Brooktown Building Corp. Morris Lapr 
dus—Kornblath & O’Mara are architects 
and engineers. 


Board of Trade Meets 


The Insurance Section of the New 
York Board of Trade heard Najmul 
Saqub Khan, vice consul of Pakistan and 
former member of his country’s United 
Nations delegation, speaks at the lunch- 
eon meeting October 30 at the Dow? 
town Athletic Club. He spoke on work 
of the U.N. as part of observance 0! 
United Nations Week. Chairman of the 
executive committee of the Insurance 
Section is W. Irving Plitt, vice presr 
dent of the Atlantic Companies. 


MILEY HEADS ILL. AGENTS 
Frank R. Miley, vice president of W. 
A. Alexander & Co., Chicago, has been 
elected president of the Illinois Associ 
tion of Insurance Agents. Other officers 
include Fred O. Waller, Galva, executive 
vice president; Benjamin A. Jones 








Decatur, vice president of farm affairs 
H. W. Mullins, Rockford, state nationa 
director; J. Oliver Orr, Springfield, I!) 
treasurer, and George J. Nicoud, Spring 
field, secretary. 
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Wikler Denies Move 
To Create State Fund 


FOR COVERAGE OF AUTO RISKS 





Superintendent Tells General Brokers 
There Is No Truth in Printed State- 
ments Now Being Circulated 





Insurance Superintendent Julius S. 
Wikler of New York this week de- 
nounced those who he said were trying 
to utilize the automobile insurance rating 
problem for so-called political advantage. 
He spoke Wednesday evening before the 
General Insurance Brokers Association’s 
33rd annual banquet at the Waldorf- 
Astoria at which affair James B. Dono- 
van, members of the law firm of Watters 
& Donovan and general counsel of the 
National Bureau of Casualty Underwrit- 
ers, received the Gold Medal Award for 
distinguished service. A full report of 
the banquet proceedings will be pub- 
lished in next week’s issue. 

Superintendent Wikler charged that 
“literature is being circulated among 
agents, brokers and others alleging, 
among other things, that the present 
New York State administration’s objec- 
tive is ‘to set up a state fund for the 
purpose of taking over the writing of 
all auto insurance,’ ” 


Holds to Private Insurer Coverage 


The Superintendent said that he re- 
garded this type of allegation as com- 
pletely untrue. He asserted: 

“We abhor such unfair tactics even 
in the heat of a political campaign. The 
entire history of the Insurance Depart- 
ment amply demonstrates that Insurance 
Superintendents, including the present 
one, have always been responsive and 
sympathetic to the concept that insur- 
ance should be conducted by the private 
sector of our economy and that a rea- 
sonable profit is inherent in this concept. 
l assure you that as long as | am Super- 
intendent, there shall be no departure 
from this basic American philosophy.” 

Mr. Wikler’s remarks followed a talk 
on the new protection provided by the 
Motor Vehicle Accident Indemnification 
Corporation Law passed by the 1958 
Legislature. The new corporation will, 
atter January 1, 1959, pay all legally 
enforceable claims of persons injured or 
killed by highway accidents that are 
not covered by automobile liability insur- 
ance, thereby moving to plug gaps in 
the compulsory insurance law. 





Fund Changes in South 


Several field changes in the Southern 
department of Fireman’s Fund Insurance 
Lo, are announced by Vice President 
Thomas E. Sims, Jr, of the Atlanta 
othee. Rolph G. O’Sullivan has _ been 
appointed field safety engineer for the 
Mississippi and western Alabama terri- 
tory. He is succeeded in South Carolina 
by A. Brooks Holtzclaw, who will main- 
‘an headquarters in Columbia, S. C. 

Thomas J. Avery has been appointed 
4s automobile, casualty and disability, 
and burglary underwriter for Mississippi, 
repacing William P. Black, who is 
entering banking. Headquarters for 
Messrs. O’Sullivan and Avery will be 
in The Fund’s service office at Jackson, 
Miss, 





Trenton Field Group 


Special agents in the Trenton, N. J., 
‘tea will meet at noon the first Monday 
" each month at the Marroe Inn. They 
‘ave formed an informal field club and 
Welcome all field men in the area. John 
aa of Reliance is temporary chairman 
and Walt “Wobo” Savage of Standard 


Fire acting secretary. 


Amer. Casualty Promotes 
Salsbery to Production Mgr. 





JOHN B. SALSBERY 

Jokn B. Salsbery has been promoted 
to production manager in the home 
office of American Casualty Companies 
of Reading, Pa., Harold G. Evans, pres- 
ident, announces. He ~was formerly in 
Nashville, Tenn. as branch office man- 
ager for six years. 

In his new post, Mr. Salsbery will be 


in charge of sales promotion through 
ACCO’s nationwide agency plant of 
13,000. He has been in the insurance 


business for over 20 years, since gradu- 
ating from the Wharton School of Uni- 
versity of Pennsylvania. In Nashville 
he has been civicly active. 


Fireman’s Fund Indemnity 


To Merge with Parent Co. 
Fireman’s Fund Indemnity Co. a 
wholly owned subsidiary of Fireman’s 
Fund Insurance Co., will be merged with 
the parent company at year-end, it has 
been announced by James F. Crafts, 
president. The merger has been planned 
in the interest of operating economy and 
has been approved by the boards of 
directors of the companies, he said. 
Agents of the Indemnity Co. are being 
licensed for either Fireman’s Fund Co. 
or National Surety. The Group—known 
as The Fund Insurance Companies—will 
be composed of Fireman’s Fund Insur- 
ance Co., the Home Fire & Marine In- 





Decreased Death Toll 
No Point for Pride 


AETNA’S GUY E. MANN DECLARES 
Tells Police Chiefs They Should Try 


Organize Businessmen to Help 
Acident-Free Driving 


The nation’s top law enforcement offi- 
cers were told this week that for every 
dollar Americans spent last year for 
new cars another 50 cents was paid for 
the cost of traffic accidents. Guy E. 
Mann, vice president, Aetna Casualty & 
Surety, told the annual conference of 
the International Association of Chiefs 
of Police that traffic accidents in 1957 
cost $7.25 billion—more than half the 
cost of all new cars sold. 

If accident costs continue to rise at 
present rates, Mr. Mann predicted, the 
annual bill 10 years from now would be 
$15 billion, “or more than enough to give 
every employed person another $200 of 
consumer buying power.” 

Indicating that the country’s business- 
men should be ardent supporters of tra- 
ffic safety. Mr. Mann blamed lack of 
specific information about the “catastro- 
phic” highway toll for present apathy. 
He said the whole truth about the gi- 
gantic accident problem has never been 
told because it isn’t known. Instead, 
he said. people have been lulled by 
“misleading uses of the statistical infor- 
mation that is known.” 

Mr. Mann decried the tendency of 
some safety organizations to “point with 
pride” to the fact that the traffic death 
rate appears to be leveling off at between 
38,000 to 40,000 deaths per year. “With 
modern medical techniques, we are 
plucking from the brink of death many 
crash victims—often to live out their 
lives handicapped with hopeless dis- 
abilities,” he said. 

“Because of this,” he declared, “the 
death rate has become a hollow invalid 
measure. For while the number killed 
has—as the exnerts so glibly put it— 
been leveling off, the injury toll and the 
total number of accidents has been soar- 
ing upward.” 

Mr. Mann said one of the first big 
steps to be taken in getting a true pic- 
ture of the accident situation should be 
the establishment in every state of a 
complete, accurate and uniform accident 
reporting system. Only after the true 
facts are known, said Mr. Mann, can a 
really effective long-range accident con- 


trol program be launched. 
He told the police chiefs that once 
businessmen fully realize how badly 


business is hurt by the economic waste 
of traffic accidents. they would “spring 
to your side overnight with the public 
support you must have to bring the 
carnage under control.” 

Mr. Mann said that while self-interest 
alone should spur businessmen to sup- 
port traffic safety, he emphasized that 
there is a “clear economic and _ social 
requirement that every businessman shall 


(Continued on Page 30) 





surance Co., and National Surety Corp. 
as of January 1, 1959. 





UNITED 
CASUALTY 


FIRE © CASUALTY 


60 John Street 








HOME OFFICE 


STATES 
COMPANY 


SURETY °* MARINE 


New York 38, N. Y. 








Sen. J. C. O'Mahoney To 
Speak at NAIT Annual 


IN MIAMI BEACH NOV. 24-26 





Program Includes Commissioners Larson, 
Northington, Hammel; Also Spottke, 
Pilling, Kline and Morrill 





Senator Joseph C. O’Mahoney, chair- 
man of the Antitrust and Monopoly Sub- 
committee which is currently looking in- 
to some aspects of the insurance busi- 
ness, will be one of the principal speak- 
ers at the 14th annual meeting of the 
National Association of Independent In- 
surers, Vestal Lemmon, NAII general 
manager, has announced. The meeting 
will be held at the Hotel Fontainebleau 
in Miami Beach, November 24-26. 

Mr. Lemmon said advance registra- 
tions were running far ahead of those 
for previous meetings and that an at- 
tendance of 800 to 900 persons is ex- 
pected, including State Insur- 
ance Commissioners. 

“We think we have a 
program covering many current and 
vital topics,” Mr. Lemmon commented. 
“In addition to the Federal investiga- 
tion, we’ve scheduled sessions on the 
preservation of competition, regulation, 
irresponsible motorists, inflated claims, 
new trends in the business (such as 
alternative compensation and package 
policies), and new developments in the 


traffic safety field.” 
Besides Senator O’Mahoney, other 
make important 


several 


well rounded 


headliners who will 
addresses include Insurance Commission- 
ers J. Edwin Larson, Florida; Arch E. 
Northington, Tennessee, president of 
the National Association of Insurance 
Commissioners, and Paul A. Hammel, 
Nevada, NAIC vice president; Welcome 
D. Pierson, editor of The Defense Law 
Journal; noted econmist Dr, Alfred C. 
Neal, president of the Committee for 
Economic Development ; and Texas State 
Senator Jarrard Secrest. 

The formal program gets under way 
at 10 am. on Monday, November 24, 
with NAII President Wendell Howard, 
general manager, Kentuckv Farm Bu- 
reau Mutual, presiding. Commissioner 
Larson will extend the official welcome 
and Preston Estep. president of Transit 
Casualty Co., St. Louis, and a member 
of the NAII Board of Governors, will 
respond. 


O’Mahoney and NAIC Pres. on Monday 


Following the NAII manager’s report 
by Mr. Lemmon, Commissioner North- 
ington will speak on the “Responsibilities 
of the Regulator and the Regulated.” 
Senator O’Mahoney is slated to be the 
Monday luncheon speaker. 

Monday afternoon will be devoted to 
consideration of several aspects of the 
uninsured motorist problem, with John 
H. Carton, president, Wolverine In- 
surance Co., Battle Creek, Mich., pre- 
siding. Mr. Carton will present a resume 
of controversial legislative experiments 
aimed at solving the UM _ problem— 
compulsory, unsatsfied judgment funds, 
and statutory uninsured motorist cov- 
erage. Then three companv executives— 


Neville Pilling, U. Manager for 
Zurich Insurance Co., Thomas C. Mor- 


rill, vice president, State Farm Mutual 
Automobile, and George H. Kline, vice 
president, Allstate—will report on the 
industry’s recently announced “Blueprint 
of the Durable Solution.” A banquet has 
been scheduled for Monday evening. 
Mr. Pierson will open the Tuesdiv 
program with an address. “Facine IU!» 
to the Problems of the Defense.” He 
will be followed by Dr. Neal. whose topic 
is “New Challenges to the Private Enter- 
prise System”; Commissioner Hammel, 
“Healthy Competition Under Reeula- 
tion”; and Senator Secrest. “States 
Rights, Competition and the Public.” 
Tom Collins, Kansas City humorist, 
will speak at the Tuesday luncheon. The 
afternoon will be devoted to an executive 


(Continued on Page 30) 
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' Vincent Cullen Impressed by Growth 
Of 22 Fire-Casualty-Marine Cos. 


One of the bright spots in the fire- 
_casualty-marine insurance picture in the 
past few months has been the increas- 
ingly active interest taken by the invest- 
ing public in the purchase of stocks of 
insurance companies in these fields. 
There has been an encouraging appre- 
ciation in the prices of insurance shares 
on the over-the-counter markets and 
this has served to dispel some of the 
gloom over the poor loss experience in 
certain major lines. 

Vincent Cullen, former president of 
National Surety Corp., who is now asso- 
ciated with Karl D. Pettit & Co. as 
president of Knickerbocker Growth 
Fund, New York, is “bullish” on the 
outlook for the stock casualty-fire- 
marine industry and the insurance shares 
of major companies in these fields. In 
«a recently completed study of 22 com- 
panies as a composite, Mr. Cullen main- 
tains that these companies have been 
“hiding their candles of growth under 
a bushel.” He points out that the entire 
industry is arising from one of the 
worst periods in its history, and that 
“many problems that arose from the 
recent recession were magnified by a 
sharp increase in the frequency and 
severity of claims.” 


In Stronger Position Than Ever 


Despite these problems Mr. Cullen 
sees the great majority of fire-casualty- 
marine companies in a stronger position 
now than they perhaps have ever been. 
“A large number of them are on their 
way to a healthy vigorous future,” he 
says. His prediction, in fact, is that by 
1968 the industry will equal or exceed 
its performance of the past ten years. 

Pointing to the true growth of the 
fire-casualty-marine insurance industry, 
Mr. Cullen says that such growth, to be 
lasting, should always be an essential 
ingredient of and woven into the eco- 
nomic: fabric of a country. He maintains 
that this branch of the insurance indus- 
try certainly meets that qualification. It 
is a necessary, but perhaps silent, part- 
ner in almost every business endeavor. 
In fact, no new enterprise of any size 
can be launched without adequate insur- 
ance. And it would be nearly impossible 
to raise the investment money—for in- 
surance not only protects against unfor- 
seen losses, but also enables the indus- 
trialists to provide at a stable cost the 
protection they need. 

Mr. Cullen is convinced that without 
fire, marine and casualty insurance there 
probably could not have been the phe- 
nomenal growth that has taken place 
in American industry. Furthermore, he 
calls attention to the close regulation 
of insurance operations by the Insurance 
Commissioners of the 49 states who are 
careful in making certain that insurance 
rates are sufficient to provide the com- 


The 1948-57 Exhibit of Growth 
1948 





VINCENT CULLEN 


panies under their supervision a fair 
profit. Most of the 200 or more stock 
fire - marine - casualty companies doing 
business in the United States are well 
managed, he points out. 

Proud of Past Record of Performance 

Mr. Cullen then notes in his study 
that during the period from 1948 to 1958 
“our economy expanded 71.1% as rep- 
resented by an increase in our goods 
and services produced—the gross national 
product. How much true growth was 
added to the 22 insurance companies 
under consideration? The answer is a 
great deal, for from 1948 to 1958 these 
companies displayed a tremendous growth 
in assets, business done, and sharehold- 
ers’ equity.” 

As the exhibit below indicates, these 
companies have actually grown faster 
than the economy, and they are larger 
and stronger in real dollars despite the 
14.3% decline in purchasing power. In 
this composite picture the 22 companies 
represented are Aetna Casualty & 
Surety, American Insurance Co. of 
Newark, American Re-Insurance, Conti- 
nental Casualty, Continental Insurance 
Co., Federal Insurance Co., Hartford 
Fire, Hartford Steam Boiler, Home of 
New York, Insurance Co. of North 
America, Maryland Casualty, Massachu- 
setts Bonding, New Amsterdam Casu- 
alty, Pacific Indemnity, Phoenix of Hart- 
ford, Reliance of Philadelphia, St. Paul 
Fire & Marine, Seaboard Surety, Stand- 
ard Accident, The Travelers and United 


States F. & G. 


Resources 1957 Increase 
NR ies 5 SHS eras Soka FEbies Sax $2,869,022,000 $6,639,556,000 131.4% 
Capital cand ‘Sarplas . 6.i...0:500.06:.00:08: 939,285,000 2,377 ,473,000 153. 
Business Done 

Premiums Written ................... 1,177,819,000 2,399,810,000 114.7 
Premiums Earmed .......\5.-.....000 999,948,000 2,267,273,000 126.7 
Protection Against Losses 

ee oe Cn 659,224 000 1,714,052,000 160. 
Unearned Premium Reserve......... 1,076,401,000 2,289,470,000 112.7 
Earnings from Shareholder’s Equity * 

Investment Income .................. 53,147,000 140,836,000 165. 





* Underwriting profit and loss comparisons in the period would distort the picture 
of true growth because of the recent unfavorable experience. 





Guinan Promoted in Dallas 

Massachusetts Bonding & Insurance 
has appointed Richard C. Guinan and 
Harry N. Morgan as assistant managers 
of its Dallas office. Mr. Guinan joined 
the company in New York in 1945 and 
transferred to Dallas as superintendent 
of casualty lines in 1951. Mr. Morgan 
was a member of the St. Louis branch 
as superintendent of fidelity and surety 
since 1951. 


22 at Liability School 
Twenty-two young men have inter- 
rupted their on-the-job training to at- 
tend an intensive four-week liability 
school at the Continental-National In- 


surance Institute in Chicago, Ill. Both 
agent and company underwriter trainees 
heard First Vice President Frank V. 
McCullough give a word of advice and 
encouragement. 





NATALIE FISHER 


Natalie Fisher, advertising manager of 
The Employers Group of Boston for the 
past several years, has resigned. Her 
new connection is with the William 
Carter Co., Needham, Mass., which is 
not in the insurance business. 

Miss Fisher’s resignation from The 
Employers and her new post in another 
field will be regretted by the many 
friends she has made among insurance 
advertising people. She was honored last 
June when the Insurance Advertising 
Conference elected her to its executive 
committee for a two year term. That 
spot will now have to be filled by the 
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CASUALTY-SURETY ASSN. POSTS 





DeRoy Thomas Joins From Watters & 
Donovan; Alexander and Fox Also 
Named Asst. Counsel 
J. Dewey Dorsett, general manager of 
the Association of Casualty and Surety 
Cos. has announced the appointment of 
DeRoy C. Thomas as assistant counsel 
in ACSC’s law department. Mr. Dor- 
sett said that among other duties Mr. 
Thomas will be concerned with matters 
pertaining to legislation in New York 

State. 

Mr. Thomas, 32, formerly was associ- 
ated with the law firm of Watters & 
Donovan, which specializes in insurance 
industry legal problems. He also served 
as an assistant professor of law at Ford- 
ham University Law School. 

A native of Utica, N. Y., Mr. Thomas 
served as a radio gunner in the U. S. 
Army Air Corps from April, 1944 to 
1946. He was graduated from Iona Col- 
lege in 1949. He received his law degree 
from the Fordham University Law 
School in 1952 and then joined the staff 
of Dewey, Ballantine, Bushby, Palmer 
& Wood. Mr. Thomas accepted the 
teaching position at Fordham in 1953 and 
served until August, 1957. He became 
associated with Watters & Donovan in 
June, 1954. 

In announcing the appointment of Mr. 
Thomas, Mr. Dorsett also announced 
the promotions of Raphael Alexander 
and Alexander E. Fox from the position 
of attorney to assistant counsel. 





Home’s Drive-in Claim 


Service Well Received 


William F. Ohl, local secretary at the 
East Orange office of Home Insurance 
Co., reports favorable reception for the 
company’s drive-in claim service in that 
office. Agents and policyholders in north- 
ern New Jersey, he said, have expressed 
satisfaction with the system which en- 
ables the motorist to drive as soon as 
possible to the East Orange office for 
an on-the-spot settlement of the claim. 


Profitable 9 Mos. for 





The Selected Risks 


ELECT WEILER EXECUTIVE V.P. 


Policyholders’ Surplus Reaches New 
High; Assets $14,441,238 and Pre- 
miums Ahead by 7.3% 








A much improved operation for nine 
months of 1958 is reported by the 
Selected Risks Insurance Co. of Branch- 
ville, N. J. Its admitted assets as of 
September 30 stood at $14,441,238, a gain 
of $1,413,631 over the 1957 year-end 
total. Policyholders’ surplus reached a 
new high of $3,864,188 which was an 
increase of $738,187 since last Decem- 
ber 31. 

Premiums written of $8,746,869 for the 
first nine months (including reinsurance) 
represented a gain of 7.3% or $596,933 
compared with the same period of 1957. 

Underwriting operations produced a 
profit before taxes of $231,387 compared 
with a loss of $411,209 for the first nine 
months of 1957. The incurred loss ratio 
including loss adjustment expense, de- 
creased from 67.0% to 58.1% while ex- 


pense ratio dropped from 35.3% to 
34.7%. 

Frank P. Weiler, vice president of 
Selected Risks, was elected executive 


vice president at the directors’ meeting 
on October 17. All other officers and 
directors were reelected. 

Mr. Weiler, well known in the indus- 
try, joined the company in 1935, became 
an assistant secretary in 1937, a director 
in 1946, and vice president-secretary in 
1950. He will continue to serve as secre- 
tary of the company. 





Mutual Cos. Pick Winners in 
Rutledge Award Competition 


Atlantic City, N. J—First place in the 
competition for the third annual W. A. 
Rutledge Memorial Award went to Leroy 
Lenhart, director, Patrons Mutual In- 
surance Association, Bellfontaine, Ohio. 
Mr. Lenhart read his _ prize-winning 
thesis entitled “Insurance to Value—and 
Its Relation to the Farm Mutual,” be- 
fore a combined session this week of the 
farm fire and farm windstorm conter- 
ences, two of the five conferences meet- 
ing here during the 62nd annual conven- 
tion of the National Association of Mu- 
tual Insurance Companies, October 5-8, 


1958. 

Purpose of the W. A. Rutledge 
Memorial Award is to promote and 
develop good management in the farm 
mutual insurance field. It consists of a 
bronze plaque, a check for $300, and two 
additional cash prizes. The awards were 
established by the Farmers Mutual Hail 
of Iowa, and the National Association 
in honor of the late W. A. Rutledge, 
founder of both organizations. 

The second prize of $150 was presented 
to Robert L. Symons, claims manager, 
Indiana Farmers Mutual, Indianapolis, 
whose thesis was entitled “Efficient Loss 
Adjusting—the Key to Success in Mu- 
tual Insurance.” The thesis, “Blueprint 
for the Future” placed third, and the 
winner, James A. Oliver, general man- 
ager, Farmers Mutual of Mulberry, Ind., 
received cash award of $50. 








Big Bill 


(Continued from Page 17) 


rector of Insurance points out: 

“Testimonials used in advertisements 
must be genuine, represent the current 
opinion of the author, be applicable ' 
the policy advertised and be accurately 
reproduced. The insurer, in using @ 
testimonial, makes as its own all ot the 
statements contained therein, and the 
advertisement including such statements 
is subject to all of the provisions ° 
these rules.” 
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J. Dewey Dorsett Calls for “Crusade 
For Fairness” on Auto Liab. Rates 


|. Dewey Dorsett, general manager of 
the Association of Casualty and Surety 
Cos., urged the insurance industry this 
week to launch a vigorous, all-out “Cru- 
sade for Fairness,” to combat the “prop- 
aganda diet of untruths” being fed the 
public about rising automobile liability 
insurance rate trends. 

In an address at the ninth annual 
downstate regional meeting of the New 
York State Insurance Agents Associa- 
tion at the Garden City Hotel, Mr. Dor- 
sett called for an immediate nation-wide 
campaign in which “we must let the 
people know how shockingly high acci- 
dent rates, inflation, padded claims, high 
jury verdicts and other factors” keep 
the rate pot simmering. 

“The people have a right to know,” 
Mr. Dorsett declared. “They must be 
told. We owe it to the public we 
serve, and to ourselves, to show how 
public misunderstanding, complacency 
and sometimes political expediency con- 
trol and shape the rate picture.” 

Mr. Dorsett said he is confident that 
through intelligent, understanding co- 
operation among all concerned a fair 
and equitable rate on the price paid 
for automobile liability insurance can 
be reached. 

“We must let the people know that,” 
he said, “casualty insurance prices lag 
far behind the price rises of practically 
every other public service and com- 
modity. We must let the people know 
that our business has been hit harder 
than most, if not all, other industries 
in the nation. We must let the people 
know that in some major lines we are 
struggling in red ink, 

“We must let the people know how 
the insurance industry is striving to 
keep rates as low as possible and we 
must let the people know what they 
themselves and their elected officials 
can do to help reduce rates.” 


99% of the Cure 


Mr. Dorsett pointed out that 99% of 
the cure for “high insurance rates” rests 
in the hands of the people and _ their 
public officials and firmly reminded the 
public that the conditions most respon- 
sible for rising rate trends are beyond 
the control of the insurance industry. 

Mr. Dorsett cited figures from 1946- 
1957 which showed that in all but three 
ot these years the companies suffered 
heavy underwriting losses on automobile 
liability insurance and their over-all loss 
tor the line during that period was a 


whopping $396,684,549, 
Accidents Cause the Trouble 


“The No. 1 culprit, of course, is the 
accidents. Until there is an accident 
there is no claim, no skyrocketing and 
sometimes dishonest repair costs, no 
ballooning medical and hospital bills, no 
high jury verdicts, no problem of gen- 
eral inflation, nor any of the other fac- 
tors that affect automobile liability in- 
surance rates—all beyond the control of 
the insurance companies. Consider for 
a minute the enormity of our country’s 
annual traffic accident scandal—a hard 
word but one that fits because traffic 
accidents can be reduced and reduced 
drastically. 

_ There were 11,700,000 traffic accidents 
in the United States in 1957. This tragic 
toll blinked with the regularity of lights 
on a pinball machine. In 1957 there were 
38,700 deaths ; bodily injury was suffered 

y 2,525,000 men, women and children, 
and the economic loss accompanying. this 
misery, grief and pain was $7,250,000,000. 
--. And the over-all accident figure 
represented a total that was 18% greater 
than five years ago. In New York State, 
the number of accidents involving bodily 
mjuries rose from 120,643 in 1954 to 
158,512 in 1957, a 20.1% increase. 
een would be folly to hope that we 

all ever be free of motor vehicle acci- 
dents, but it has become increasingly 
self-evident to everyone that things can 


J. DEWEY DORSETT 


be done, must be done, and sooner or 
later will be done to bring the toll down. 
State authorities. must modernize and 
impartially enforce sound traffic laws. 
They must get the legislatures to enact 
adequate driver licensing laws to keep 
irresponsible and unqualified drivers off 
the road. And, if the courts hand out 
swift, sure and stern decisions, fitting 
the punishment properly to the crime, 
traffic accidents could be reduced pos- 
sibly as much as 50% within a year. 
“The insurance companies are doing 
their part in trying to hold down the 
traffic accident toll. We maintain acci- 
dent prevention staffs, carry on highway 
safety programs, and support great na- 
tional organizations that promote safety. 
In fact, we pioneered the organized 
safety movement in this country and we 
spend millions of dollars every year try- 
ing to persuade motor vehicle drivers to 
be more careful on the road. But we 
= compel people to drive more care- 
ully. 


Increasing Costs Compared 


“The United States Department of 
Labor tells us that, speaking in terms 
of country-wide averages, in the past 
five years, while hospital expenses in- 
creased 33%, medical care 17% and auto 
repairs 19%, automobile liability insur- 
ance rates rose only 9.3%. In New York 
State the rise was less than 3% in the 
past five years. 

“It must be obvious to everyone in 
the business that to succeed in our 
Crusade for Fairness’ we must get to 
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Emal Wil Vp Happy to Se You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Firm charge accounts welcome; also member 
of Diners and American Express Charge Clubs. 


Make Your Reservation Now for Holiday Parties 


213 PEARL STREET 
Necr Maiden Lane, N. Y. 
Phone: Digby 4-2348 








The Industry Backs Employment: Of 
The Handicapped; R. Hagopian States 


Robert Hagopian, assistant manager, 
accident prevention department of the 
Association of Casualty & Surety Cos., 
recently described the inusurance indus- 
try’s “energetic endeavors to foster 
employment of handicapped persons.” 

Speaking in New York at the annual 
meeting of the Governor’s Committee on 
Employment of the Physically Handi- 
capped, Mr. Hagopian branded as with- 
out truth “the belief that workmen’s 
compensation laws impede the employ- 
ment of handicapped persons because 
employers are reluctant to hire them 
for fear that their insurance rates will 
be increased. 

“First and foremost, we recognize the 
humanitarian and economic need for of- 
fering employment to handicapped work- 
ers,” Mr. Hagopian told the committee. 
“The humanitarian need, compelling as 
it is, is matched and perhaps surpassed 
by the need to prevent the economic 
waste that would result if American 
industry were to lose the immense pro- 


ductive potentialities of the handi- 
capped.” ; 
Mr. Hagopian’s report, titled “The 


Physically Handicapped Can Be Insured 
Without Penalty,” pointed out the ex- 
tensive and comprehensive efforts of the 
insurance industry to encourage the hir- 
ing of handicapped persons. 

“Let this be understood—there is no 
provision in workmen’s compensation 
insurance policies or rates that penalize 
an employer for hiring handicapped per- 
sons. There appears to be much misin- 
formation on this point. For many em- 
ployers have been known to say they 
could not or would not hire disabled 
applicants because they had been advised 
that their insurance costs would be 
increased as a result. 

“Nothing could be farther from the 
truth. Employers who have such ideas 





the people and we must go to the people 
and present our case forthrightly, hon- 
estly and completely. We must strike 
back at our critics without fear or fayor 
and with convincing facts. Long and 
successful experience has demonstrated 
that the public is fair and cooperative 
when it understands, and it is our job 
to help them understand. That is just 
what we are going to do.” 


AND BAIRD 


REINSURANCE 


Consultants 


and 


Intermediaries 


Fully prepared through long experience to intel- 


ligently serve those Underwriters who demand 
the best. 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 





have simply been hoodwinked by scut- 
tlebutt rumors that are easily circulated 
because of their sensationalism. It is 
much more difficult to gain acceptance 


of the cold, stark truth—because its 
honesty affords no opportunity for 
gossip. 


Two Factors in WC Rates 


“Therefore, to erase any misunder- 
standing, these are the facts. Work- 
men’s compensation insurance rates are 
determined by two factors. These are 
the relative hazards in the company’s 
work and its accident experience. The 
formulae for determining the premium 
rates make no consideration of the kind 
of personnel hired. 

“Whether a company is staffed with 
workers having two legs apiece or one 
or none—influences the rates not at all. 
The insurance contract says nothing im- 
plied or direct about the physical con- 
dition of the workers an insured may 
hire. 

“You may well ask, if a company’s 
insurance workmen’s compensation rates 
are detirmined in part by its accident 
experience, wouldn’t this be justification 
enough for not hiring handicapped work- 
ers, since it would appear that they 
would be more liable to accidents than 
their non-handicapped fellow workers 

“The fact is, however, that handi- 
capped workers, on the whole, have an 
accident experience that is as good as 
that of their non-handicapped fellow 
workers—and, quite often, better. This 
has been proved by research studies 
conducted by various governmental agen- 
cies and also by a study of ACSC’s 
accident prevention department and the 
Center for Safety Education at New 
York University, which is supported by 
grant from the Association of Casualty 
and Surety Cos. 

“These studies have shown that the 
physically handicapped, when properly 
placed, are conscientious, superior work- 
ers, who compare very favorably with 
ablebodies workers with respect to 
absenteeism, tardiness, labor turn-over, 
accident rate and productivity. The 
highly favorable results of these studies 
are emphasized in all our publications 
and policy statements dealing with this 
matter.” 


Over 3,000,000 Pamphlets 


Along these lines, Mr. Hagopian listed 
the publication of three pamphlets by 
the Association—“The Physically Handi- 
capped—A Guidebook to Their Employ- 
ment,” “Supervising the Physically Im- 
paired,” and “The Physically Impaired 
Can Be Insured Without Penalty.” 

“To date, we have distributed well over 
a million copies of these pamphlets to 
interested persons or organizations 
which requested them, including various 
Federal, state and municipal committees 
on employment of the physically handi- 
capped, Veterans Administration offices. 
rehabilitation centers, industrial and 
commercial firms, etc. 

“They have also been made available, 
for redistribution, to the President’s 
Committee on Employment of the 
Physically Handicapped, on which we 
have served and with which we co-oper- 
ate. The ‘Physically Impaired Can Be 
Insured Without Penalty,’ the most 
widely distributed of the three publica- 
tions, was developed in cooperation with 
the President’s Committee and carries 
the seal of the Committee,” he stated. 
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P. R. Counselor Sees Industry Image 
Needed in Agency-Mutual Ins. Field 


The agency-mutual insurance industry 
urgently needs an image to identify it- 
self to the public. This was one of the 
many specific public relations x 
suggested by Mrs. Thelma Beresin, P.R 
director for Gray & Rogers, Phil: idelphia 
and New York advertising agency, in 
addressing the annual meeting last week 
in New York of the National Association 
of Mutual Insurance Agents. 

Declaring that it is imperative that the 
public have greater confidence and 
understanding of the insurance industry 
as a whole, Mrs. Beresin said: “Despite 
modern methods of communications, one 
of the main problems for industry today 
is to communicate effectively. If the mu- 
tual companies and the independent 
agents who represent them are to com- 
municate effectively, she told the conven- 
tion, the industry must create a national 
voice to speak vigorously on behalf of 
the agency-mutual fire and casualty in- 
surance companies and the aideveidlicet 
business men who represent them. 

“The agency-mutual system must join 
effectively with other segments of the 
vast insurance industry in furthering 
interests common to all,” she added. 

Public relations with aims such as 
these, Mrs. Beresin said, is_ basically 
sales-directed. By employing public re- 
lations techniques on a national scale, 
she said, the industry can increase its 
share of the market. In her opinion, 
all media of mass communication should 
be employed in a “saturation of the 
public” with material favoring the indus- 
try. 


Media That are “Growing Up” 


Mrs. Beresin pointed out that news- 
papers, magazines, radio and _ television 
are “growing up.” She said they are 


becoming more educational and instruc- 


New General Re. Posts for 
F.C. Fischer, H. J. Hudson, Jr. 


Frederick C. Fischer has been ap- 
pointed an assistant secretary and as- 
signed to the company’s Pacific Depart- 
ment in Los Angeles, it was announced 
by Edward G. Lowry, Jr., chairman of 
the board of General Reinsurance Corp. 
Harold J. Hudson, Jr., an assistant secre- 
tary, has been transfered from the home 
office to the Midwestern Department in 
Kansas City. 

Mr. Fischer 


joined the company in 


1955 as an underwriter in the Kansas 
City office. A native of Des Moines, 
Iowa, he attended Drake University in 
me it city. Before joining the General, 


he had eight years’ underwriting experi- 
ence with primary insurance companies 
in Des Moines and Kansas City. He will 
be associated with Vice President Morti- 
mer D. Pier in Los Angeles, under- 
writing and servicing the company’s 
Pacific Department business. 

Mr. Hudson, who joined the company 
in 1956 as a home office claims attorney, 


was appointed an assistant secretary 
earlier this year. He returns to Kansas 
City, his birthplace, where he will be 


engaged in underwriting and servicing 


activities. 


Decreased Death Toll 


(Continued from Page 27) 





serve the public upon which we all must 
depend.” 

Mr. Mann urged the police officials to 
organize the businessmen of their com- 
munities into an “auxiliary” force in the 
fight for accident-free driving. 


_“The businessmen, if properly in- 
formed of the facts, will stand beside 
you. They will help get the appropria- 


tions for more and better-trained police 
personnel and promote stronger backing 
from the courts. They will help develop 
a public attitude that recognizes the 
public service inherent in good law en- 
forcement,” Mr. Mann concluded. 


tive, carrying more and more messages 
affecting our standards of living and our 
buying habits. This, she said, presents 
an opportunity to educate people on the 
importance of mutual insurance. 

The increased use of educational-type 
story material was exemplified by the 
content of magazines, Mrs. Beresin said. 
As recently as 30 years ago, magazines 


contained 70% fiction. Today 70% is 
fact and non-fiction. 

“Magazines,” she said, “are a major 
medium which can be exploited to tell 
your story. But you cannot endorse 
public relations unless you are ready 


to support it on a sustained basis. And 
unless you seek to influence the market 
as extensively, as intensively and as 
comprehensively as we have discussed 
here today, we will not reach the market 
at all,” she said. 
Poses Five Goals 

To advance the industry, Mrs. 
posed five goals as follows 

1. Provide a voice to promote the com- 
mon interests of the mutual fire and 
casualty insurance companies and the 
independent agents who represent them. 

2. Promote the overall interests of the 
insurance industry in matters in which 
the agency-mutual system has a common 


Jeresin 


interest with other insurance elements. 
3. Establish identification of the 
agency-mutual fire and casualty insur- 


ance system as a distinct and important 
unit in the overall world of insurance. 

4. Create an “image” in the minds of 
the public of the agency-mutual system 
which will develop public respect, confi- 
dence and understanding for the mutual 
insurance industry. 

5. Keep mutual agents 
the state of public opinion 
agency-mutual insurance. 


Mahoney for NAMI Meet 


(Continued from Page 27) 


informed on 
concerning 


session. A reception has been scheduled 
for that evening. 

The meeting will wind up with sessions 
on new trends in business and in the 
traffic accident field Wednesday morn- 
ing, November 26. In the former, P. L. 
Thornbury, vice president, Nationwide 
Mutual, will discuss that company’s con- 
troversial new coverage, Family Com- 
pensation. Then three spe ikers will look 
at developments in the package policy 
field. Gordon H. Sweany, vice president, 
General Insurance Co. of America, 
Seattle, will consider developments from 
the company’s viewpoint; William H. 
Rodda, secretary, Transportation Insur- 
ance Rating Bureau, will handle the 
filing angle; and Robert K. Syfert, rat- 
ing section chief of the Ohio Insurance 


Department, will cover the regulatory 
side. 
In the traffic accident session, two 


speakers will air the current controversy 
over the reporting of accident statistics 
to the general public, and will discuss 
the National Safety Councl’s Field Serv- 
ices Program. They are A. E. Spottke, 
vice president, Allstate, and William G. 
Johnson, assistant general manager for 
programs, National Safety Council. 


Standard Accident Names 
Cincinnati Claim Manager 


Standard Accident afinounces the ap- 
pointment of John E. Corscadden as 
claim department manager of the com- 
pany’s Cincinnati branch office. 

Mr. Corscadden, who was graduated 
from Northeastern University, Boston, 
with a Bachelor of Law degree, entered 
insurance in 1948 as a casualty claim 
adjuster for the Maryland Casualty in 
Boston. In 1953 he joined the Standard 
Accident as claim manager of its Syra- 
cuse office. He was transferred to the 
home office casualty claim department 
in 1955, in 1956 was named as assistant 
manager. 





Aetna Promotes Two 
In New York Office 


EDWARD W. ELLISON REVEALS 


Effective Nov. 1 Eugene H. Mathews 
Becomes Administrative Assistant to 
Vice Pres.; J. J. Davis Advanced Also 


Edward W. Ellison, vice president in 
charge of the New York office of the 
Aetna Casualty & Surety, announces 


two changes in the office effective No- 
Eugene H. Mathews, assistant 


vember 1. 





EUGENE MATHEWS 


will assume additional 
vice president in 


general manager, 
duties assisting the 
administrative matters and will be 
ond in charge of the New York office. 

While continuing to be responsible for 
the over-all operation of the casualty 
underwriting department, Mr. Mathews 


sec- 





DAVIS 


JAMES J. 


will delegate direct responsibilities for 
the management of this department to 


James J. Davis, who will be promoted 
to manager, casualty underwriting de- 
partment. 


Mr. Mathews first came with the com- 
pany 45 years ago. During this period 
he progressed in the compensation, lia- 
bility and miscellaneous lines depart- 
ments and was made assistant general 
manager in 1940 in charge of casualty 
underwriting in the three New York 
offices. 

Mr. Davis came with the company in 
1929, starting in the safety engineering 
department and was subsequentlv trans- 
ferred to the liability underwriting and 
then to the special risk department. In 
1953 he became assistant manager of the 
special risk department. 


Line-up for AMA 
Fall Ins. Conference 


SET FOR CHICAGO, NOV. 17-19 
W. H. Berry, Hubert Yount, Melvin 


Belli, David V. Palmer, 
Among Speakers 

Prominent industry executives are fea- 
tured on the program of the American 
Management Association’s fall insurance 
conference November 17-19 at the Drake 
Hotel, Chicago. A big attraction at the 
opening of the meeting will be a report 
of the current situation in atomic haz- 
ards to be given by two outstanding 
experts, William H. Berry, vice pres- 





ident, America Fore Loyalty Group, and 
Hubert W. Yount, executive vice pres- 
ident, Liberty Mutual, Boston. 

Messrs. Berry and Yount will ex- 
plain to the buyers new policies and the 
complex atomic risk pools, NELIA, 
NEPIA and MAERP. 

Speakers for the opening day topic 


Risk Assumption” 
Grant Whit- 


“Self-Insurance and 
include the following: A. 


ney, executive vice president, Jelk 
Stores Insurance Reciprocal, Charlotte, 
N. C.; Donald W. Berry, insurance man- 
ager. The Borden Co.. New York; Mar- 
tin E. Segal, president, Martin E. Segal 
& Co. New York and Gordon Garn- 
hart, director of real estate and insur- 
ance, Westinghouse Electric, Pittsburch. 

Opening the second day of the talks 


S. Gwvn Dulaney, second vice president, 
The Travelers, will speak under the 
title “Can You Afford Comprehensive 
Medical Insurance?” Following this will 
be an outline of how to evaluate the 
performances of the insurance manager 
of a company given by Virgil K. Row- 
land, assistant secretary-assistant treas- 
urer, Detroit Edison Co., New York. 
Corporate Liability Panel 

The afternoon program, November 18. 
will be devoted to a panel discussion 
“Corporate Liability to the Employe.” 
This would appear the highlight of the 
whole meeting. Under the distinguished 
chairmanship of Norris C. Flanigin, pres- 
ident, Lumbermen Mutual Casualty, will 
be the following sneakers: Melvin Belli. 
Esq., famous San Franicsco plaintiffs’ at- 
tornev; Joseph Dean Edwards. Esq. 
New York workmen’s compensation and 
ilability attorney, and Thomas V. Mur- 
phy, manager of the insurance denart- 
ment of Maryland Shipbuilding & Dry- 
dock 

The final session will commence with 
a discussion of the “un-authorized” 
non-admitted market by two well-known 
speakers, David V. Palmer, vice pres- 
ident. Lumley, Dennant & Co., New York 
and Ernest L. Clark. president, Corpo- 
rate Advisors, Inc.. New York. : 

Ocean Marine Cargo Insurance with 
the expanding foreign business activity 
exposing many companies to ocean 
marine risks will provide an interesting 
topic for buyers. Speakers George M. 
Marshall, Jr., marine manager, The At- 
lantic Cos., Chicago, will describe how 
the insurance manager should arrange 
his marine cargo insurance on a sound 
basis. 

At the closing luncheon the guest 
speaker, Dr. H. W. Snider, assistant 
professor of insurance, Wharton School, 
University of Pennsylvania, will examine 
the future of insurance management as 
a profession. 


MR. ROBERTS PROMOTED 





George F. Roberts to Head New Casu- 
alty Underwriting Dept. in Newark; 
Once Special Agt. in N. Y. Area 
George F. Roberts has ee trans- 
ferred from the Charlotte, office 
of the Atlantic Companies {atlantic Mu- 
tual, and Centennial Insurance Co.) to 
the Newark, N. J., office to eat su- 
pervisor of a new and complete casualty 
underwriting department. 

Mr. Roberts joined Atlantic in 1950 
after previous experience in the casu- 
alty field and served for five years as 4 


special agent in suburban New York. 
Since 1955 he has been a field under- 
writer attached to the Charlotte office. 


He recently received the CPCU designa- 
tion at the New Orleans annual meeting 
of that organization, 
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President Named for 
No. American Accident 


ALLEN V. DOWLING, 45, ELECTED 





Former V. P.-Director of Franklin Life 
Has Had Meteoric Career in Insur- 
ance; Started as Agent in 1947 





Allen V. Dowling, formerly vice presi- 
dent and director of agencies for Frank- 
lin Life, Springfield, Ill, has been ap- 
pointed president of North American 
Accident. The announcement was made 
October 24. 

North American, a  Chicago-hased 
company that was purchased by C.LT. 





ALLEN V. DOWLING 
Financial Corp. on September 4, is 
engaged in writing life, health and 


accident insurance on a_ countrywide 


scale. At the time C.I.T. acquired the 
company, the office of president was 
vacant. 

Charles W. Dow, who is chairman of 


North American’s board of directors and 
of the finance committee of C.I.T., said 
the election of Mr. Dowling is “the first 
move in expanding the activities of 
North American. We intend to provide 
aggressive support for his plans to en- 
large and diversify the company’s busi- 
ness,” 

Mr. Dowling has resigned his position 
with Franklin Life, where he was also 
a director and a member of the execu- 
tive committee, and will assume his new 
post on November 1. He will be a di- 
tector as well as chief executive officer 
of North American. 

Widely known throughout the insur- 
ance industry as a sales executive, Mr. 
Dowling had been a vice president of 
Franklin Life for the past five years, 
associated with its sales programs. In 
this five-year period, Ordinary insurance 
Writings of the company doubled from 
$400,000,000 to approximately $800,000,000 


per year. 
Career of Mr. Dowling 


Mr. Dowling, 45, is a native of Madi- 
son, Neb, He attended the University 
of Maryland and spent a number of 
years as a newspaper correspondent and 
editor in Washington, New York, De- 
troit, Chicago and other cities. He en- 
tered the life insurance business as an 
tdinary agent for the American Na- 
tional Insurance Co. in 1947, and became 
Reneral agent for Nebraska of the Ohio 
National Life Insurance Co. in 1949. 
(Continued on Page 34) 


Seek to Prevent 
Supreme Court Review 


FTC MOVES IN AD CASES 





Against American Life & Accident, 
St. Louis, and Auto Owners 
Safety of Kansas City 





The Government has asked the Su- 
preme Court to refuse to review an ad- 
verse Eighth Circuit Court of Appeals 
ruling against two Missouri A. & H. in- 
surance companies. The Appeals Court 
upheld a Federal Trade Commission 
cease and desist order against American 
Life and Accident, St. Louis and Auto- 
mobile Owners Safety, Kansas City, pro- 
hibiting use of advertising found to be 
deceptive. The two companies have ap- 
pealed to the High Court, claiming lack 
of jurisdiction under the McCarran Act 
ond charging that the circuit court erred 
in holding it was proper for the Com- 
mission not to consider the question of 
compliance with the 1950 mail order 
trade practice rules. 

The Government, however, said “it is 
doubtful” that the question of jurisdic- 
tion could be raised after the two com- 
panies earlier had waived this issue and 
not presented it~either to the Commis- 


sion or to the circuit court. 
“Grant’ of review,” the brief stated, 
“would necessarily partially undercut 


the salutary general rule that a court 
empowered to review administrative ac- 
tion will confine itself to the issues 
raised and contest it in the administra- 
tive proceeding. 

“Since this question was not presented 
to the court below or discussed in_ its 
opinion and was passed upon sub silen- 
tio, the decision is not a binding prece- 
dent even in the court below.” 

Furthermore, the Government con- 
tended, the question regarding jurisdic- 
tion as to whether the companies’ 
advertising is “regulated” by Missouri 
law within the meaning of the McCarran 
Act proviso “is not a question of Federal 
law of general importance, but involves 
interpretation of a particular state stat- 
ute in relation to the McCarran-Fer- 
guson Act proviso.” 

And, regardless of whether the juris- 
dictional question should be considered, 
“the Commission plainly acted within its 





and surgical benefits. 
for life. 


JAMES 


45 JOHN STREET 





Continental Cas. Supplies 
Hunter Accident Policy 


Hunters have become insurance 
minded, in the face of some mighty 
sobering statistics. Among the nation’s 
15 million sportsmen, who are annually 
licensed to take advantage of the Fall 
hunting season, the National Safety 
Council estimates that there are from 
2,500 to 3,000 accidents, with 600 to 800 
of them resulting in fatalities. 

An example of the way insurance 
companies have responded to the need 
of hunters for protection, is the attitude 
of Continental Casualty. Hunters can 
now purchase short-term, low-cost all- 
accident policies, through local Con- 
tinental representatives. 

The coverage will insure them from 
three to as many as 31 days. It covers 
them against both accidents while hunt- 
ing and while traveling. It will pay as 
much as $5,000 for medical expenses, 
$50,000 for accidental death or dismem- 
berment and $25,000 for permanent total 
disability. 

Hunters accident insurance is becom- 
ing an important and popular new tradi- 
tion in the thinking of today’s hunting 
enthusiasts. The protection represents 
a valuable needed security to them, as 
well as to their families when hunting 
accidents do occur, 





FUND APPOINTS JOHN AHLERS 
John Ahlers has been appointed chief 
disability underwriter for Fireman’s 
Fund Insurance Co. Mr. Ahlers was 
previously with Massachusetts Mutual 
Life and also The Prudential. He came 
to the Fireman’s Fund as an A. & S. 
expert. 





INCOME SECURITY A. & S. 
Our Best Seller 


Brokers who are anxious to give their clients the best in 
Accident & Sickness protection should get acquainted with 
our Income Security A. & S. policy. 


Among its saleable features are (1) full monthly accident 
benefits, even for life, for total disability; (2) six months’ 
benefit provisions for partial disability due to accident; (3) full 
monthly sickness benefits up to TWO years with no house 
confinement; (4) supplemental coverage by rider for hospital 


Don’t overlook, too, the confining sickness disability benefit 


R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


entering the 
and the circuit 


statutory authority” in 
cease and desist orders, 
court, “in tacitly sustaining this exer- 
cise of authority, clearly is correct,” be- 
cause the companies sent the allegedly 
deceptive advertising material into states 
where they were not licensed and “were 
not within the reach of any ban on 
deceptive statements by insurance com- 
panies imposed by their laws. 

Finally, the Government argued, the 
FTC was within its rights in refusing 
to consider the trade practice rule ques- 
tion, and the circuit court was correct 
in upholding this procedure, since it is 
clearly stated that such rules are “pre- 
ly advisory in charcter and aimed solely 
at voluntary observance of the statute.” 

And the courts have consistently held 
that “it is no defense that the conduct 
proceeded against complied with a trade 
practice rule approved by the Commis- 
sion,” the brief emphasized. 


INC. 


NEW YORK 38, N. Y. 








Capacity Attendance 
At Forum in Chicago 


157 COMPANIES REPRESENTED 
Indicates HIAA Awareness of Threat 
To Voluntary Hzalth Insurance; Ob- 
servers from ALC, IAAHU, LIAMA 





(by A Special Correspondent) 

Chicago, October 27—By the time that 
the HIAA Individual Insurance Forum 
was convened promptly at 10 a.m. in the 
Drake Hotel here, by the presiding of- 
ficer, Peter J. Burns, assistant vice 
president, New York Life, it was appar- 
ent that a new attendance record had 
been set for such an association meeting. 

Mr. Burns, who has served as chair- 
man of the forum sub-committee which 
developed the program for this year’s 
meeting, announced that advance regis- 
tration figures indicated that previous 
forum attendance would be surpassed. 
A total of 393 executives representing 
157 member companies had _ notified 
HIAA headquarters in Chicago that they 
would be present. In addition 13 guests 
representing non-member companies and 
organizations helped swell the attend- 
ance to over 400 persons. 

Among notable representatives from 
other organizations who had registered 
in advance of opening day were: Hiram 
Sibley, secretary, council of planning, 
financing and prepayment, American 
Hospital Association (who also appears 


HIAA Forum Reports 


Detailed reports from the Individual 
Insurance Forum of the Health In- 
surance Association of America held 
in Chicago appear in this issue of 
The Eastern Underwriter page 32 
through page 34. 














Wednesday morning on the general ses- 
sion’s panel on Communication); Lee 
N. Parker, administrative vice president, 
American Life Convention; Dave Fausch, 
associate editor, Frank Gabor of Miami, 
and Bruce Gifford, managing director, 
all representing the International Asso- 
ciation of A. & H. Underwriters, and 
Lyle B. Pelton, senior consultant, Life 
Insurance Agency Management Associa- 
tion. 

Each speaker introduced by Mr. Burns 
at the general session in turn called for 
a stepped-up program on the part of 
all insurance companies in _ providing 
health insurance policies to the American 
public which would render pointless and 


extravagant government entrance into 
health insurance business. 
Earle B. Tilton, director of under- 


writing—personal lines, Nationwide Mu- 
tual, who is chairman of HIAA’s Indi- 
vidual insurance committee urged a con- 
tinuing and increasing record of per- 
formance by the insurance business in 
serving the needs of the public in 
financing health care costs. 

Reviewing the similiarities which are 
apparent in the U. S. and Canadian 
legislative atmospheres, HIAA General 
Manager Robert R. Neal stressed that 
the record of default on the part of all 
who were concerned with the preserva- 
tion of the voluntary system in Canada 
would not befall the health care field 
in the U. S. If the government enters 
the health insurance field, Mr. Neal 
maintained, it is only a question of time 
when inroads will be made in the life 
insurance area, too. 

HIAA President Travis T. Wallace, 
president of the Great American Re- 
serve of Dallas, arrived almost simul- 
taneous to his introduction by Mr. Burns. 
Arguing against complacency during 
these critical times, Mr. Wallace called 
for voluntary restriction by insurance 
companies on their rights to cancel 
individual policies for reason of deterio- 
ration of health. 

Following Mr. Wallace’s address, a 
panel, moderated by Paul F. Schneider, 
staff assistant, Mutual of Omaha, began 
a discussion on the question “Is It 
Individual or Group?” The panel con- 
sisted of John P. Boler, manager of the 
franchise department of Mutual of 

(Continued on Page 34) 
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Individual A. & H. Forum of Health Insurance Association of America 





HIAA Pres. Travis Wallace Keynotes 
Individual Ins. Forum in Chicago 


Cites Canadian Debacle, Urges Awareness of Threats to 
Voluntary System and Spotlights Opposing Forces; 
Solutions to Problems Suggested 


Chicago, October 27—Travis T. Wal- 
lace, president, Great American Reserve 
of Dallas, and also president of HIAA, 
delivered the keynote address _ for 
HIAA’s Individual Insurance Forum 
meeting here at the Drake Hotel today. 
Mr. Wallace, one of the outstanding 
figures and best speakers in A. & H. 
industry, issued a stern warning against 
apathy in the face of threats of Govern- 
ment entering health insurance. 

He described the tremendous progress 
of voluntary health insurance in recent 
years, and described the groups which 
seek to institute a socialized health care 
system. “This is The Time” was the title 
chosen for Mr. Wallace’s talk. He out- 
lined a five-point course of action by 
the industry. This action “united, drastic 
and effective” is necessary, or failing 
that legislation will be passed to bring 
the government into the health insur- 
ance picture within the next two years. 

Pointing out some of the important 
and acute areas for the business, the 
insurance spokesman suggested the fol- 
lowing action: 

Five Point Action Program 


“We must find ways to provide in- 
creasingly adequate coverage for catas- 
trophic losses in all important areas of 
health care. 

“We must work with those who pro- 
vide health care, to see that such care 
is not priced out of the market. 

“We must provide health coverage for 
the lifetime of the insured on a guaran- 
teed renewable, or paid up at 65, basis, 
probably reserving the right to raise 
the rate by class. 

“We must find ways of providing, and 
selling, adequate protection to the aged, 
and the physically impaired, presumably 
by sub-standard rating. 

“Last, on a subject that is immediately 
and vastly important, at present 85% of 
the health insurance in force is not on a 
non-can. or guaranteed renewable basis. 
This right to cancel or non-renew can, 
and in my opinion will, bring disaster 
to the industry if abused or carelessly 
used.” 

Elaborating on the final point, Mr. 
Wallace continued: “Every company with 
commercial or industrial business should 
immediately re-examine its practice on 
non-renewal. Unless it has already been 
done, each company should, by adminis- 
rative action, or otherwise, restrict their 
non-renewal privilege. 

“More specifically,” he added, “while 
we may justify to ourselves the right 
to cancel solely because of deterioration 
of health after the policy is issued, we 
can never in a thousand years, justify 
it to the public. 

“Therefore, in my opinion, every com- 
pany should give immediate considera- 
tion to voluntarily surrendering, by 
administrative action or otherwise, the 
right to cancel solely because of deterio- 
ration of health after policy issue.” 

Mr Wallace said he thought the right 
to cancel because of deterioration of 
health “has always been grossly over- 
valued. 

“T firmly believe,” he declared, “that 
no company has gained as much as it 
has lost, when lapsed policies, the good 
will of policyholdvrs and the public, and 
equally important, the demoralization 
of salesmen is considered.” 

If present rates are not adequate, Mr. 
Wallace said, “the solution is to raise 
the rate.” And if reserves are inadequate, 
he added, “increase in premium may be 
the answer, cancellation is not.” 


Cautioning against apathy, Mr. Wal- 
lace declared, “In the face of the Cana- 
dian debacle, complacency on our part 
now is not only dangerous, it’s idiotic.” 


Growth of A Major Industry 


The details of the tremendous growth 
of voluntary health insurance into a 
major industry were given by Mr. 
Wallace. It was, he declared, “a fantastic 
job, more than any of us could have 
dreamed possible.” 

He reeled off the 
1942— 19 million with hospitalization; 
1957, 121 million have it. This was an 
increase of 100 million in 15 years, and 
30 million in the last five years alone. 

1942—eight million had surgical cov- 
erage; now 108 million, another 100 
million increase. 

Today over 40 million (two-thirds of 
all workers) have income protection in- 
surance. 

“In addition.” Mr. Wallace continued, 
“the quality of health insurance has im- 
proved as much in the last 15 years as 
the automobile has improved in 50 years. 
Today’s policy little resembles those of 
yesterday Our newest model, com- 
prehensive or major medical, was un- 
heard of a few years ago. Five years 
ago 600,000 were covered, today 15 million 
have major medical-type insurance. 

Yet in spite of this undeniable advance 
and the fact that the American people 
are well served the insurance business 
faces its greatest threat. Why, he asked, 
is the business faced with a crisis? 

“s i few years the 


record figures: 


Jecause in the last 
public has become tremendously inter- 
ested in health care, and in health in- 
surance as a means of avoiding financial 
shock and as a means of budgeting for 
health care costs. This interest is 
evidenced by the many articles on health 
insurance in magazines and even daily 
newspapers.” 

He declared that there has never been 
public demand for compulsory govern- 
ment insurance. Well if the public 
isn’t demanding Government insurance, 
whence comes the demand, the threat? 


Those Who Seek Government Insurance 


Mr. Wallace sees the demand coming 
from three sources which he described: 
“First, and most immediate, . . . politics, 
plain unadulterated politics. Recognizing 
the public’s increased interest in health 
care, too many politicians are out to 
make political hay. Too many are ap- 
parently convinced that increased Social 
Security benefits, more especially in 
every election year, is a sure-fire way 
to securing public approval and increas- 
ing their political popularity; and so 
long as they believe this, they will have 
the human tendency to rationalize that 
these increases are not only politically 
expedient, but are also good for the 
country, or at worst, not very harmful! 

“The answer here is, through educa- 
tion and otherwise, to make such con- 
tinued unjustified increases bad medicine, 
politically. We must show it up for what 
it really is, incipient socialism. Certain 
strong recommendations will be made 
to the HIAA Board to help bring this 
about.” 

The second group cited by Mr. Wallace 
as seeking a socialized health service: 
“Certain labor leaders, including Walter 
Reuther, and pseudo intellectuals, few in 
number but,” he stressed, “very cunning, 
highly vocal and politically potent.” 

This group, Mr. Wallace charged are 
“died in the wool socialists, even though 
they don’t admit it for political reasons. 


Chase Smith Sees No 
Apologies Necessary 


FINE JOB BY INS. INDUSTRY 
Scorns FTC Doubts on Ads; Sales 
Prove People Don’t Fear Small 
Print in Policies 


Chicago, October 28—A sparkling and 
inspiring address for the industry was 
heard at the luncheon gathering of the 
HIAA’s Individual insurance forum at 
the Drake Hotel here today. The 
speaker Chase M. Smith, general coun- 
sel, Lumbermens Mutual Casualty, faced 
up to criticism of voluntary health insur- 
ance in this country and virtually chal- 
lenged detractors to show a better way 
of providing for the health care needs 
of the people than voluntary health in- 
surance, competitive and progressive and 
knowledgeable. 

He indicated there is no need to run 
scared at charges that A. & H. policies 
contain “fine print’; that A. &H. in- 
surers are alleged to use “deceptive ad- 
vertising practices.” He rationalized 
these situations in a stirring talk called 
“Why Apologize ?” 

Discussing the question of the Federal 
Trade Commission attacking the A. & H. 
business alleging that some of its ad- 
vertising contained mis-representations, 
Mr. Smith said he would agree with 
FTC if their charge was correct that 
people are being misled. But, he pointed 
out some reservations he had about the 
word “mis-representation,” recalling his 
associations with his own father, and 
some suggestion of mis-representation 
by that obviously estimable gentleman. 

There were, apparently, for the young 
Chase Smith threats of thrashings that 
never came to pass; warnings at Thanks- 
giving that Christmas is coming and 
therefore it would be advisable not to 
beat his little brother more than once 
a day, to carry wood, wash his face 
and, show general behaviour that would 
nowadays, the speaker estimated, earn 
$147,000 for good conduct! “And what 
did I get for it?” Mr. Smith asked. 
“An orange and a 47-cent sled, an out- 
right gyp if I ever saw one.” 


This Is the Record 


He declared: “People of limited vision 
are apt to be critical of this insurance 
business. People say that the public 
relations of the insurance business are 
bad. People say that insurance company 


policies contain fine print and = gyp 
clauses. People say that policies are 
misrepresented. People say the public 





They want nothing less than the com- 
plete welfare state . . . flat socialism. 
They must be exposed for what they 
really are,” he declared. 

The third and last group are a small 
but sincere band “who are neither poli- 
ticians nor socialists but who actually 
honestly believe that voluntary health 
insurance is incapable of a satisfactory 
solution to the health care problem. 
They see and admit the great progress 
made, but they are still more impressed 
with our failures, weak spots, rather 
than by the very great and solid accom- 
plishments.” 

He then listed, in no particular order 
of importance, areas which can be im- 
proved, action which can be taken as 
outlined earlier. Too many policies, he 
sees, pay too much for small losses and 
too little for large losses. Over-use and 
abuse must be stopped adequate 
health care must be provided economic- 
ally. 

For example he suggested increased 
use nursing or convalescent homes; 
more economical care of the less ill, or 
ambulatory patients in general hospitals, 
diagnostic centers for out-patients.” 

In closing, Mr. Wallace said that in- 
dustry meetings, such as the HIAA 
forum help companies solve their indi- 
vidual problems, and thereby improve 
the over-all quality of the industry’s 
service to the public, 


SMITH 


CHASE M. 


doesn’t understand us. People say that 
because our performance is bad the state 
will take over the business.” 

Yet, he pointed out, the record shows 
the development of the business has been 
fantastic: “About ten years ago insur- 
ance companies covered through indi- 
vidual policies and Group insurance over 
20,600,000 people. The last report gives 
the figure of 32,700,000, and when we 
get to hospital, surgical and regular med- 
ical expense, we find that there were 
ten times as many persons protected by 
hospital expense insurance in 1957 as 
there were in 1940; 20 times as many 
persons protected against surgical ex- 
pense as in 1940 and nearly 24 times as 
many persons with regular medical ex- 
pense insurance as in 1940. At the end 
of 1957, insurance companies covered 
over 70 million people for hospital ex- 
pense, over 67 million for surgical ex- 
pense and 33 million for regular medical 
expense. Insurance companies insured 
over 32 million people against loss of 
income due to disability. Nine years be- 
fore, that figure was 20,600,000. 

“Does this record testifv to bad public 
relations, to lack of public confidence, 
to a distrust of the insurance busi- 
ness?” he queried. “T don’t see how 
the answer can possibly be yes to that 
question. Rather it proves that people 
are anxious to buy what we have to sell. 
It proves that the insurance companies 
have been competitive, imaginative, dil- 
gent and progressive in developing ever 
better and broader coverages, even better 
and more effective methods of admin- 
istration, it testifies to the dynamics ol 
the American economy which permits 
a rising standard of living as_ people 
work, it testifies to a better public un- 
derstanding of economics. It testifies to 
the proposition that the people of the 
United States would rather insure with 
private institutions of their own choice 
than to depend upon the government to 
put them on a dole. ; 

‘I'd get out of the habit,” he advised, 
“of apologizing for what we in this bust- 
ness have done in our lifetime. In no 
part of the world has any people ad- 
vanced so rapidly and in no part of our 
American life has there’ been more cred- 
itable development. Certainly we are not 
perfect. Neither are people in other bust- 
nesses. Neither are our customers. 


People Not Dissatisfied With Fine Print 


His listeners were thrilled with Mr. 
Smith’s tackling of the question of fine 
print in insurance policies. “Let’s say 
the man in the street thinks there 15, 
he suggested. “We have a responsibility 
in this business to describe what we seél 
so that we can accurately perform our 
obligation. We have the obligation 0! 
so defining our commitment that te 
average man is protected against paying 
the cost of fraud. Ask any policyholder 
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if he wants to pay more premiums in 
order to support crooks and chiselers. 
He’ll say no.” 

Concerning ads, Mr. Smith pointed to 
other ads in the paper: “Do you read the 
ads which describe your refrigerator, 
your television set, the virtues of a trip 
to Florida? Is there a little optimism 
in some of the descriptions?” Further, 
is the matter of claiming an article is 
“fully guaranteed.” The speaker quoted 
a random “full guarantee” which read: 
“If within a period of 90 days this article 
is found to the satisfaction of the manu- 
facturer to have been delivered with a 
defective part, the manufacturer’s ob- 
ligation is limited to a replacement of 
the defective part provided the buyer 
transports the article at his own ex- 
pense to the nearest service office or to 
the factory.” 

On this Mr. Smith remarked: “I buy 
something and break my neck because 
it has a defective part and they agree 
to replace the defective part and let 
me take care of my own neck! 

“But people are relatively well satis- 
fied with these guarantees because in 
most cases they have justifiable confi- 
dence that the manufacturer will do the 
right thing by them and the manufac- 
turer has a proper concern with his rep- 
utation. 

“So it is in the insurance business— 
a business which has done far more than 
most to give its customers a_ specified 
and legally enforceable contract, inter- 
pretable with far greater clarity and 
satisfaction than can be possible in most 
human relationships and in most situa- 
tions where contracts, written and un- 
written, are made. 


Sales Don’t Suggest Distrust 


“Far from proving a bad record,” Mr. 
Smith asserted. “even casual observation 
disproves the theory that people are dis- 
trustful of insurance contracts. If they 
were distrustful, why would they buy 
them in such fantasticallv increasing vol- 
ume? Forced to buy? No, they want to 
buy. Distrust the contract? No. they 
understand it at the time and if they 
were distrustful they would read it care- 
fully and ask questions. They don’t 
distrust it—secretly and outwardly they 
believe they have made a good buy.” 

Further along the speaker referred to 


security and how significant it is to the 


individual. That is why the welfare state 
people play upon the emotions, in order 
to persuade people to give up the free- 
dom and independence of a private en- 
terprise state for what would be called 
the welfare state where presumably the 
government will take care of the indi- 
vidual. 

He continued: “A mvriad of savings 
Plans, the institution of life insurance, 
the protection of fire and casualtv insur- 
ance, health, hospital, and medical ex- 
pense, and loss of income protection are 
matters of prime political significance. 

‘In the United States.” he declared, 
“we have the most highlv insured people 
in the world. incomparably superior in 
the scone of its coverage. in the amount 
of benefits that are obtainable to anvthing 
that ever has been or ever will be de- 
vised by a_ political state. It is this 
institution as much as anvthing else that 
has by its performance kept this great 
country from having the miseries and 
Poverty which lead other neonvle to be- 
come the victims of the Socialists and 
Communists who would persuade them 
that government can solve their prob- 
ems,” 

Systems’ Operating Expenses 


_Chase Smith also referred to the rela- 
tive merits of the socialized system com- 
pared to free enterprise as regards ex- 
Dense of operating. Some think. he said, 
that such items as expense of selling, 
advertising and administration are re- 
duced or cut out altogether with state 
Insurance. Such is not the case he said, 
or the salesman creates the demand, 
Persuades people to change their ways, 
8ives them something they want at a 
Price they can pay. He persuades his 
Manufacturer or his principal to develop 





Canadian Plan Starting January 1 
Shows Up Dangers Here, Neal Says 


Chicago, October 28—A size-up of the 
situation for voluntary health insurance 
in the U. S., at a time Canada faces 
nationalization of its health care sys- 
tem, was given here today by Robert 
R. Neal, general manager, Health In- 
surance Association of America. Mr. 
Neal indicated the great threat to volun- 
tary health insurance in this country, 


ROBERT R. NEAL 


and implored industry representatives to 
support the Health Insurance Council’s 
grass-roots program to cooperate with 
the providers of health care throughout 
the country. 

Though the facts are obscure, he said, 
after January 1 the provinces of Canada 
will pre-empt the basic hospital insur- 
ance field. He reported: “In nine of 
the ten provinces, every resident will 
have standard ward care plus extras 
for unlimited duration with ‘his bill 
paid by the Government. The plans will 
be financed by a three-way split of the 
cost. One-quarter will be paid by pre- 
mium or sales tax, one-quarter by pro- 
vincial revenues and one-half by the 
Federal government. The final cost in 
dollars, or what new levels of taxation 
will be required, is not presently known. 
The Government Plan will be exclusive. 

“Private insurers will be restricted to 
providing supplemental benefits only. 
I would suppose that Blue Cross, a 
voluntary agency, would cease to exist 
as such and be forced from the hospital 
insurance field. If so, Blue Cross could 
then possibly become the administrative 





the things that fit the needs. “Leave him 
out of the picture and progress is ended,” 
he stated. 

Another point made by Mr. Smith be- 
fore closing was the willingness, in the 
free enterprise system, of competitors 
to pool their knowledge and to share 
information for the general benefit of 
industry, as was happening at the HIAA 
Individual forum: 

“Here you bring your latest discov- 
eries and ideas in the belief that what 
you learn will pay you for your trouble 
and that what all of you learn together 
will be good for the business, will make 
it more useful, better understood by 
those who patronize you, less expensive 
and thus able to cover a broader field. 

“Tt is this instinct for cooperation and 
usefulness that has made the institution 
of health insurance what I consider it 
to be, an outstanding success and a 
great factor in the true strength of our 
country and the individual security and 
solvency of its citizens.” 


agency of the provincial government to 
handle the hospital plan. As of this 
time, all group and individual policies, 
including non-cancellable and guaranteed 
renewable plans, are undergoing re- 
vision.” he reported. 

“Now, how could this occur in a coun- 
try where. private enterprise has 
thrived?” he asked. 


Six Reasons for Canadian Plight 


Mr. Neal attributed it to six basic 
reasons, which lead to one simple con- 
clusion: It came about by default. He 
listed his reasons as follows: 

1, The idea of such a program had 
been supported by the Liberal Party 
platform for more than 20 years, but 
was looked upon as harmless and unim- 
portant and not likely to be taken 
seriously. 

2. Three of the Western Provinces 
had established Provincial Plans which 
almost immediately ran into financial 
difficulties and it became apparent that 
they would have to be bailed out by the 
Federal government. They brought pres- 
sure to accomplish this. 

3. Organized medicine did not oppose 
the program (1) because doctors were 
busy practicing medicine, (2) some be- 
lieve that by cooperating with the Gov- 
ernment in establishing a program in the 
hospital field, they would eliminate some 
of the existing problems and lessen the 
threat of State medicine without impair- 
ing their own freedoms and the right 
to pursue their own interests, (3) they 
thought such a program would relieve 
the very distressing collection problem 
that hospitals were experiencing. 

4. Most Canadian hospitals were in 
desperate financial condition, They had 
large deficits and were sinking further 
into financial distress. 

5. The presence of the shortcomings 
of the voluntary system, i.e., the over- 
age problem, the cases of catastrophic 
illness, and medical care for the self- 
reliant with limited resources. 

6. The emergence of strong political 
figures to support the program of the 
Liberal Party, and impose their dedi- 
cated purpose on a highly charged poli- 
tical scene, 


Parallel in the U. S. 

To the extent that these factors are 
paralleled in the United States and re- 
main unchecked, Mr. Neal pointed out 
that similar problems exist in this coun- 
try. He suggested two prime lessons 
to be learned from the Canadian situa- 
tion: : 

“First, we must not let the first, plan 
start. The experience of the plans in 
the three Western Provinces, sinking 
quickly as they did into financial morass 
before they were hardly noticed, added 
great impetus to the nationalization of 
hospitalization in order to bail out these 
state plans. 

“Secondly, it is evident that there 
must be continued attack on the ‘soft 
spots’ of medicine and insurance. Among 
these are the same problems in our 
country which existed in Canada—the 
solution to the problem of the over-aged, 
protection against the expense of catas- 
trophic illness, and care, not of the indi- 
gent who are reasonably well cared for,” 
Mr. Neal pointed out, “but rather of 
people of limited means. Solution to 
these problems—to the extent to which 
we can solve them — can come only 
through performance on the part of our 
industry.” 

Mr. Neal referred to the increase in 
Social Security benefits passed by the 
last Congress, and while improvements 
in the original S.S. Act were desirable 
he noted that “the trend has been away 
from the original purpose of the act, 
which was to provide minimum subsis- 
tence to older people. Yet, he said, peo- 


(Continued on Page 34) 


Hear What Doctors, 
Hospitals Are Asking 


OF HEALTH INSURANCE COS. 
HIC Chairman Morton Miller, Elmer 
Rasmussen, Emory Bullis, Hiram 
Sibley on Communications 








Chicago, October 29—Morton D. Miller, 
second vice president, Equitable Society, 
told the HIAA gathering here today that 
hospitals and doctors feel insurance 
companies should be doing more in cov- 
erage for senior citizens, writing broader 
coverage, and more on the the termina- 
tion of individual policies. 

Mr. Miller’s remarks were made in the 
course of a panel discussion “Good Com- 
munications—The Basis of Cooperation.” 
Other members of the panel were: Emory 
Bullis, supervisor of hospital relations, 
Metropolitan Life; Elmer J. Rasmussen, 
vice president, Continental Casualty; and 
Hiram Sibley, secretary, council on plan- 
ning, financing, and prepayment, Ameri- 
can Hospital Association, Chicago. The 
panel moderator was Louis A. Orsini, 
assistant director of information and 
research for HIAA. 

Morton Miller, who is also chairman 
of the Health Insurance Council, said 
doctors and hospitals felt coverage for 
senior citizens was highest on the list 
of things on which insurance companies 
should concentrate. “We must,” he 
urged, “move more rapidly in offering 
policies to persons over age 65. For those 
not yet 65, we need more lifetime policies 
under which continuance after age 65 
is guaranteed.” 

Mr. Miller spelled out the writing of 
broader coverage as including benefits 
for diagnostic services and other out-of- 
hospital medical care. “Doctors and hos- 
pitals alike in reacting to our increasing 
concern over rising health care costs 
point to the fact that insurance contracts 
limited to care in the hospital tend to 
add fuel to this fire,” Mr. Miller declared. 

“In their view, we need to promote 
more vigorously, under basic hospital 
and surgical policies, riders such as those 
providing benefits for diagnostic ex- 
aminations, including X-ray and labora- 
tory tests when they are performed in a 
doctor’s office or at the patient’s home.” 

Doctors disagree strongly, said Mr. 
Miller, with the practice of failing to 
renew policies because the health of the 
insured has deteriorated. “That we may 
wish,” he said, “to have the right to 
non-renew policies because of fraud, 
over-insurance, moral hazard, or other 
similar reasons is readily accepted. How- 
ever, we are being looked to for cover- 
age which guarantees renewability in 
the event of a change in the insured’s 
health status. Our reasons for wanting 
to retain the right in connection with 
such policies to change the premium 
rates as a class are fully appreciated.” 

Mr. Miller said doctors also were con- 
cerned with the multiplicity and com- 
plexity of claim forms. Mr. Rasmussen 
also addressed himself to this question. 


Plea For 100% Uniform Clair: Forms 


“The standard forms designed by the 
uniform forms committee of the Health 
Insurance Council are now being used 
by companies which write over 75% of 
the accident and sickness insurance in 
the United States,” said Mr. Rasmussen. 

Stressing that no one should get the 
impression that “the battle is over,” the 
Continental Casualty executive declared, 
“A continuing program is being carried 
out hy the Council to convince the re- 
maining companies that they are doing 
themselves and the industry a great 
disservice by not using the forms. This 
program will not be discontinued until 
100% participation has been secured.” 

Mr. Bullis detailed his company’s ex- 
perience in establishing Metropolitan’s 
system to handle the HIC Individual 
Admissions program, reporting, “It is 

(Continued on Page 34) 
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Continental Assurance V.P. 
Greeted by Friends Here 





BROWN 


HARLOW G. 


Harlow G. Brown, retired vice presi- 
dent of Continental Assurance in New 
York, who makes his home in LaJolla, 
Cal., spent the past two weeks in New 
York visiting all his old friends, includ- 
ing general agents of the company. 
Department heads in Continental’s east- 
ern department gave a luncheon in his 
honor on October 24 at Drug & Chemical 
Club, arranged by Resident Vice Presi- 
dent Albert B. Morrison. Mr. Brown’s 
greatest enjoyment, he said, was to 
spend a week with his son, Robert, who 
is a technical sergeant in the U. S. 
Marine Corps. He was in port on leave 
after a 3% months’ cruise on the flat- 
top “Tarawa.” One note of sadness was 
the passing of Mr. Brown’s old friend, 
Harry Gruber, general agent of Con- 
tinental for many years, whose funeral 
he attended October 23. Returning home 
Mr. Brown stopped off in Chicago to 
visit with home office friends including 
Roy Tuchbreiter, Continental’s board 
chairman. 


Robt. R. Neal's Speech 


(Continued from Page 33) 





ple are beginning to feel that recent 
changes were incorporated because of 
their vote-getting ability. 

“Of more significance to us,” he com- 
mented, “is the introdutcion of a new 
philosophic approach to the care of the 
aged in the form of legislation not in- 
cluded in the recent Social Security re- 
visions. This,” he pointed out, “is the 
concept of adding medical service bene- 
fits under OASI. Thus far OAST has 


been a cash indemnity program.” 
Forand Bill Not Dead Yet? 


The speaker then discussed the signi- 
ficant Forand Bill. He continued: 

“During hearings on Social Security 
amendments before the House Ways and 
Means Committee, a great deal of atten- 


tion was devoted to the Forand Bill, 
H.R. 9467. This bill would have pro- 
vided for OASI beneficiaries and their 


dependents, hospitalization up to 60 days 
a year, complete ‘hospital services includ- 
ing medical care, drugs and appliances 
customarily furnished to bed patients, 
and surgical care and nursing home care 
up to a total of 120 days a year inclusive 
of any period of hospitalization. The bill 
would have authorized the Secretary of 
Health, Education and Welfare to nego- 
tiate medical and surgical fees to pay 
for these services.” Government, he 
stated, will soon regulate the purveyors 
of services it subsidizes. 

“The fact that this bill was not passed 
and these additional benefits were not 
included in the Social Security amend- 
ments this year is of no great comfort 
since we expect a very serious push for 


such a program to come in support of 
party legislative performance prior to 
the important elections in 1960. It has 
the support of organized labor and its 
adoption has been announced as one of 
labor’s major objectives in the coming 
8éth Congress. 

“It is obvious,” Mr. Neal declared, 
“that the enactment of such legislation 
would immediately put an end to private 
disability insurance industry as we know 


it today—a system which holds the 
promise of great aig ray Rg and 
performance—and then, not far behind, 


would lie the end of the private practice 
of medicine and hospitalization.” 


When Government Pays the Piper 


This, he suggested, may well be the 
result in Canada believing that Govern- 
ment cannot and will not pay the cost 
without laying aa the rules to govern 
the fees. Mr. Neal envisioned that if the 
control of he: alth services is taken by 
Government “life insurance will not long 


continue exclusively in the private and 
voluntary system. 
“When government imposcs subsidy 


control, individual efficiency _ is 
stifled,” he said. There is over-utilization 
of service, minimum benefits become 
maximum and cost always excecds orig- 


and 


inal estimates. He continued: 
“Reports on the quality of service 
under the British system of socialized 


medicine are beginning to show signs of 
this erosion. Income ceilings discourage 
doctors from improving their knowledge 
and service and they tend to lose inter- 
est in the individual and in his particular 
physical ailment. 

“In the United States today the aver- 


age stay in general hospité ils is about 
8 days. In Britain and in two Canadian 
provinces, the average stay exceeds ten 
days. Under a government system peo- 
ple tend to be hospitalized oftener and 
stay longer. In Saskatchewan alone, in 
1956, the average number of days of 


hospitalization per capita was twice as 
great as in the United States. 

“Our citizens are accustomed to and 
demand the best medical care that has 
been provided in history. Techniques 
and equipment for diagnosis and treat- 
ment have been devised which were 
unavailable only a decade ago. This 
progress cannot be maintained in a 
compulsory system, and the physician 
will not retain his individual responsi- 
bility under a system which denies the 
patient his freedom of choice of phy- 
sicians. 

“The success of the voluntary private 
health care system will be measured by 
the extent to which doctors and hospitals 
and 


can work together to control cost, 
to which the prepayment facility can 
expand its capacity to include all who 
wish to come within it,” Mr. Neal de- 
clared. 

Working toward this end to make the 
voluntary system work to the satisfac- 
tion of the American people, Mr. Neal 


pointed to the Health Insurance Coun- 
cil’s embarking upon a cooperative pro- 
gram by establishing in each state a 
HIC committee designed to work at 
the local level with doctors and hospitals. 
Mr. Neal stated: “The program will en- 
courage the use of uniform claim forms; 
it will assist in the development of lo- 
cally adjusted fee schedules; it will 
implement hospitals’ admissions plans 
and work toward solution of the mutual 
problems inherent in the prepaid med- 
ical care system. These state commit- 
tees are not functioning in all but five 
states. Over 400 insurance people are 
engaged in this work. Thev will be ef- 
fective to the degree that they have 
the active and enthusiastic support of 
cur companies in furthering their task.” 
Much of the future of insurance peo- 
ple, he indicated, depends on the success 
of the HIC program. He urged everv- 
one, in every way he can, to assist in 
achieving close liaison and cooperation 
among doctors, hospitals and insurers. 





CHARLES HANEY DEAD AT 58 

Charles Haney, 58, district agent for 
Educators Mutual Life, died of a heart 
attack at his home in Irwin, near Pitts- 
burgh, on October 23. He was an agent 
for the company for 33 years and 
one of its leading producers. 








Left to right—Robert Beards, William P. White, 


MacDonald; Messrs. Beards and 


William P. White and Alfred Winston, 


partners in White & Winston, Inc., gen- 
eral agents in midtown New York of 


United States Life, were hosts at a large 
gathering a week or so ago which com- 
memorated the seventh anniversary of 
the firm. Held at the Theodore Club 
in Hotel Roosevelt, N. Y., the party was 
attended by 200 in all, including agents 
and brokers, who are responsible for the 
agency’s success to date, and company 
officials and friends. 

Raymond H._ Belknap, _ president, 
headed the party of the hoime office 
officials who were on hand from United 


MacDonald 


Alfred “Bud” and Joseph V. 
are Agency Supervisors. 

States Life. In addition, Morgan 0. 
Doolittle, president, and Doug: is S. Felt, 
agency vice president, both of Empire 
State Mutual Life, attended as did Rich- 
ard Rhodebeck, president, American Life 


of Delaware; Paul Anderson. vice pres- 
ident, C. V. Starr & Co., Inc., and A, E. 
Gilbert, vice president, American Inter- 
national Underwriters Corp., also Ray- 
mond Burke, North American Reassur- 
ance. 

White & Winton, Inc. has been the 
leading agency for Group life and 


Group A. & H. volume of United States 
Life since 1951 and its 1958 production 
is substantially ahead of that of 1957. 





Allen V. Dowling 


(Continued from Page 31) 
After service with the home office staff 
of Ohio National, he was named Midwest 
director of agencies by Franklin Life in 
1953, with headquarters at Omaha. He 
became a vice president on the home 
office staff of the company in 1954. 

Franklin Life, when it received Mr. 
Dowling’s resignation made the follow- 
ing statement: 

“During his five years with the Frank- 
lin, Al Dowling has contributed signifi- 
cantly to the progress of our great com- 
pany and we wish him every success in 
his new association. 


What Ditters ‘a 


(Continued from Page 33) 


our company’s experience that the plan 
can work successfully.” 

The work of the typical hospital in- 
surance clerk was described by Mr. Sib- 
ley. He said the clerk forms the best 
harrier that the insurance companies 
have to misutilization and to misunder- 
standing and that without her helpful 
cooperation, “the American system of 
voluntary health insurance could not 
operate.” 

Mr. Sibley said the insurance business 
and the American Hospital Association 
should work together “to make her life 
pleasanter and more productive.” 


Elect Ina Karlstad 


_Ina Karlstad, Omaha, Woman’s Bene- 
fit Association, was elected president of 
the Nebraska Fraternal Congress at its 





recent annual convention in’ Omaha. 
She succeeds George M . McCarthy, 
O’Neill, Neb., Knights of Columbus 


Delegates from the state’s 26 fraternal 
societies attended the convention. 
Other newly elected officers are Walter 


HIAA Individual Form 
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Omaha; Donald G. Heth, assistant vice 
president, Continental Casualty; Horace 
B. Horton, vice president of railroad 
sales, Benefit Association of Railway 
Employes, and George L. McDowell, 
secretary, America Fore. 

Mr. B ‘oler advised his audience to keep 
in mind that the small company covered 
today could grow into a_ big business 
tomorrow. He also stressed the im- 
portance of the original underwriting, 
saying that the health insurance business 
“would find tremendous public accept- 
ance” if new underwriting never was 
necessary. 

Mr. Heth said: “All we need is five 
people to make a sale.” He added that 
“his company had sold many gas stations 
that banded together.” Mr. McDowell 
estimated that 90% of the franchise field 
already is covered and that the future 
in that area “lies in the writing: ot 
additional plans like major medical.” 

After the panel members concluded 
their prepared statements, a lively ques- 
tion and answer period ensued until 
discussion was ended by the call to a 
buffet luncheon. 

The afternoon was devoted to the 
scheduled workshop sessions. Before 
the workshops were convened it was an- 
nounced that all but one meeting was 
reserved to capacity, and that that one 
had a_ single vacancy. This cert ainly 
indicates the growing popularity of this 
type of session at the forums. 


— 





Korisko, Omaha, Royal 
vice president; F. P, Kawa, Omaha, 
Polish National Alliance, second vice 
president; R. John Flack, Omaha, Luth- 
eran Brotherhood, third vice president, 
and Theodore J. Fraizer, Lincoln, Neb. 
Woodmen of the World Life Insurance 
Society, re-elected secretary-treasurer. 


League, first 
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